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New Irwin 2-way sabe-maer 


(1) 13 fast-selling 62T auger bits _ 
(2) with Sell-O-Bit metal display APR3 0 





es you a full-time auger bit 
sman in only inches of space 


pduct well displayed means extra sales. So put 
vs 2-Way Sales-Maker to work in your store. 
ret a sturdy metal Sell-O-Bit display.-You get 
yen stock assortment of 13 Irwin 62T Auger 
America’s best known and _fastest-selling. 
ill for a modest $9.93 investment. The retail 
is a healthy $14.90 which means a good 
for you. 


is Sell-O-Bit Display screws on in a jiffy. 
res only inches of space to mount. Securely 
13 Irwin Auger Bits. sizes 14 to 1”. with 

spring-steel clips. Shows hole sizes for easy 
bn by clerk or customer. Order several Irwin 
Sales-Makers today. Put them to work at all 
laflic points in your store. And while you're 

order some extras for over-the-counter sale, 
u'll need them. 


from your Irwin jobber today 
Stock No. D-13 


Sales Maker includes 13 Irwin 62T Auger Bits 
tal Sell-O-Bit Display. Packaged in one carton. 


Bit Assortment includes Irwin 62T sizes 1/4, 
3/8, 7/16, 1/2, 9/16, 5/8, 11/16, 3/4, 
17/8, 15/16, 1 inch. Fast selling sizes. 

Value: $14.90 per 13 bit 62T assortment. 


Cost: $9.93 for both Irwin's 13 bit 62T assort- 
id new Sell-O-Bit display. A neat $4.97 mark-up 
for each assortment. 
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THE IRWIN AUGER BIT COMPANY 


Wilmington, Ohio, USA 
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ithe quality lock for 





KWIKSET SALES 


a 
AND SERVICE COMPANY 
ANAHEIM, CALIFORNIA 
LOCKSETS 
Sele LINE / 


MILLIONS IN USE—The famous KWIKSET 

“400” line of economy locksets are installed 

on the doors of private residences and large-scale housing 
developments throughout the United States and the entire world. 


EASY TO SELL — Your selling job is supported by KWIKSET’S vigorous, 
national merchandising and advertising program, which creates 
nation-wide acceptance of KWIKSET locksets. 


EASY TO DISPLAY—KWIKSET locks are mounted on special displays 
that show off the “400” line locksets to the best possible advantage. 
Your customers can try the smooth, easy latch action... select 

from the display of gleaming “sealed-on” plastic coated finishes. 


All KWIKSET locksets are precision manufactured and unconditionally guaranteed. 
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Universal presents a great new Mixablend to expand your ane 
electric housewares line and produce new profits. De- New Yo 
signed to include all the features that give more versatility, a -" . 
= rite é : as 
‘better performance, greater saleability. This new Univer- tetenthes 
sul. Mixablend is a fitting addition to America’s Preferred dens 

, x evelan 
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New Two-Speed Motor New Ounce Markings 
with High, Low and show ounce levels at 
Off positions, gives 4, 8, 16, 24 and 32 

















easy, accurate control ounces for accurate SUBSCI 
for all mixing. recipe measurements. its posses 
per year. 
Single co 
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(| i ‘2.9 HARDV 

wdunicks ceeding 
York; "Si 
Nutrition, Diet and Recipe Book = ata ae 
Written by one of the top authorities on =e 
health and nutrition, this big interesting tine,” Ni 
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and Dog Chain Assortments 





Dogs Are Friends of Yours 


®@ Man’s best friend is also a good friend of the hardware dealer because 























he promotes sales of dog chains. Dog leads have always been a good 
seller. And now there’s a new item that’s growing fast in popularity— 
the ACCO Spiraloc Dog Stake Chains: 

This new ACCO Spiraloc Stake Chain (in 6’ and 9’ lengths) gives the 
dog freedom of movement and allows the owner to move him around 
frequently. The %” x 15” stake holds well in the ground and the free- 
swiveling S-hook and snap keep chain from tangling. Spiral-twisted 


links are smooth and have a bright zinc finish. 

















ACCO Dog Leads come in a variety of types, some with plastic 
handles; all with easy to operate swiveling snaps. Several types are 





available on attractive metal hangers which you can hang up in your 
store. 


You'll sell plenty of ACCO Dog Chains if you display them. 
Order at once from your AMERICAN CHAIN wholesaler, 
or write our York, Pa., office for information. 


| oe 
i= Cons\jogera Fells, Ontario? B: America ' 

AMERICAN CHAIN DIVISION Chain 7 
AMERICAN CHAIN & CABLE | 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 
























By W. A. Phair 


Decisions, based on facts... 


Hardware dealers face many complex problems these days, problems that 
will take foresight and intelligent action to overcome. Hardware wholesalers 
also face many problems, some of them quite similar to dealer headaches .. . 
shrinking margins, rising selling costs, competition from new sources, and 
changes in distribution methods within the trade itself. 


Finding the answers to these problems will not be easy; nor will the correct 
answer necessarily be found quickly. But it is important that in appraising 
these problems we have a full measure of accurate facts at our command on 
which to base our decisions. Incomplete facts may well lead to inadequate 
solutions. 


Over the past few years certain trends in distribution have received new 
accents. How far these trends will carry cannot be foretold, but certainly 
they have considerable interest to all the hardware trade. 








The stimulus for all new trends, or new techniques, is in the workings of 
, our competitive system. All of us would welcome, I suspect, a nice orderly 
pattern to our businesses. But that never exists. Whether one be in whole- 
saling, in retailing, in publishing or operating a milk route, there will always 
be changes; the interplay of competitive forces will always tend to disturb the 
existing pattern. 


i Such of these new techniques as have merit will prevail and will become a 
part of our economic system. Those that have no lasting value will eventually 
disappear. 


A dealer’s interest in these techniques is rather simple; how will it help him 
meet his competition and make a profit. Retail experience over the years has 
shown that the ability to meet competition and make a profit demands a com- 
bination of efficient store management, good merchandising and competitive 
prices. Removing any one of these elements weakens the whole effort. 





For proof of this, you need just look about at the successful stores you know, 
stores that have been profitable over a period of time. You’ll always find those 
three elements present. 


In looking back over retailing history, you’ll find that those innovations that 
have survived the test of time have been marked by those three elements. 

Looking at it from the other side of the picture, you can see certain retail 
developments, such as the exclusive appliance store, suffering and losing way 


fast because they did not combine those three elements in their planning. 


Too many appliance stores started in the lush period of the post-war seller's 
market. When this period came to a close, these stores lacked the firm founda- 
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Just Among Ourselves 
informal editorial comments 


tion of efficient management and good merchandising and fell back on 100 per 
cent price selling. The consequences of this mistake is told daily in the bank- 
ruptcy rates of these stores. 


It is a reasonable assumption that any innovation, either in retailing or 


wholesaling, that becomes a permanent part of our economic picture will com- 
bine all those three elements. 


Hardware and TV... 


At some time in his life, every man seems to get a desire to own and operate 
a hardware store. There is something about a hardware store that appeals to 
every normal man. 


Few men realize, until it is too late, the long hours of hard, heavy work that ILO 
go into running a store. Few understand the heavy investment that is required 


Chester Morris and Barry McQuire 


who played leading roles in the } 
Westinghouse-Studio One perform- 
ance, use your favorite magazine for ‘ 
information on operating their TV 


Hardware store. 


to start and to profitably operate a 
hardware store. 


With such a universal appeal, it was 
only a matter of time until the TV 
playwrights discovered this appeal of 
the hardware store and wrote a play 
about it. This they have now done. 
Those of you who saw the well received 
CBS-Westinghouse Studio One program 
from New York on April 12 also saw 
the TV debut of your favorite journal, HARDWARE AGE. 





This play on Studio One was entitled “Jack Sparling, 46.” The plot builds 
up for about 40 minutes to the point where the leading male actor, Chester 
Morris, decides to enter the retail hardware business, with his son. 


Here is where HA, for 99 years the basic tool in the nation’s hardware stores, 
makes its debut. The actors in the Studio One play consult HA for useful eee 
information. How could anyone, TV actor or real life person, consider being 
in the hardware business without having HA nearby? 


We were rather proud of the way HA behaved on the screen. And judging r 
by the calls and notes we’ve received, a great many folks noticed their old 
friend in its first TV performance. 

Quite aside from the use of HA, the play itself is a most interesting one. 
Watch for it on your local stations. You’ll enjoy it. 
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WEATHER FORECAST: 


Fair and warmer... 
ideal for selling door closers 










Year ‘round best seller... 
-_: Remember when Fall was con- 
sidered the only worthwhile sea- 
son for door closers? Air-condi- 
tioning has changed all that. 
Right now we’re heading into 
one of the top selling periods of 
the entire year. 






BALL 
BEARING 
CLOSER 


Make sure you get your share 
of Spring door closer business. 
Stock the closer that’s got them 
all beat LOCKWOOD’S Rack 
& Pinion Ball Bearing Closer: 


@ Leak-proof gland and splash 
chamber 


@ Oversize 1-piece shaft and 
pinion 


@ Super powered spring 
e@ Ball-bearing suspension 


@ 2-year guarantee. 








LOCKWOOD'S Screen and Storm 


Door Closer . . . powerful, weather- 

resistant. Totally enclosed main 

spring. Built-in shock absorber. Made THE MARK OF SUPERIOR QUALITY 

in 3 qrodes. LOCKWOOD HARDWARE MANUFACTURING COMPANY 


Fitchburg, Massachusetts 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Threat of Fair Trade Checks 
Spread of Capital Discounters 


Increased support for fair trade in the District of 
Columbia has checked, temporarily at least, the growth 
of mail order discount houses in Washington. Firms 
offering ‘‘wholesale” prices via the mail order route 
have long regarded the nation’s capital as a particu- 
larly fertile field for their operations. 

But a rewakened concern within Congress over the 
position of the small retailers gives the catalog dis- 
counters something to think about. As a result, fur- 
ther expansion of discount operations in Washing- 
ton is held up. 

The discount firms naturally do not intend to in- 
vest heavily in leases and real estate if Congress is 
going to legislate them out of business via a fair 
trade law for the District of Columbia. 

Hardware stores in Washington find that sales are 
lost to at least three different types of discount 
operations. 

Here’s what happens, for example, in the retailing 
of a deluxe electric model toaster; fair trade price, 
$27.50; mail order discount house, $18.67; local dis- 
count house, $18.37; local department store, $20.65. 


OUTLOOK—Plugging the Washington leak 

in the channels of fair trade will go a long 

§ way toward correcting the discount plague 
that exists in nearly every state. 


Retail Sales Outlook 
Viewed As Encouraging 


The pattern of consumer buying in the months im- 
mediately ahead shows signs of a few more ups and 
downs—and then a definite long-pull upward turn. 

Retailing experts and government economists view 
the overall outlook as encouraging. Reports from the 
trade show both healthy and indifferent sales records, 


10 


and this is a clear sign that retailing is emerging, 
here and there, from the slump. 

The brighest spots in the consumer buying picture 
over the nation are in the upturn in purchases of ap- 
pliances and automobiles, and in building activity. 
Employment is on the rise. 

Good results from the excise tax cuts that became 
effective on April 1 are beginning to show up. In most 
cases, the tax savings are being passed on to the con- 
sumer, and he, in turn, is plowing the difference right 
back into the channels of trade. 


OUTLOOK—Look for a substantial pickua 
in sales within the next few weeks. A surg 
$ of spending later this year could easily offset 
the lower sales volume of the early months of 
"54, thus making this a peak year. 


Congress Looking into Federal 
Competition with Business 


Attempts to get the government out of competition 
with private business aren’t thorough enough or fast 
enough to satisfy Congress. The question is raised 
as to why paint and rope are military products when 
excellent grades of these items are on sale at every 
hardware store. 

In a report on various kinds of commercial enter- 
prises operated by the Armed Forces, Congress balks 
at the Navy’s contention that it must make one-third 
of the rope it needs. 

The Navy says it makes “superior” rope. But ex- 
perts say the commercial rope is not only better, but 
cheaper. 

Congress also takes a dim view of the Navy claim 
that it has to make its own paint in order to assure 
quality control. A report to Congress asks: 

“If the Navy makes it paint to insure quality con- 
trol, why not beer, catsup, flour, oleo, and tobasco 
sauce?” 
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Poor Nut 


... it’s all burred and stripped because somebody ally be used on 50 types of nuts and bolts with 
didn’t have a wrench to fit it... either square or hexagonal heads. Each piece is 
With the new Barcalo Open-end Wrench Set _—_ drop forged from finest quality carbon steel and 





shown below, you can make every nut in your _ properly tempered to last through years of hard 
neighborhood happy and make a tidy profit use. The set has a bright plated finish to com- 
besides. With 14 different sizes, this set can actu- mand attention, and it’s priced right to sell fast! 


NEW! BARCALO 


OPEN END WRENCH SET 


fits 50 different bolts and nuts 





RANGE OF SIZES: 32” to 1%” 


ke 7 WRENCHES 
te 14 DIFFERENT SIZES 


te STREAMLINED DESIGN 





BARCALO MANUFACTURING COMPANY «+ BUFFALO 4, NEW YORK 
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Ceramic Hardware 
Hand-decorated porcelain switch 
plates and drawer pulls are the 
newest addition to the line of 
ceramic hardware to match Yale 
Decor door knobs. Switch plates are 
made in 12 color styles and will fit 





all standard single-switch light 
boxes. Drawer pulls are available 
in 12 color styles to match switch 
plates and are offered in three 
shapes identical to the Decor door 
knobs. Door knobs, with matching 
escutcheon plates and all-purpose 
spindles, list at $4.95, switch plates 
at $2.50 each and drawer pulls at 
$1.39 each. Matching keyhole covers, 
adaptable to interior doors locked 
with warded bit keys list at 75¢ 
each. Yale & Towne Mfg. Co. 


For more data circle No. 1 on postcard, p. 121 


Cutting Pliers 

No. 450-9 Pow’r Pli’rs is a cam 
action, high leverage cutting too 
which cuts up to ‘4 in. hardened 
steel drill rod. It is 9 in. long and 
can fit into workman’s _ pocket. 
Pliers can handle jobs for which a 
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NFORMATION ON NEW PRODUCTS AND SERVIC 








24 in. bolt-cutter or a hack saw 
would be used. Jaws are forged, 
extra hardened and hand honed. 
Handles are pressed steel. Retails 
at $4.50. Utica Drop Forge & Tool 
Corp. 


For more data circle No. 2 on postcard, p. 121 


One-Quart French Fryer 
The new fryer is a combination 
one-quart sauce pan and deep fryer 
basket with pure tin finish, just 
added to the Revere ware line of 
copper-clad stainless steel cooking 
utensils. To be sold at a special 
retail price of $2.98 as part of pro- 





motion marking 15th anniversary 
of introduction of that line. To be 
repriced to retail at $3.50 at end of 
promotion period, June 15. Revere 
Copper & Brass, Ine. 


For more data circle No. 3 on postcard, p. 121 


Lawn Trimmer, Edger 


New model in Trim Master line 
is the Bantam electric vacuum lawn 
trimmer and edger. Trims grass 
around trees and fences, edges 
along walks, driveways and flower- 
beds, and trims hedges and shrubs. 
For edging, a guide is added which 





allows trimmer to be used in verti- 
cal position. Special slip-clutch and 
rubber motor mount guard blade 
against damage. Built-in vacuum 
action sucks grass into blade for a 
uniform trim. Retail price, $27.95; 
higher in West. E. F. Britten & 
Co., Inc. 


For more data circle No. 4 on postcard, p. 121 


Wood Boring Set 

Set of five electric wood boring 
bits, No. 125A, features a_ point 
that is half brad, half screw. Screw 
portion of point leads bit into wood 
quickly; flat side enables user to 
withdraw bit instantly from any 
depth. Each bit is fully heat treated 
to hold a keen cutting edge. Short 
shanks allow use in restricted areas 
where boring up to 3 in. is desired. 
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in hardware merchandise... 


FOR THE HARDWARE DEALER 





Sizes are 4/16, 5/16, 6/16, 7/16 and 
8/16 in. Set is packed in red and 
black package with sales story il- 
lustrated on front and back. Retail 
price is $4.50 per set. Stanley Tools. 


For more data circle No. 5 on postcard, p. 121 


Bottle Sterilizers 

Two baby bottle sterilizers have 
been added to the Nu-Brite line of 
aluminum ware. One sterilizer has 
a crown-type lid. Model illustrated 
holds eight bottles in a tin-dipped 
wire rack. The other sterilizer holds 
seven bottles plus nipples. Federal 
Enameling & Stamping Co. 


For more data circle No. 6 on postcard, p. 121 












‘ TERMINA, BOTTLE 


SSTERILIZER & 
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Paint Strainer 

This paint strainer consists of a 
hinged, double wire frame _ into 
which a piece of straining cloth can 
be easily inserted. Frame acts as a 
clamp and holds cloth securely. 





Strainers come in three sizes: For 
& gal. cans at $1.50, for 1 to 2 gal. 
cans at $1, for 1 qt. to 1 gal. cans 
at 90¢. FE. & J. Enterprises, Ine. 


For more data circle No. 7 on postcard, p. 121 


Specialty Pliers 

New line of pliers includes diag- 
onal cutters, needle nose, long nose, 
long flat nose, heavy duty slip joint, 
Vacoruv adjustable plier wrench, 
and linemen’s side cutter styles. 
Carefully induction heat - treated, 
precision fitted and _ individually 
tested, all pliers are individually 
packaged in sturdy white, yellow 
and blue boxes. Four plier assort- 
ments are available. Hardware as- 
sortment consists of 12 different 
styles; Automotive assortment in- 
cludes three each of 12 styles; 
Radio- TV assertment comprises 


(Continued on page 118) 


Want more information on these 
products? Then use free post 
card on Page 121. 





TO HELP YOU 
SELL 


NEW DISPLAYS 
AND OTHER DEALER 
SALES WELPS 


Putty Knife Display 

Putty knife and scraper display 
is free to dealers ordering 4 doz. 
putty knives and scrapers, stiff and 











flexible, in any desired assortment 
of sizes. Attractive display is made 
of blue plastic and is designed to 
show product to “full advantage. 
Display takes minimum of space. 
Russell Harrington Cutlery Co. 


For more data circle No. 8 on postcard, p. 121 


Trade-In Allowance 

$1.00 trade-in allowance for any 
implement that will open a can is 
offered on the Dazey No. 64 Speedo 
can opener. $5.00 cash prize offered 
for retailer turning in oldest and 
in best condition, original wall-type 
Speedo can opener. No. 64 has sug- 
gested retail price of $3.95. Con- 
sumer gets it for $2.95 by trading 


(Continued on page 135) 
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Business Improves 
For Retail Trades; 
Home Building Strong 
With 
weather, 
is noted in business news. 


warm 
tone 


the advent of 
a more optimistic 


Easter coming late as it did this 
spring, brought about unexpected- 
ly high consumer sales of soft 
goods. Even auto sales have begun 
to pick up after a bad slump. 

Although there is still much un- 
employment and a low rate of in- 
there are other 
which 


dustrial activity, 


heartening signs suggest 
that there is no longer any serious 
threat of a deepening or prolonged 
recession. 

In the face of such negative fac- 
tors, Wall Street is enjoying a re- 
surgence. Dow-Jones averages in 
mid-April stood at the highest 
point in 25 years. 

At the same time, the construc- 
tion industry is making big strides 
and is one of the bright spots in 
the economy. 

This factor is of great impor- 
tance to hardware stores which will 
benefit greatly from the million or 
more new homes to be built this 
year. 
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> Holiday Trade Encouraging 


>» Construction Rate High 


> Mail Order Business Down 


Appliance Spokesman Asks Realistic Study 
Of Retail Margins; Urges Dealer Loyalty 


Economic studies based on a re- 
sponsible sample of retailers’ oper- 
ating experiences should be the 
basis for determining dealers’ gross 
profits, Vergal Bourland, president 
of the National Appliance & Radio- 
TV Dealers Association told 500 
dealers at the annual meeting of the 
Kansas Appliance Dealers Associa- 
tion, on April 14. 

“Dealers’ profits in manufactur- 
ers’ suggested list prices should not 





Pre-Easter Business 
Soared in New York 

New York City, considered a 
bellwether for the retail trade, 
reports a resurgent sales picture 
for the week ended April 10, 
with sales 23 pet above the like 
1953 period. This was reported 
in a preliminary statement by 
the Federal Reserve Bank of 
New York. 

The April 10 week compared 
with the post-Easter week of 
1953 and a sizable gain in sales 
had been anticipated, but the 23 
pet gain was more than even the 
most optimistic had expected. 











be based on competition’s lowest 
prices minus manufacturers’ cost 
and mark-up and distributors’ cost 
and mark-up. 

“Nor should they be based on 
what dealers got last year minus 
what the price chiselers gave away. 
They should be put where they make 
sound business sense.” 

He urged the dealers to consider 
the gamble that manufacturers take 
in production facilities and mate- 
rials and long-range output com- 
mitments—especially with the de- 
cline in outside contracts — before 
criticizing them; and further to 
work for harmony with them. 

“Let your supplier know you’re 
on his team by a friendly attitude 
toward him and his representative. 
Don’t carry everyone else’s line. Put 
some real store identification and 
sales effort behind his product. Go 
along with his line-up of promo- 
tions; don’t try to pick just one or 
two a year. 

“Help him sell his quota includ- 
ing those models that are extra hard 
to sell. Don’t carry one line this 
year and another next year. A good 
company is going to have a good 
batting average and you _ build 

(Continued on page 166) 
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Ves Sir its 
QUITE A PACKAGE | 


NATURALLY WE MEAN 
SHUFORD’S ULTRA-NEW 
EVER-WRAPPED BAG 







6 
4g CONTINUOUS LENG) 
50 FEET 
HETY FOOT LENGTHS COWNECr;, 


—~ 


™~ 


 SHUFORDS | 
, cuiy, 


~ =-COFTON 
mie HES” LINE 


E AADETO WITHSTAY 
+5 SEVERE WEATHER SHUFORD’S HAWTHORNE 


CONDITIONS Hawthorne is SHUFORD’s biggest 
f selling clothesline. It has “buy” ap- 

peal . . . a nationally advertised 
name, glossy white finish, and 
SHUFORD’s exclusive new EVER- 
WRAPPED BAG. Customers repeat, 
too. Hawthorne's excellent tensile 
strength, tight braiding, and 
weather-resistant finish provide 
woman-pleasing performance. 
SHUFORD’s Hawthorne is “pre- 
stretched” . . . won't kink or sag 
. holds knots. 


SEALED IN PLIOFILM 


Like all of SHUFORD’s superior cordage, 
Hawthorne is tightly sealed in a dust proof 
pliofilm package. The EVER-WRAPPED BAG 
contains two connected 50’ hanks, and is 
designed to keep each hank fully wrapped 
“FORD wet when the connecting link is cut. This ex- 

ip aia it clusive EVER-WRAPPED BAG from SHUFORD 
MILLS, INC. is distributed from coast to coast. 
There is a quality SHUFORD line in every 
price range. 
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Good Housekeeping 
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W CARLON 


IN PLASTIC PIPE SALES 








Leads in research and development 


Leads in establishing standards 








ANGG ) Leads in quality control 
PACU Gives a real guarantee 
45,00 ri] 

g 


World’s largest producer of the finest in 
Plastic Pipe 


Selling is easy when you sell the best . . . and CARLON plastic pipe is first in every way. 
This high quality product offers new speed and economy in pipe installation and 

longer service life. Here are some of the features your customers will like: 

(1) CARLON is supplied in long lengths which make-up fast with molded plastic fittings. 
(2) No special tools or skills needed. (3) CARLON weighs only Yeth as much as steel 

... yet is strong and durable. (4) Flexible, it curves around obstructions and follows uneven 
ditch lines. (5) CARLON plastic pipe is guaranteed forever against rot, rust and 

electrolytic corrosion. Another feature you will like is that coils containing hundreds of 
feet of pipe require minimum storage space and can be carried by one man. 


18630-CP 


Buy the Pore with the Stripe! 


Write today for literature 


CARLON PRODUCTS CORPORATION 


Proneers tn Plastic Pipe 
10300 MEECH AVENUE «+ CLEVELAND 5, OHIO 


Manufacturing plants in Ohio, 
Colorado, N. Carolina, Oregon, 
Texas and Ontario. Export: H. E. 
Botzow, New York City. 
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Here is an assortment of Screen and Storm 
Sash Hardware that reflects modern ideas in 
design for promoting simplicity of installation 


and ease of operation. 


The finest of basic materials are used to assure 
strensth and stability. National hardware is 
precision built to guarantee smooth-working 


coordination. 


Years of exc ellent performance in actual serv- 
ice is the record of National Screen and Storm 
Sash Hardware. Strenuous use the vear 
‘round, even in varying temperatures, fails 


to impair their dependable action. 





No. &0 Screen and 


No. 79 d St 
° Screen and Storm Sash Hanger Storm Sash Hanger 





No. 196 Screen Door Turnbuckle 





ION 


We Yelena’ MANUFACTURING COMPANY {hiner 
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America’s most beautiful 


coffee maker r P r eC Sto 


Automatic 


Coffee Maker 


Perhect Cofhee-twice as fas 


Compare Presto feature for feature 
with any coffee maker! 


Your conclusion in less than two minutes time...“‘PRESTO 
IS THE COFFEE MAKER WITH A FAST MOVING VOLUME FOR 
ME!” Smart design and “Silversmith” finish are really 
outstanding! Basket and cover are one removable unit 
that separates with a mere twist. And for coffee as you 
like it . . . simply slide the Flavor Control to the setting 
you want. Separate heating units and separate thermo- 
stats. Presto uses temperature instead of time to control 
coffee’s flavor and strength. Presto brews perfect coffee 
everytime . . . whether you use hot or cold water. Now 
priced . . . to be COMPETITION! 


Brilliant Lok-Tite Cover Exciusive 
“Silversmith” Finish Basket Assembly Flavor Control 


Fair Trade 


List Price 
Fed. Tax Incl, 


ASK YOUR DISTRIBUTOR NOW ABOUT THE POWER 
PACKED LOCAL IMPACT PROMOTION THAT WILL HIT 


YOUR CITY APRIL 25 AND REGULARLY THEREAFTER 
... YOU'LL GET 50% MORE IN ‘54 re 
WITH PRESTO 


best advertised Drieslo best known - best buy! 


PRODUCTS 


Write Presto for FREE hard-hitting point-of-sale displays to help you SELL! 
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ypemey 
IN ING 
\ A CANNINS 


ig FREEZING 


*Contains TITA 


COLANDER 
WR113 4qt.—Packed: doz. 
Wt. per carton: 6 Ibs. 


| M Repo - 


COLD PACK 
CANNER 
Holds 7 one quart jars FEDERAL 
WR 220 19% at. COLD PACK Aaj 
Packed: 3 doz. % - 
Wt. per carton: 22 Ibs. 


NIUM, the miracle PRESERVING 


element that makes Federal Vogue KETTLE 


WHITER! STRONGER! 
LONGER LASTING! 


WHITE PORCELAIN ENAMEL ON STEEL . . . RED 
TRIM... NO SCOURING . . . FOOD SOAKS FREE 
NO SEAMS TO HOLD FOOD PARTICLES 


FEDERAL 


ALL puRPOSE 


R 
BLANCHER- COOKE 


DANDY FOR 
FREEZING 
FOODS TOO! 


\ 


Easy tilt handle for 
pouring. WR 440 
17 qt.—Packed: 2 doz. 
Wt. per carton: 22 Ibs. 


[reset rma oo set 
PRESERVING KETTLE 
C ) 


ALUMINUM WARE 


FEDERAL 
COLD PACK 


) CANNE 


€j he Fine quality, ; 
' umury Par durable, lustrous—— 
and priced 
to move fast! 











Give the ladies a choice of all these 


FEDERAL BLUESTONE 


CANNING AND FREEZING ITEMS! 


idling “iecst complete’ Sine ek sannbig Ranks ‘ou the ‘enmbit--: 
















BLANCHER > 
WR8X—Packed: % doz. 
7 qt. perforated inset—8 qt. pot 
Weight per carton: 12 Ibs. 


MAKE THE 
CANNING SEASON 
PAy-OFF 
FOR YOU, TOO 


IN SA LES #B-113 (4 Qt.) ” Colander 





FOOTED COLANDER « 


Packed: 1 Doz. 
Weight per carton: 12 Ibs. 


4 LARGE ROUND DISH PANS 
Roll Rim 
Used extensively for preserving 
#B-17 (15 Qt.) Dish Pan 
Packed: 1 doz.— Weight per carton: 30 Ibs. 
#B-14 (11 Qt.) Dish Pan (not illustrated) 
Packed: 1% Dox.— Wt. per carton: 32 Ibs. 





GREAT TO 
PREPARE FOODS ; 
FOR FREEZING, 


291) 37:) 
\ ttt: ’ COLD PACK CANNER 
. #B-95 (36 qt.) Vapor-Seal Canner, complete with 
galvanized combination rack to hold 9 one-quart 
jars 7 half-gallon jars. 
PRESERVING KETTLE « Packed: % doz.— Wt. per carton: 21 Ibs. 
#B-40 (17 Qt.) Preserving Kettle ‘ 
Packed: 2 Doz. 
Weight per carton: 20 Ibs. 


PORCELAIN 
A COLD PACK CANNER > 
#B-120 (19 Qt.) Cold Pack Canner 


COLD PACK CANNER basinal GAUGE Hoids 7 one-quart jars 


#B-125 (24 Qt.) Cold Pack Canner Packed: 3 Doz. 


Holds 8 one-quart jars Weight per carton: 21 Ibs. 
Packed: % Doz. STEEL! 
Weight per carton: 22 Ibs. 


FEDERAL ENAMELING & STAMPING COMPANY 


World’s Largest Manufacturer of Enameled Kitchenware 
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millions - -- upon millions of persons 


wy 


are seeing big, 
powertul color ads 


like these — month 






after month in 


LES the Saturday Evening 


No ee For Lids! 


“ Post and other 
Mat leading magazines 


Comoe ) 9e7 n 
Cer ehror fel ese - — ver an 

ming Ne on eee 
le ts! onitory © oo 


on ids 


over...and over again 


they are pre-selling 


your customers on 


5 EE 


America’s most 


co. FROSTY 


ee | ee popular housewares: 
vacuum BO cai KaTCHEN Of 


Rival 





Montre 


RIVAL MFG. CO. + KANSAS CITY, MO. 
: | RIVAL MFG. CO. OF CANADA, LTD., MONTREAL 
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Extra Volume, Extra Profit 


oF 
Zg 







for hardware 
dealers only == a) 


eed 





e@ America’s most famous ironing table com- 
bination— advertised in the very magazines 


H p re , § th p ( it | . read most in your community —in a special 

. deal only hardware men will carry. No com- 
petition from other outlets. Designed right 
... built right . . . priced right for easy sales, 


® fast turnover, healthy profit. It’s the extra 
PRO C10 R b | - Lo | R() \ | N ( TAB LF volume you’ve been looking for. Write, 
wire or phone now and make us prove it. 
We'll show you figures that are mighty 


AND DELUXE PAD AND COVER SET | imsrotne Bete ne! 


PRE-SOLD TO MILLIONS IN 


LIFE + GOOD HOUSEKEEPING »- AMERICAN WEEKLY 
WE dalitires sy 13.95 NOW 0 


PAD AND COVER... 295 | RETAIL FOR PRO CTOR 


— | S$tf 95 
REGULARLY. 1690 ; ait PPUANCE Nay 





ME You caN wo 


3rd and Hunting Park Avenue 
Philadelphia 40, Pa. 


22 HARDWARE AGE, APRIL 29, 1954 











Srogevspeseco se = foe © » 


300 QP ? 


we ay 


HARDW: 


SN cleanability. Another example of Harcraft combination to your line today. 

° high quality at competitive prices. 

ey THE SPEEDY-WAY BRUSH is simple and A-4 WALL TYPE SWINGSPOUT 
economical to operate. A slight pressure on Polished chrome 742"—82” eccentric 
the handle diverts water into the brush. adjustment, 4%” female IPS connections. 
Depressing the thumb-button directs liquid With anti-splash strainer and Speedy-Way 
detergent into the brush. These controls Detergent Brush. Also available with 
give complete flexibility for washing or aerator and/or with 642”—912” eccentric 
rinsing, when the pressure on the handle is 

ae | 

n- 

eS 

al 

n- 

nt 

Ss, 

Pa For sink installation use our 

e, Harcraft Concealed Deck-Type 

t. Swingspout with Speedy-Way 

Ly Brush. 








Now... 
for wall 
installation 


A new wall-mounted Harcraft Swingspout 
and Speedy-Way Brush combination now 
gives you a great opportunity to cash in on 
the big market of American homes piped 
for wall fixtures. The Swingspout, made of 
parts precision-machined from extruded 
brass, is free of hidden casting defects. Parts 
are joined by a silver welding process that 
makes the joints as strong as the metal it- 
self, then triple chrome plated for sparkling 
























WaT ale Fy lol eh ae- Tale 
speedy-way 
brush 


released the water flows through the swing- 
spout. Capitalize on this big market by 
adding this new wall-mounted kitchen 











DIVISION OF HARVEY MACHINE CO., INC. 
TORRANCE, CALIFORNIA 


Representatives in All Principal Trading Areas 








BRASS | 


An independent producer of aluminum extrusions in all alloys and all sizes; special extrusions, press forgings, bar 
stock, forging stock, tubes, impact extrusions, aluminum and brass screw machine products and related products, 
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BUILDING GAS HEATERS 
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® Beautiful TV Styling 


N 7 W | ® Honeywell Automatic Controls 
@ ° Super-Silent Operation 


® Highest Heating Efficiency 








Syperflame 


makes Sales for ¥ 


| in the 
3: ithout Eque 
ing Disploy® “" 


ou with eee 

Superflame proudly announces America’s most beautiful and most 
efficient gas heater line. The greatest profit making line in the gas heater 
field. A complete range of sizes and styles. Packed with features that 


you can demonstrate, features that help you sell! Sensational ‘‘FAN 









o/tord Sell Plons 
industr¥ g Proved Merchandising vas FLAME’”’ burner, the most efficient gas burner ever developed! Famous 
J Tested 0" beral Co-oP Plan You Superflame Double ‘‘Fuel-Saver’’, saves up to 50% on fuel! Honeywell 
of The Most Libe ou controls for peak efficiency under all operating conditions. 14 other 
— TV and Radio Spots outstanding sales features. Contact your Superflame distributor or 
Jfii ineratures ston _— write us today for the complete facts about the gas heater line that’s 
ering Material and Store feature filled and profit packed! 


> MODELS FOR EVERY HEATING NEED — 20,000 BTU 
TO 75,000 BTU 


WRITE FOR 
COMPLETE QE2A7E STOVE WORKS, INE. 


FACTORY AND GENERAL OFFICES 


SALES PLAN 
ALBERT LEA, MINNESOTA 
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THIS NEW, FAST SELLING 
Ne. 530 DRAWER PULL .. . BIG PROFIT LINE 


15¢ RETAIL... BIG PROFITS 
DIE CAST! BEAUTIFUL STYLING 
BRILLIANT CROME-BRITE FINISH 


Here is die cast cabinet hardware that combines 
beautiful design and quality craftsmanship with an 
amazing low price! Brilliantly finished in tough, 
durable, Crome Brite plating. Add to this, a new and 
fresh approach in hardware merchandising, and you 
have a sure-fire seller! Cartons that become, in a 
matter of seconds, colorful and attractive counter 


ns gn 
ay HIG 


displays that spark consumer action! Here is hard- 
ware merchandising at its best! .. . Stock up now for 
bigger profits than ever before! 


ty, 


Se Ns a aa 


RETA Wo Fags PON 


LITTLE GIANT 
Lawn Sprinkler 


Interior baffles centralize water whirlpool . . . assure 
uniform circular spray. All metal. Rustproof. Avail- 
able in 3 colors: Green, brass, copper. Minimum 


pack: 3 dozen. 


Order the Little Giant now and watch your "Spring- 


time Profits" soar! 


QUALITY PRODUCTS 
¥ re) D J R 1823 East 17th Street 
MANUFACTURING COMPANY Little Rock, Arkansas 


oh S73 Mea te) Me dens Sele): 1:12 ae. OR WRITE 
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(not counting the President) 
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pHONE LICE 


...and 
PHONE Light. = 
is just one 
of the uses 
for this new 


Monowatt 
Night Light 


S\ide v 
cee TO DIAL © 


Doctors and nurses 
will open their purses! 


Just recently, the fifty millionth tele- 
phone was installed — appropriately, in 
the White House. But that still leaves 
49,999,999 other phones in service. And 
where there are telephones, there are 
telephone users, night and day. Which 
is a lot of potential customers, even if 
you thought of this new Monowatt spe- 
cialty simply as a phone light. 


You'll sell ‘em 
in pairs for nursery 
and stairs! 


AND ALL? 


49,999,999 PROSPECTS! 





yrrost NIG 


' relephone 


U 
ndet yo ‘ 
re 
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Actually, it’s an all-purpose night light. 
And, like all the specialties Monowatt 
introduces, it’s designed to fill needs... 
packaged for self-selling . . . priced for 
mass-appeal. 

But more than that, the phone light 
focuses attention on your electric counter, 
so that the entire Monowatt /ine is con- 
stantly getting a sales-lift at point of sale. 


That’s why more than 10,000 stores agree: 


Everyone likes 
a little light 
somewhere in the 
house at night 


PAonowatr - 


means 
steady 
money 





WIRING DEVICE DEPARTMENT, GENERAL ELECTRIC CO., PROVIDENCE, R. ! 
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@And for extra profits 

sell the complete line of 
Wheeling Ware, Conductor Pipe, 
Eaves Trough, Gutters, 

Roofing and Cut Nails. 
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WHEELING — the name your customers trust — with the OVAL 
PAIL — the pail your customers want! Fits all sponge. mops. 
Stock it! Display it! And you'll sell it! It's Wheeling Ware! 





WHEELING CORRUGATING COMPANY, WHEELING, WEST VIRGINIA 


Atlanta 
Louisville 


Boston Buffalo Chicago 


Minneapolis 


New Orleans 


Columbus 
New York 


Detroit 
Philadelphia 


Houston 
Richmond 


Kansas City 
St. Louis 
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Three ways to extra profits! 





ONE DECOR CLOCK when you buy — 


six Decor Telechron electric clocks and six assorted Telechron electric clocks 
{see your distributor) 


DECOR is the fastest-selling, high-style 
electric clock in its price range on the 
market today. DECOR will be viewed 
by ten million people a week on the 


Dave Garroway TODAY TV show on 48 
NBC-TV stations, and in local announce- 
ments in the West for the May-June gift 
season. 
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Extra cash! Extra sales! 


 . WIN EXTRA CASH 


It’s a cinch! « No display photographs! « No newspaper tear sheets! 


Just complete this statement in 50 words or Entries must be postmarked not later than 
less: “Il promoted sales of the Telechron May 30. Mail your entry to: Telechron Clock 
Electric Clock ‘Long Profit Offer’ as follows...” Dealer Contest, P. O. Box 402, N. Y. 46, N. Y. 


GET ENTRY FORM AND RULES FROM YOUR DISTRIBUTOR 





48 BIG PRIZES — 3 FOR EACH TELECHRON CLOCK SALES DISTRICT 


16 Ist prizes. .$100 Savings Bond ¢ 16 2nd prizes..$50 Savings Bond ¢ 16 3rd prizes. .$25 Savings Bond 
@eeeeeeoeoeeeeeaeeeeoeeeeeeeeeeeeeaeeeeeeeoeeeeeee ee 8 


<3, NEW Ce a 


“TIME DISPLAY” 


* Displays up to four kitchen, 
five alarm clocks 


* Perfect for aisle tables, 
counters, windows 






* Center section hangs on wall 


* Flexible design — 
adjustable in width 


* Easy to set up — 
slotted construction 


* Takes only one square foot 


* Pretesting proves it doubles 
clock sales 


* Guaranteed prepaid 
safe delivery 


YOU BUY New “Time Display” for only... $12.75 
YOU GET at no extra cost: 


Retail Value 

— ¥ 1...7H211....Dorm $3.98 

Offered on self-liquidating basis...> > Cer we. 4.98 

1. .2H45 Swirl (Red) 3.98 

Three-clock assortment and display both shipped direct to YOUR store $12.94 
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° WONDER BAGS 
Ff, Lf. MO - Ki LEP for foods and Beverages 


TRADE MARK 


America’s FIRS T at still FINEST Insulated Carry-Alls 


MOST FAMOUS...MOST PRACTICAL...MOST WANTED! 


Favorite picnic partners, traveling treats, and 
fully INSULATED eipente at nb arrestee de Wonder made of a 
with FIBERGLAS’ Bags serve the whole family—pleasurably and oroseal material 
practically, That’s exactly why they sell-on- 
sight wherever shown. There’s a size for every 
need . . . a price for every budget. For active, | INSIDE 


profitable sales, place orders promptly. saatinvedl Seantess ianer-dag taing. 


Hot - Cold & Fresh Retail from $2.98 to $9.98  e OUTSIDE 
Housekeeping 


Keeps Contents 


Smart twill-textured Covers in solid 


for H-0-u-t-$ og a colors and sporty plaids. 


Ideal for 


For further details write: * Trade Mark ** TM. B. F. Goodrich Co 


NAPPE-SMITH MANUFACTURING CQ. Farmingdale, New Jersey * Telephone: FArmingdale 5-622] 
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“Our ‘Plastic Shop’ is one 
of the largest-volume 
producers per-square-foot 

in our housewares department” 











.. Says Joseph Johns, 
Housewares Buyer, 
Denver Dry Goods Co, 
Denver, Col. 








To Increase Sales 
Create a “Plastic Shop” 


“More and more people 
seem to be buying plastics 
for the kitchen... in fact, 
for the whole house,” con- 
tinues Mr. Johns. “So much 
so that we have created a 
‘Plastic Shop’—a special sec- 
tion in our Housewares 
Department where we can 
display plastic merchandise 
exclusively. This area pro- 
duces one of the greatest 


| HI-TEST 88 ra mae oy ‘unl gy 
Alls Sati eal new H | G H . | M PAC T styrene “People pp ined to plastics 
D! | an / for HIGH-VOLUME sales Seon Ge Gaps Saw peoee 


lasity is growing.” 

















Improved materials with higher strength, greater toughness, are now 
al available through new developments in Monsanto research. Lustrex 
Hi-Test 88 styrene plastic, for example, is five times tougher than 
general purpose styrene; less brittle because it is two to three times 


» fates. more flexible than other high-impact materials. 





This means your housewares supplier can now provide you with MONSANTO 
in solid housewares that are stronger, sturdier and longer lasting. So when 

ordering, ask for housewares made of Lustrex Hi-Test 88. ® 

And for information about new housewares made of Lustrex, let us espunen ueneater._. 

put your name on our list to receive the “PLASTICS MERCHANDISER,” WHICH SERVES MANKIND 


Monsanto’s free buying information service. Write to: MONSANTO 
CHEMICAL COMPANY, Plastics Div., Room 3702, Springtield 2, Mass. 


The best-selling housewares are made of Lustrex 





sodrich Co. 


5.6221 ... in the best-selling housewares colors in America 
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MEANS BUSINESS 


WRIST WATCHES...JEWELED...SHOCK RESISTANT 
-»-NON-MAGNETIC...FULLY GUARANTEED ONE YEAR 


DART 


Jeweled, shock resistant movement. Non-magnetic, 
temperature compensating hair spring. Chrome 
case, stainless steel back. Embossed leather strap, 
unbreakable crystal. Fully guaranteed for a year. 


No. 122 Deal consists of six “Dart” wrist watches 
factory-mounted on counter card. 


You SELL 

DD oo issevcccoscsescesseses $29.70 
RN say aes bs Osis exapendensseveonsvnes . $20.16* 
Your PROFIT $9.54 


*If you purchase four or more of the above deals, your 


wholesaler has a special price for you. 


FAIR TRADED @ NATIONALLY ADVERTISED IN... 





DART DELUXE 


Gold colored case, stainless steel back. Gold plated 
expansion band. Jeweled, shock resistant move- 
ment. Non-magnetic, temperature compensating 
hair spring. Unbreakable crystal. Fully guaranteed 
for a year. 


No. 176 Deal consists of six “Dart deluxe” watches 
with display card. 


You SELL 

6 at $7.50 @ ............. . $45.00 
Cost ..... shies $30.60* 
Your PROFIT $14.40 
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POCKET WATCHES . . . SHOCK RESISTANT . . . CHROME PLATED 


. . « UNBREAKABLE CRYSTAL . . . FULLY GUARANTEED 





SWEEP STOP 


One of America’s most popular pocket watches. Accurate, reliable pocket watch with ingenious stop 

Dependable shock resistant movement, can’t be watch feature. Conveniently located slide stops the 

overwound. Chrome plated case, unbreakable action for split-second timing. Shock resistant move- 

crystal. Rotating second indicator. ment. Durable chrome plated case, unbreakable 
crystal. 


No. 114 Deal consists of six ‘Click’ watches 
factory-mounted on counter card. No. 220 Deal consists of six “Sweep Stop” watches 
and counter card. 


You SELL You $8it 

ou " 
6 at $2.95 @ ...................... or. 6 at $3.95 @ $23.70 
Cost roressessseeeeesesesecsss $VZ8O EES aes -.... $16.56" 
Your PROFIT $ 5.40 Your PROFIT $7.14 


*If you purchase four or more 2 ee a GE a ae SE ee Se OS oe oe a eS ee Oe ee Ge oe ae RE oe ee Om Ge ae a ee ee oe a em 


of the above deals, your wholesaler Send me complete information on Sentinel Time 


has a special price for you. 
THE STORE 











ATTENTION 
Today... ecieieiiale 
write your wholesaler or BRISTOL, — 
mail coupon for CONNECTICUT city ____ ZONE ___ STATE — 








full information. 


WHOLESALER’S NAME 























~~ co ce 





Factory Warehouses: 


4100 Dell Avenue 

North Bergen, N. J. 

Union 5-0985 

New York: LOngacre 4-4497 
TWX: Union City, N. J. 

3555 

2640 East Washington Blvd. 
Los Angeles 23, Calif. 
Logan 5-6157 

TWX: LA 723 


325 West Ohio Street 
Chicago 10, Ill. 
Superior 7-6531 ¢ 6532 
TWX: CG 2069 
2131 Farrington Street 
Dallas, Texas 
RA 6-950 
TWX: DL 790 

Se SS SC 6 | 


wee eee ee 
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During the last six months of 1953 over 3,000,000- 
000 wood screws were sold in the United States. 
Did you get your fair share of the profit? 


As this volume shows, wood screws have a tre- 
mendous profit potential, and Southern Screw 
Company provides you a reliable one-source for 
all wood screws... 


Phillips or Slotted Flat ¢ Round ¢ Oval 
Steel ¢ Silicon Bronze ¢ Brass «© Aluminum 
¢ Stainless Steel and all popular plated finishes. 


All made to Federal Specifications FF-S-111a. 
Shipped Promptly from Stock. 


Your special screw may be standard in the 
millions of screws stocked at Southern. 


Write for complete catalogue, Box 68-G 


Southern 


SCREW COMPANY 


STATESVILLE © NORTH CAROLINA 


WOOD SCREWS + STOVE BOLTS * MACHINE SCREWS 
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Griffin Butts are Quality Butts . . . pro- 
duced from highest grade steel, carefully rolled in our own plant 
and finished by expert craftsmen. You can be sure of satisfied 
customers when you sell them any items in the Griffin line of fine 
builders hardware. 

For more than a half century Griffin has been producing fine 
products. That experience assures you of the best. Sell Griffin . . . 
and you sell Quality. 


alt]. 
* (jRIFFIN My 
4. “erg DOOR NEEDS THREE 
pian MANUFACTURING COMPANY 
FFIN PROD TS OR —-- SL  e SRELE LED RE RE IE Ee 
ERIE « PENNSYLVANIA 
REPRESENTATIVES 
WILBUR H. DAVIS R. F. BEVERS H.C. GLOVER 


c. L. LEWIs 4. 
1639 W. Fargo Avenue 2450 17th Street 4524 East 60th Street 2611 Garrison Biv 
Chicago 26, Illinois San Franciseo 10, Calif Seattle, Washington Baltimore 16, Maryland 


a} S. JOHNSON & SONS L. G. FULLER ROY L. ROGERS 
PE ay Sy 7 St. Charles Avenue P.O. Box 2113 1620 Garfield Street 
Detroit 21, Michigan ” atlanta, ome Jackson 5, Mississippi Denver 6, Colorado 
. E. H. FARR 
! . R i HARVEY D. RUSH & SONS W.C. MEIBAUM & CO. 
om x ee vom and Unit 4638 Nichols Parkway 6954 Oleatha Avenue 
Boston, Massachusetts Dallas 2, Texas Kansas City, Missouri St. Leuis 9, Missouri 
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“Obe Ol Getting You Share. . 








of the billion-dollar do-it-yourself market? 


[te e457 


with AMERICAN’ S “How To” Booklets 















Your customers want to make 
home improvements with glass, 
but many of them don’t know 
how. AMERICAN’S free booklets 
show them how, and make new 
glass customers for you. 





The four booklets, free to you — free to your customers, tell **How 
to Install a Picture Window,’ ‘‘How to Install a Floor-to-Ceiling 
Window,” *‘How to Install a Winter Garden”’ and ‘“‘How to Replace 
a Cracked or Broken Pane.”’ They’ll bring in new customers who 
will buy more glass, and other items as well. Make sure your stocks 
of AMERICAN’s LUSTRAGLASS and LUSTRACRYSTAL are com- 
plete. Then ask your jobber salesman, or write us direct, for these 
free pamphlets. They’ll sell for you. 


SPECIALISTS IN FLAT GLASS SINCE 1899 


AMERICAN 


WINDOW COMPANY 


9 WEST PARK/WAY e PITTSBURGH 12, PA. 
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THE SASH CORD WITH QUALITY AND PRICE APPEAL y i 
SIZES 7 AND 8 NOW AVAILABLE IN THE NEW \ A) 
‘ P33} 
eo ~~ “any 
yf / 






















Customers buy Aetna Sash Cord for many 
uses. They use it for clothes line, window hanging, 
tent ropes, flag halyards, dog leashes, canoe ropes, 


lash ropes, duffle bag cords, etc. Its strength, 


Gu¥OD HSVS NOLLOD asaivag ailos 


toughness and durability make it ideal for 


almost every purpose. 







ere 


Aetna available in sizes 6-16. Two 100 ft. hanks 








ai 


connected, each hank guaranteed to be one fi ° Pes. 
‘ 9 oF 

P - ~ ~ °398 
continuous 100 ft. length. Sizes 7 and 8 packaged Is} ° +~2E \) 
* 4 yi sg x 
i C: , Hy =m Fa ‘F 
in the new Double-Carton. chile ates Q 
: — ° ° }i ry pre ; => > a 
Smooth, tough, durable. Won't kink, won't ravel. 2 oe asi x 
Aes a>Pi 
tt i Ya > ° at 
iy aire Q 
ji ff rf 
i i \F & 





-4, P y : A 
Slick tt Vai CMa 
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SOLID BRAIDED COTTON SASH CORD 


THE ALL-PURPOSE SASH CORD 





aunt oR ‘ REFUND e 



















S >> 
* Guaranteed by ~ 
Good Housekeeping 
4 y ~ 


‘~ 
L745 avverrisen THEE 


& For 100 ft. sales simply cut loop and 


break cartons apart. 





CORDAGE WORKS 








Boston 10, Massachusetts 








Take a good look at the threads on a 
Bethlehem Bolt, and you'll see why 
these bolts are so well liked by your cus- 
tomers. Bethlehem Bolts have smooth, 
clean threads for easy fit and accurate 
assembly. Easy-to-grip heads, too. 
They're good bolts in every way! 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM BOLTS 


38 
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_SWING-OVER GARAGE DOOR HARDWARE 


simple 
installation 


...@aSy 
operation 





THE COLORADO FUEL AND IRON CORPORATION 
Denver and Oakland 
WICKWIRE SPENCER STEEL DIVISION 
Atlanta - Boston - Buffalo - Chicago - Detroit 
New Orleans > New York - Philadelphia 
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means faster sales for you 


The Coburn Swing-Over Garage Door Set is simple to install 
because it has few working parts—comes packaged with 
complete instructions and drawings. 


Gravity actuated, it is smooth and effortless in operation 
because of its perfect balance—-even a small child can easily 
operate an overhead garage door fitted with this set. 


Painted an attractive gray, the Coburn Swing-Over Set blends 
well with any paint scheme—is adaptable to all types of garages 
for both new and remodeling jobs. 


Add these advantages to its reasonable price and you have the 
answer why the Coburn Swing-Over Set gives you a big plus 
in sales appeal with the majority of today’s homeowners. 
Write for catalog and prices to Coburn Sales and Engineering, 
56 Sterling Street, Clinton, Mass. 


COBURN PRODUCTS 


(FI 


2051 
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HEADQUARTERS 


for Standard and Special 
Washers for Every Purpose 


MILWAUKEE | 


WROT WASHERS 


Washers are not “just washers”. There is a 
difference — in quality and uniformity. When 
you specify “Milwaukee Wrot Washers” you 
have the best possible assurance that you are 
getting top quality production — from the 
most dependable source of supply. 











SINCE 
1887 


At our plant, washers are stocked in thou- 
sands of different types and sizes, including 
all standard and semi-standard sizes, utiliz- 
ing more than 25,000 sets of dies. Let us help 
you maintain your shelf- and warehouse- 
stocks of fast-moving U.S. Standard Washers, 
SAE Washers, Rivet Washers, Lock Washers, 
Light Steel Washers, Finishing Washers and 
Machine Bushing Washers. Prompt deliveries. 





MILD STEEL MACHINERY BUSHING 
WASHERS — No. 200 ASSORTMENT 





This popular assortment 
comprises a total of 200 
narrow rim Machinery 
Bushings, in 12 different 
sizes, ranging from 5%” to 
21%" sizes, with 2or3 gauges 
of each size, enabling you 
to meet a wide variety of 
calls. 

A handy display board, as 
illustrated, is included with 
the purchase of each No. 
200 Assortment. This han- 
dy point-of-sale merchan- 
diser measures 12 inches 
by 15 inches and is pro- 
vided with 12 hooks to 
most effectively display 
these narrow rim bushings. 





CONVENIENTLY PACKAGED 


DEALERS: Order from your DISPLAY BOARD FREE 
All standard sizes are available in 1-lb. and 5-lb. hardware jobber. 
boxes, as illustrated, and in 200-lb. containers for 
bulk supply. Washers are supplied in shelf-service 
boxes - yoal nominal extra a To facilitate ease JOBBERS: Write for a supply of Milwaukee Wrot Washer Catalog 
f hi t it i rer th re d Sheets, Form 73, and also Pocket Folder List, Form 7-D, for distribu- 
o Supmen . 1s recommen as 50 FS OFcer tion to your dealers. This literature covers most-in-demand washers. 
paper box units in standard 200-lb. packages. DEALERS: Ask your jobber for a copy of 7-D Price List. Place all 
orders with jobbers. We make no direct sales to dealers. 


WROUGHT WASHER MFG. CO. 
THE WORLD’S LARGEST PRODUCER OF WASHERS 
‘2218 SOUTH BAY STREET 








MILWAUKEE 7, WISCONSIN 
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BO Vi TOURSELE ... WITH a * F 4 . : 

SUPLRAN. This Dispenser Selling Rack makes it easy for you to 
J ; cash in on the enormous ‘“‘Do-It- Yourself’? demand for 
ANCES RET . high-efficiency, easy-to-handle Fiber-Glass insulation. 
It holds a 24-inch wide, 100-foot roll of 1’’ Super: Fine. 
Several cards showing suggested uses, mounted above 
the roll, help sell the ‘‘Do-It- Yourself’ householder and 
handyman on the varied ways he can benefit from using 

this rot-proof, vermin-proof insulation material. 
Among the scores of uses for L-O-F Super:Fine Fiber’ 
Glass are:--Heating duct insulation—-cold-water pipe 
wrap —weather-strip caulking—-sound insulation —par- 
tition and ceiling insulation insulating exposed floors 
insulating hot-water tanks —lay-down insulation be- 

tween joists in unfloored attics. 





You'll sell by the roll, too. -There’ll be any number of 
jobs for which you will sell L-O-F Super-Fine by the 
roll. It can be one of your big volume sellers. For special 
jobs, you can recommend Super’Fine with aluminum 
foil and other facings. 


It’s a big profit item. And L-O-F is paving the way for 
more Super’Fine sales with national and trade adver- 
tising, and supplying strong sales-promotion material. 
Send the coupon-—now. 


—and get one of the best profit deals ever! 








Libbey-Owens:-Ford Glass Company 
Fiber-Glass Division, 40-44 Wayne Bidg, 


Toledo 3, Ohio 

Send me details of your program on the L-O-F Super-Fine FiberGlass 
catalog Dispenser Selling Rack. Also, facts about the huge “Do-It-Yourself” 
listribu- Market for Fiber-Glass, and name of nearest distributor. 
vashers. 


lace all YOUR NAME 





STORE NAME 


FIBER - GLASS sre snneaen 


LIBBEY ‘OWENS - FORD GLASS COMPANY 
FIBER- GLASS DIVISION city 
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FOR TIDY PROFITS, SHOW 
‘ 


THEM 


CASEMENT OPERATORS 


Whoever your customers are—builders, contractors or home- 
owners—they’ll often sell themselves when you point out the 
advantages of Getty casement operators. 


You'll interest contractors and builders when you point out 
the lower initial cost, extra beauty and complete utility of 
casement windows with Getty operators for their building 
programs. And when you explain that there is a Getty 
operator designed to meet their specifications for every wood 
or metal casement need—in the exact finish they require. 


The homeowner looking for a replacement unit usually will be 
impressed by Getty’s quality craftsmanship even before you 
explain how Getty’s exclusive internal gearing assures easy 
operation, dependability and extra-long life. When you show 
him how he can install the compact unit easily with two 
measurements and seven screws, and how it operates without 
disturbing screens or blinds, the chances are you’ve made a sale. 


While they’re with you, don’t forget to show customers Getty 
accessory casement hardware—and as a closing point, men- 
tion the fact that Getty operators are used on more casements 
than all other operators combined. 


TRY THIS 1-WEEK SALES BOOSTER! 


For one week, ask every one of your store customers if there 
are casement windows in his home. A large number have 
them, but many need replacements for outmoded stay 
bars or faulty operators and have never got around to 
buying them. 


There's your chance. Show them a Getty operator and the 
simple replacement directions—just 2 measurements, 7 
screws, and anyone can do the job. 


You'll sell a lot of Getty operators that way—often in 
pairs—and that over-$15-per-dozen markup is interesting. 
Try it for a week. 


H. S&S. GETTY & €CO., INC., 3348 NORTH 10th STREET e PHILADELPHIA 40, 


Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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“SHINYHEADS” 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size—not machirted. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise eutiel, 
with flat and chamfered machined 
= Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


a 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in — connecting 
rod bolts by the cold upset process. 


THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD e e CLEVELAND 13, OHIO 


““HI-CARBS” 

Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin ng 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


ADJUSTING SCREWS 


Valve Sue adjusting screws — 
Resegne ad style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. a in various 
head sha with oil holes and 
grooves o different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


Tapped 1/4” to 3/4” inclusive. 






















TANDARDS 

carried by 
LEADING 

DISTRIBUTORS 





als 


oe 


SPECIALS 
furnished to 
BLUE PRINT 
SPECIFICATIONS 











WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





f 
i 
f 





th For ornamental purposes. Stee! in- 
sert — steel covered. Finish: plain, Cross section of Ferry patented ; 
taal zinc plated, cadmium plated. Size: acorn nut, showing how steel hexa- & 
| 9/16", 3/4",15/16"acrosstheflats. gon nut fits snugly into shell. 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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WICKWIRE SPRINGS 
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From intimate home surroundings to the heaviest of 
industrial equipment, Wickwire Springs fill a widely 
diversified range of applications. 

Wickwire Springs are available in any size, from the 
smallést to the largest . . . in any shape or design, standard 
or special . . . and can be counted on to meet your most 
exacting specifications. If you have an individual spring 
problem why not let our engineers help you solve it with 
exactly the right spring for your particular needs. 

Write for free copy of our 48-page book, ‘Springs and 
Formed Wires’’. It’s packed with helpful information 
on proper spring selection and application. Address your 
request to Sales and Engineering, 2 New Bond Street, 
Worcester, Mass. 











——~ Gal octet aaere 


MM 


THE COLORADO FUEL AND IRON CORPORATION—Denver and Oakland 
WICKWIRE SPENCER STEEL DIVISION—Atlanta, Boston, 
Buffalo, Chicago, Detroit, New Orleans, New York, Philadelphia 





WICKWIRE SPRINGS 


AND FORMED WIRES 
2080 12% diane teu ee 


RPORA ON 
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YOU'LL GO PLACES 
WITH TRAVELER 


THE NEW 





Here’s the sellingest self-propelled mower ever to hit 
the market! The new Hurricane Traveler has every- 
thing it needs to make it the biggest mower money- 
maker of all time! Check over these features and see for 
yourself why you and Traveler will go places together! 


NEW PATENTED DRIVE — A completely automatic trans- 
mission, known as the Hurc-O-Matic Drive®, makes 
possible simple single control operation. There are no 
confusing gadgets to adjust — no maze of controls to 
memorize. The machine is put in motion by pushing 
hand control lever forward. To stop, operator pulls 
control lever back. No jerky starts, no grinding gears. 


NEW POWER — A dependable, smooth-running Clinton 
3 h.p., 4-cycle gasoline engine powers this superbly 
engineered machine. Easy to start — has automatic 
governor control. Full-floating friction drive. 


attiagtecnit 


ROTARY POWER MOWERS 


3 OTHER GREAT MODELS FOR 
AMERICA’S QUALITY CONSCIOUS 


a 


HURRICANE JR. | a os 





HURRICANE SENIOR 
20’ model for large 


18’ model for city 
suburban lawns. 


lawns. 2 h.p. engine. 


Dept, H-27 ° 2722 Cherry Street e 
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SELF-PROPELLED 


HURRICANE 


ROTARY POWER 





LISTS FOR LESS THAN $300 including 
riding sulky (plus excise tax). Also avail- 
able without sulky. The 22-inch Hurricane 
Traveler is well within the average cus- 
tomer’s price range. This great self- 
propelled machine opens up a vast new 
field of power mower prospects! 


NEW STRENGTH — Indestructible cast aluminum chassis 
combines amazing strength with easy maneuverability. 
The Traveler is built for years and years of service. 


NEW SPEED — The Hurricane Traveler easily will cut 
one-half acre of grass or weeds per hour. Maximum 
speed is 5 m.p.h. Climbs steep slopes without a moment’s 
hesitation. Drive wheels carry double, tractor-tread tires 
for greater gripping power. Doesn’t mash or track turf. 


NEW VERSATILITY — Three machines in one! Can be 
operated with or without sulky or as a push mower. 
Leaf mulcher optional equipment. 


The Traveler story is too big to tell fully on this page. 
For all the details on this new quality Hurricane, send 
us the coupon below. We'll rush you the money-making 
facts by return mail! 


—the line more customers put their money on! 


NATIONAL METAL PRODUCTS CO., INC. 
Dept. H-27 

2722 Cherry St. 

Kansas City 8, Mo. 


UII NN i eshistaiccueitbiinniaetatildiabeinnieantninaieniienntitanietasanetiiiiit @ 


EELS oe ee ea oe ae 


economy model. 
“a h.p. engine. 


NATIONAL METAL PRODUCTS COMPANY, 
Kansas City 8, Missouri 


INC. 
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propellents. 





“Freon” is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 














i: Thee 


E. I. du Pont de Nemours & Company (Inc.) 


‘DU PONT 








































Taken at the instant of releasing the 
valve of an aerosol-packed insecticide, 
the photo above dramatically shows how 
tiny particles of the product create a 
mistlike cloud that floats ‘suspended in 
the air. The term aerosol is defined by 
Webster as ‘“‘a suspension of fine solid 
or liquid particles in air or gas.”’ Fog, 
smoke or spray from a sneeze are good 
examples. 

Du Pont "Freon”’ propelilents provide 
the push. The term aerosol now includes 
all those products which are dispensed 
by the pressure of a compressed lique- 
fied gas .. . in the majority of cases a 
Du Pont ‘Freon’”’ fluorinated hydro- 
carbon propellent solution. When re- 
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BUSY SUBURBAN HARDWARE MERCHANT REPORTS: 


TURNOVER OF AEROSOL-PACKED PRODUCTS 


Why Aerosol-Packed Products Are More Effective 


Speedlight Photo Shows How Pressure-Dispensed Product 
Is Suspended in Mid-Air 


, 


leased from a container, the ‘‘Freon’ 
propellent solution changes instantly 
from a liquid to a vapor. . . expanding 
to about 260 times its original volume. 
It is this change that forms an aerosol 
so fine that the particles remain effec- 
tively suspended in the air for a long 
period of time. 

This characteristic of dispensing aero- 
sol-packed products is what makes them 
far more effective than many other types 
of dispensing. And it is also the reason 
why more and more aerosol products 
of all types are being sold each year in 
hardware stores everywhere. Are you 
getting your share of this profitable up- 
swing in the popularity of aerosols? 





Now’s the Time 
to Feature 
Aerosol Insecticides 


Spring House Cleaning Also 
Creates Brisk Demand for 
Moth-Control Products 


Every homemaker in your trading 
area is now a ripe prospect for all sorts 
of house-cleaning products... and that 
goes for aerosol insecticides, moth- 
control products, room deodorants and 
other related items which you carry in 
stock. It’s the season for sprucing up 
... putting away the long woolies and 
making ready for the warmer, open- 
window days of summer. 

Insecticides continue to lead the pa- 
rade of aerosol products. For example, 
in 1952 leading packers loaded approxi- 
mately 34 million units . . . compared 
with 16 million the year before. While 
figures for 1953 aren’t yet available, 
surveys show that more and more home- 
makers are using aerosol insecticides 
each year, and the same is true of moth- 
control products. That is why it is to 
your own sales advantage to give both 
these popular products a good display 
at this season of the year. 
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NEWS 


REG. U.S. PAT. OFF 


BETTER THINGS FOR BETTER LIVING 


«+ THROUGH CHEMISTRY 


Kinetic’? Chemicals Division, Wilmington 98, Delaware 





MUCH FASTER THAN OTHER ITEMS 


Believes Trend Toward Aerosols Opens Entirely New Field 


roe 





In commenting on his stock of aerosol- 
packed products, Harry P. Hoblin, 
owner of Harry P. Hoblin, Inc.—a busy 
hardware store in thriving Bronxville, 
N. Y., stated: ‘‘We’re essentially a serv- 
ice store. We carry a large volume of all 
kinds of products and consequently we 
must have rapid turnover. We’re cer- 
tainly getting it with aerosols. Our turn- 
over with these products is much faster 
than most others! 

“IT get more revenue per square foot 
from aerosols and Reefer-Galler moth- 
control products than from any other 
lines in the store. Aerosol insecticides 
are the most popular. We keep them on 
display throughout the year, although 
the biggest buying activity is in the 
spring and fall seasons. We’ve been han- 
dling the Reefer-Galler (New York) line 
for nearly 25 years. They’ ve always been 
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a big seller. Now, including their aero- 
sol-packed products, our annual sales of 
this popular line are well up in the four- 
figure bracket.”’ 


Sees trend opening new field 


“The current trend toward packing 
products in aerosol containers is, in our 
opinion, opening up an entirely new 
field. In addition to insecticides .. . 
paints, spot removers, rug shampoos 
and a well-known brand of machine oil 
have been added to the aerosol family. 
Paint is proving to be exceptionally 
popular. There’s no doubt about it, aero- 
sols will soon replace many goods now 
packed in other containers. Customers 
like ’em because they’re easy to use... 
not messy. But it seems to us, however, 
as though they’ve only tapped the sur- 
face of this field,”’ 


Mr. Hoblin is a firm believer in making 
good use of manufacturers’ selling aids, 
such as this Roach-Fel display piece. 


Mr. Hoblin’s comments are not at all 
unusual. More and more hardware store 
dealers are finding to their own satis- 
faction (and profit) that aerosol pres- 
sure-packed productshave inherentsales 
appeal. They’re ideal “impulse items.”’ 
That’s why so many dealers are enthu- 
siastic about them and always give 
them plenty of good display space. 
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Gasoline 
Rotary 
List Price 


$89.50 


List Price 
$99.50 


P4208 


20” 
Gasoline 
Rotary 
List Price 


pasia 18” Reel Type List Price $99.50 P4518B 18” Reel Type List Price $99.50 Jim P4520 20” Reel Type List Price $117.50 & 


P416E \ - PA16 

16” Electric o 16” Gasoline 
Rotary Rotary 

List Price / List Price 
$39.95 : P $69.50 


PROGRAM PROVIDES 


I Lowest List Prices 

2 Franchise to Qualified 
Dealers 

3 Complete Line of Reel 
and Rotary Mowers 

4 National Service Program 


40% DEALER DISCOUNT 


PINCOR DEALERS CAN 
NOW SELL POWER 
MOWERS IN VOLUME 

AT OUTSTANDING PROFIT 


Write 


PINCOR PRODUCTS 


5841 Dickens Avenue « Chicago 39, Illinois 
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P418E 

18” Electric 
Rotary 

List Price 

P $69.50 


P4522 
22” Reel Type 
List Price 


$179.50 ° § 


P4521B 


bh 21” Reel Type 


* List Price 
$124.50 


P4521 
21” Reel 
Type 

List Price 
$124.50 
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Proved ways to sell /~ 
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HODELL PAILETTES 


This is your handiest way yet to stock and sell Proof Coil and BBB 
Coil Chain in strong, all-steel re-usable containers with easy-to-grip 
steel handles. Four sizes available . .. “%s, %, As or ¥% inch. 


Here are two proved ways to sell more chain. Use the 
attractive, brightly red and yellow enameled Hodell 
Chain Merchandiser as an eye-catcher . . . and, spot the 
sturdy Hodell Pailettes nearby to sell quality Hodell 
Proof Coil and BBB Coil chains. 


These special Hodell sales aids give you fast-moving cow 
chain assortments ... popular with home and farm HODELL CHAIN MERCHANDISER 
owners as well as industrial and marine chain users. This colorful, tubular steel display costs $63.05 
Ask your distributor for the practical Hodell Chain complete with fast-selling Great Lakes chain assort- 


ment—returns $123.00, a profit of $59.95. Occupies 


Merchandiser and Hodell Pailettes .. . you'll like your len tien @ an, @: Geer Gee... 9" Os 


customers’ sales response. 


HODELL CHAIN COMPANY, Cleveland 3, Ohio 


National 


Division of The National Screw & Mfg. Co. 





nanan Fasteners SY f HODELL CHAINS CHESTER HOISTS || 
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ALL ROUND 
PUMP GUN 


Convenient Dust Dispenser 


Dust and duster all in one. A 
handy, efficient pump-gun pack- 
age filled: with a combination of 
insecticides and fungicides for 
control of common insects and 
plant diseases. Equally effective 
for use on flowers, vegetables and 
bush fruits. For the dealer, it 
means only one pump gun to 
stock—one pump gun to recom- 
mend. Size—8 oz. 


COMPLETE ACME LINE INCLUDES: == 


All Round Spray « Garden Guard + 5% Lindane Spray » 
Tomato Dust *« Wettable Dusting Sulphur * Emo-Nik * 6% 
Chlordane Dust » Weed-No-More + Weed Kille- * Pestroy 
—25% DDT « Stop « Dimite + Arsenate of Lead * Bordeaux 
Mixture * Duradust No. 50 «+ Lime Sulfur (Dry) * Red River 
Potato Mix with DDT + Paris Green + Bug Blaster 


INSECTICIDE DIVISION . ACME QUALITY PAINTS, INC. 
Detroit 11, Michigan 
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ACME 
ALL ROUND} 
BOMB 


Handy 
Spray Dispenser 





Self-spray package. A new Acme formulation, for con- 
trol of a wide variety of insects attacking flowers and 
plants both indoors and outside. The bomb should 
appeal to many because of its convenience. For use on 
such plants as African Violets, Azaleas, Beans, Camellias, 
Carnations, Corn (Whorls), Dahlias, English Ivy, 
Geraniums, Grapes, Roses, Tomatoes and many others. 
Size—10 oz. 














ACME 
30% 
MALATHION 
SPRAY 


Remarkable New 
Insect Control 


A safe phosphate-type 
spray. A spectacular new 
development, proven for 
control of flies, mites and 
many insects attacking 
flowers, ornamentals, vege- 
tables, fruit trees and plants 
under glass. Malathion 
brings many advantages of Parathion (widely used as 
commercial spray) without requiring its extreme pre- 
cautions. Experiment stations who have worked with 
Malathion are strong in their praise of its effectiveness. 
Residual activity of 8 to 10 days. Sizes—1 oz., 4 0%., 


Pint, Quart. 
INSECTICIDES 


ACM Fungicides Herbicides 


50% 
MALATHION 


end 
GARDEN INSECTS 





AMERICAS BesT SELLING SELLING INSECTICIDES 
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“Peak demand is just around the corner 


nd Yee? | for Cyclone Hardware Cloth 
Merchandising 





and 
Cyclone Insect Wire Screening” 


HIS is the time of the year when home- 
geo take a long, careful look at their 
property and then go to work to put it in tip- 
top shape. That’s why it’s one of the best 
times to put a special sales effort behind 





































for con- 

vers and Cyclone Hardware Cloth and Cyclone Insect 
; — Wire Screening. 

mellias, These two Cyclone Hardware Products are 
sh Ivy, favorites with home handymen and profes- 
r others. sionals alike. Their construction features 


make it easy to do a good job. 

Cyclone Hardware Cloth has built a repu- 
tation as the top-quality woven hardware 
cloth with the welded selvage that makes 
installation so easy. Wires are straight and 
even and heavy galvanizing makes it the long- 
life hardware cloth. 

Cyclone Insect Wire Screening gives your 
customers a choice of three durable materials 
—galvanized steel, bronze and aluminum. Its 
lasting good looks and firm, even mesh mean 
screen jobs that are most satisfactory. 

If you don’t have a complete stock of these 
Cyclone Hardware Products, order from your 
jobber today. And take full advantage of the 
familiar Cyclone “Red Tag” label—a symbol 
of quality in hardware products. 


; 
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FLEXIBLE STEEL MATS 
used be CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
d ‘vith UNITED STATES STEEL CORPORATION 
iveness. WAUKEGAN, ILLINOIS = SALES OFFICES COAST TO COAST 
2 4 Oey UNITED STATES STEEL EXPORT COMPANY, NEW YORK . 
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LADDERS, 








important to YOU 


@ECONOMICAL: Cost little more than best wooden ladders—last lots longer ! 
Require no maintenance. Won't corrode. Can be stored outdoors. 


HESE 2 points are most 


every ladder sale... 
1—Make a good profit. ... 
and 2——Give your customers 
the best in value, safety and use. 


When you sell Duraladd, you make a bigger dollar profit on 
each sale. Your customer gets SAFETY — a ladder he can lift 
without fear of injury; a ladder designed with safety features 
that prevent accidents. Note the Duraladd features at the right! 

Here’s why you owe it to your business to stock Duraladd: 

@ SAFE: Duraladd aluminum alloy ladders will support any man at any height 
with a tremendous margin of safety. 

@ EASY TO HANDLE: They weigh only '/; as much as wood ladders. One man 
can lift and easily spot a 40° extension. 

Special aluminum alloy in these ladders is the strongest commer- 





“Z" TYPE 
SIDE RAILS 
MEAN 
GREATER 
STRENGTH 
AND MORE | ——— 
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EXTENSION LADDERS 





In 2 weights: for normal or heavy duty. In lengths 18' to 40° in 2 
sections, and from 30' to 60' in 3 sections. Patented safety locks really 
lock extension ladder sections. Fluted rungs for additional safety. 
Accessories: Safety shoes, with 16 sq. in. of gripping surface, and 
wall rollers to prevent marring building and facilitate raising and 
lowering ladder. 


STEP LADDERS 
Engineered for the ulti- 
mate in safety and con- 
venience: from 4' to 10’. 
Ribbed safety steps. 




















RUNGS CAN'T 
TURN. ENDS 
ARE HY- 
DRAULICALLY 
EXPANDED 


INTO THE 
SIDE RAILS 









SAFETY LOCK 
THAT REALLY 
LOCKS 


| 


SAFETY 
; SHOES THAT 
; ASSURE SAFE, 
; POSITIVE 
GRIP ON 
ANY TYPE 
SURFACE 


BIN LADDERS 
The same safety 
features as step lad- 
ders — from 4' to 
10’. Ribbed safety 
steps. 



















WRITE FOR NEW CATALOG & PRICES 


DURALADD PRODUCTS CORPORATION 


DUNELLEN, NEW 


JERSEY 
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Continental Controls 
Every Phase of : 
Fastener Production! 


... to guarantee you better quality 
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Tere, ep 
we ? a 


From wire drawing to shipping, Continental controls every phase in 
fastener production under its own roof. Even the tools used are made in 
the plant. Every step beginning with the design engineer is carefully 
supervised and checked to insure the finest product possible. Their un- 
equaled Quality Control System is constantly working to protect you. 
Whenever special or standard fasteners are being considered, remember 
that quality production is assured at Continental—it is not just a term— 
but a rigid policy of perfection. 

Call us today or check your nearest Continental distributor for informa- 
tion. You’ll get complete control in every step . . . backed by 50 years of 
fastener experience. 
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...THE GREATEST HARDWARE 


MERCHANDISING IDEA 


IN THE LAST 20 YEARS 





















All These Items Packaged in 
LelectaePak Slide Boxes 


¢ forged iron hardware 

e cabinet hardware 

* concave knobs 

* furniture trim 

* brass hardware 

* small builders 
hardware, 
butts, hinges 


WRITE FOR NEW 
ILLUSTRATED 
PRICE LIST 


@ Stimulates.impulse purchase . .. they see and examine the merchandise 

@ Presents neat, inviting appearance ...outmodes the old-fashioned envelope ... at no 
increase in cost 

@ Makes sales time more profitable ... provides a complete, compact hardware de- 
partment... tells price of each item instantly 

@ Compact packaging . . . saves up to 75% display and storage area 

@ Available in a choice of several different display boards and counter units ... with 
various types of hardware 


Stimulate Profits by Showing 


CQlectaPak 


IN HANDSOME NEW NATIONAL LOCK 


COUNTER DISPLAYS 





Buy It From Your Wholesaler 


NATIONAL LOCK COMPANY 


Zola Qcelao Peli ileleli Mem l-ladil- lila tlie oh ariel: 
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Selling Costs Analyzed 


Methods for meeting competi- 
tion in a buyer’s market, problems 
of reducing operating costs, and 
the rise of new distribution meth- 
ods were discussed by wholesalers 
at the 63rd annual Southern Hard- 
ware Convention of the Southern 
Wholesale Hardware Association. 

Those discussions were inter- 
laced with authoritative back- 
ground views of political and eco- 
nomic conditions and trends in 
the nation at those sessions in 
which the American Hardware 
Manufacturers Association met 
jointly with the wholesalers. 


Record Attendance Set 


The scene of the Southern Hard- 
ware Convention, after a lapse of 
several years, was in New Orleans, 
which attracted a record-breaking 
attendance. There were 1,684 dele- 
gates, guests, and ladies in at- 
tendance. This 
year’s Dallas attendance by almost 
500. 

There were 244 delegates rep- 
resenting 109 wholesale hardware 
firms, and 756 delegates represent- 
ing 270 manufacturing firms. Man- 
ufacturers representatives and 
syndicate buyers totaled 115 dele- 
gates from 58 companies. More 
than 500 ladies were present. 

Ray M. Miller, Railey-Milam, 
Inc., Miami, Fla., was elected pres- 
ident of the Southern Wholesale 
Hardware Association at its final 


surpassed last 


56 











R. M. MILLER, Railey-Milam, Inc., 
newly elected president, SWHA 


business session on Thursday, 
April 15. 

W. W. French, Jr., Moore-Hand- 
ley Hardware Co., Birmingham, 
Ala., was elected second vice-pres- 
ident of the SWHA, and S. D. May, 
Bluefield Hardware Co., Bluefield, 
W. Va., became its first vice-presi- 
dent. 

New members elected to the 
wholesalers’ executive committee 
were A. L. Carr, Keith-Simmons 
Co., Nashville, Tenn., and R. C. 
Neely, Jr., Amarillo Hardware Co., 
Amarillo, Tex. 

This year, the wholesalers ex- 
panded their customary sporting 
goods session to include merchan- 
dising discussions of toys, appli- 
ances, and television. Prominent 
manufacturers of those lines pre- 
sented the sales potential avail- 
able to wholesalers aggressively 
promoting them. 

Hardware wholesalers were seen 
as becoming increasingly impor- 
tant in the distribution of toys. 


R. H. COLEMAN, Remington Arms Co., 
president, AHMA 


It was also pointed out that a 
strong market exists in replace- 
ment refrigerators. 

Color TV, it was emphasized, as 
a-market factor, is several years 
off, but a strong market still ex- 
ists for black and white television. 

A three-man panel discussion of 
inventory control 
value of such systems in elimi- 
nating stock “outs,” and reducing 
the expense of backorders. 


stressed the 


Other factors for reducing costs 
were presented by wholesalers 
who outlined some of the methods 
used by their companies. 

Outgoing president of the 
SWHA, Charles E. Nash, Nash 
Hardware Co., Fort Worth, Tex. 
pointed to the trend among hard- 
ware wholesalers to develop new 
low-cost distribution methods, and 
most of them, he said, “seem to be 
working along the lines of the c0- 
ops.” 

Mr. Nash also commented upon 
the pressure being exerted on 
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by Wholesaler Convention 


UU 


manufacturers to sell directly to 
large department and chain stores. 

An economist and a political ob- 
server of the Washington scene 
were optimistic for the future of 
business and the prospects for 
peace. The Eisenhower Adminis- 
tration was viewed as being suc- 
cessful in its foreign and domestic 
policies by William Branford Huie, 
who predicted political success for 
the Republican party in coming 
elections. 

The economist, Dr. Arthur A. 
Smith, of Dallas, expressed his 
conviction that we would never see 
another depression like the ’30’s, 
and urged that people bet on this 
country with their own money. 


Need Lower Prices 


He told his audience it was nec- 
essary to lower prices in order to 
reach the huge market that exists 
among those 42 pct of American 
families with incomes of under 
$3,000. Lowering prices meant the 
introduction of greater efficiency 
for greater output. 

On the lighter side, the program 
arranged for the convention con- 
sisted of sightseeing trips through 
New Orleans’ famed French Quar- 
ter, a golf tournament for the men, 
and a luncheon for the ladies. 

The ladies’ luncheon which was 
held in the popular Blue Room of 
the Hotel Roosevelt included a 
highly interesting speaker, Har- 
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The report of the Southern 


Hardware Convention at New 


Orleans, April 11-15, 1954 


nett Kane, who reviewed his latest 
book. 

In the evenings, delegates were 
entertained with a variety show 
and informal dancing. The open- 
ing entertainment feature of the 
convention was a gigantic recep- 
tion with both associations as host 
to the convention. 

The Old Guard held its annual 
dinner on Monday evening. At its 
meeting on Tuesday, Julian C. 
Seruggs, Nashville, Tenn., was 
elected president. 

Vice-presidents elected were 
Sam K. Eaves, Dallas, Tex., and 
W.S. Gardner, Chattanooga, Tenn. 

Members of the Old Guard’s Ex- 
ecutive Committee are: R. M. 
Barnes, New Orleans, chairman; 
C. A. Goldstrohm, Houston, Tex.; 
John Underwood, Birmingham, 
Ala.; Frank Horten, Atlanta, Ga., 
L. B. Farmer, Nashville, Tenn. 

Harry A. Hoffner, Jacksonville, 
i'la., is secretary-treasurer of the 
Old Guard, and Charles A. Pitts, 
Jacksonville, Fla., is assistant sec- 
retary-treasurer. 

The committee responsible for 
convention arrangements con- 
sisted of Charles E. Nash, Nash 
Hardware Co., Fort Worth, Tex., 
retiring president of the SWHA; 
R. H. Coleman, Remington Arms 
Co., Bridgeport, Conn., president 
of the AHMA; Franz T. Stone, Co- 
Chain Corp., 
Tonawanda, N. Y., vice-president, 
AIIMA; T. W. McAllister, manag- 


lumbus-MecKinnon 


ing director, SWHA, and Arthur 
L. Faubel, 
AHMA. 

The entertainment committee 
consisted of W. J. Stauffer, Law- 
rence J. Baldwin, Rebert M. 
Barnes, Milton F. Hilbert, Edgar 
B. Saunders, P. W. Stratton, Felix 
F, Tanchina, R. J. Treadaway, and 
Eugene Truax. 


secretary-treasurer, 


Prominent Speakers 


Among the prominent whole- 
saler speakers at the convention 
were the following: 

Robert H. Baker, Fones Brothers 
Co., Little Rock, Ark.; Joe W. 
Pitts, Brown-Roberts Hardware & 
Supply Co., Little Rock, Ark.; 
Mark Lyons, Jr., MeGowin-Lyons 
Hardware & Supply Co., Mobile, 
Ala.; W. H. Terstegge, Stratton & 
Terstegge Co., Louisville, Ky.; O. 
H. Mann, Higginbotham-Pearl- 
stone Hardware Co., Dallas, Tex. 

Manufacturers who appeared on 
the program included J. J. Calla- 
han, Remington Arms Co.; Ken- 
neth P. Fallon, The A. C. Gilbert 
Co., and W. C. Johnson, Admiral 
Corp. 

Joseph Orgill, Jr. Orgill 
3rcthers & Co., Memphis, Tenn., 
showed projected slide films of the 
company’s new warehouse. 

Convention talks appear on the 
following pages. Because of lack 
of space, others will appear in 
subsequent issues. 














Hardware Wholesaling Today 








by Charles E. Nash 
President 

Nash Hardware Co. 
Fort Worth, Tex. 


and 


President 
Southern Wholesale Hardware 


Assn. 


World War II, together with the Korean incident, 
and the boom that followed each of these periods, 
brought prosperity in a very large measure to our in- 
dustry. However, along with the prosperity came cer- 
tain problems which seem always to develop in un- 
usual periods. 

These problems existed throughout all of the seg- 
ments of our industry, beginning with top manage- 
ment and going all the way down the scale. 

Top management, under the pressure of the period, 
became lenient and at times almost careless in per- 
mitting many practices to develop that would not have 
been allowed under normal conditions. I believe that 
we felt the labor problem first because of the tremen- 
dous decline of manpower. 

The Armed Services were taking all the young peo- 
ple and many of the older ones were moving to de- 
fense plants. Well trained personnel disappeared, and 
the replacements were not only untrained, but many 


58 


S.W.H.A. President's Address 


‘‘.,.The wholesale hardware in- 
dustry today is in a much better 
position to serve the dealer trade 
than any of the new forms of 
distribution.” 


times completely unsuitable for the positions for which 
they were hired. 

Possibly worse than that, many of them had no par- 
ticular desire to build-up in our industry, but were 
merely trying to get as large a pay check with as little 
work as possible. Nevertheless, management found it 
necessary to pamper the most careless and inefficient 
workers in order to do business at all. 

Good housekeeping, a byword in our industry for 
many years, became almost a thing of the past. Mer- 
chandise was being received in unusual sized contain- 
ers, poorly marked, and poorly packed. In many in- 
stances it was thrown almost anywhere to get it into 
the warehouse. Very little was done to organize an 
efficient and effective way for filling orders accurately 
and quickly. 

The buying side of the business took a little longer 
to be affected than the labor side, but as it became 
evident that standard manufacturers were finding it 
necessary to shorten lines, and to take a great deal 
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longer to make deliveries, buyers everywhere began to 
flounder around completely out of the realm of their 
normal practices. 

Huge quantities of unbranded, not properly tested 
merchandise, made of war substitute materials, were 
ordered. The inventories were seriously broken, and 
stocks on hand consisted of tremendous quantities of 
certain items, and no stock at all on others. 

Poor materials and careless manufacturing pro- 
cedure produced many items that would not have been 
salable in normal times, yet buyers of necessity placed 
unusually large orders for these inferior goods so that 
they would have at least something to sell. 

It was only a short time until the idea of a balanced 
inventory was completely discarded. The entire 
strategy of the buying department was to locate any 
grade of merchandise, and to get it into stock as 
quickly as possible. 

Probably the part of this industry that suffered the 
most was the sales department, which held out longer 
than any of the others, but it, too, soon was to suc- 
cumb to the necessity of selling from shortages. Allo- 
cations became the order of the day. 


The salesman, with an allocation list of critical first 
class merchandise, was the king of the day, and, in 
many instances, he permitted this power to go to his 
head. He began to throw his weight around in such 
a way as to destroy the confidence of many customers 
in his house. 

I do not want to leave the impression that I am 
critical of the sales force of the hardware industry. 
It did a wonderful job of distributing the goods dur- 
ing that period, but nevertheless, it did get out of the 
habit of selling goods from a standpoint of quality and 
service, and operated merely on the basis of selling 
from availability of merchandise during the shortage 
period, 

During a period of extreme shortage, it would seem 
from any normal point of view, there would be very 
little new competition developed in any industry. This 
was, however, the reverse of what happened. 

There were many old line manufacturers who fur- 
nished all of their essential goods only through their 
regular channels of distribution. We, of course, are 
very grateful to these manufacturers. 

Nevertheless, a large number of manufacturers had 
greatly increased their manufacturing facilities in 
order to take on large government contracts. These 
organizations realized that as soon as war contracts 
were cancelled, they would have the facilities to make 
many more goods than they had furnished in the past. 
As a result, they felt that they should have additional 
distributors. 

I do not believe that there was ever a period in the 
history of the wholesale hardware industry when there 
were as many new short line distributors established. 

To give you an example of what I am trying to de- 
scribe, just a short time ago I was in a retail store in 
our territory, and had a talk with the proprietor. This 
gentleman was an old time hardware man and told me 
that prior to World War II he used three regular 
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sources of supply for his requirements. Then he told 
me that currently he was purchasing goods from 33 
separate houses. This retailer is a small one; his sales 
total approximately $50,000 a year. 

In other words, his purchases are around $800 a 
month, and he is dividing that among 33 different dis- 
tributors. Prior to World War II if he had bought 
from every distributor working the territory he could 
have had only nine sources of supply. 

He told me that he is not buying from all the sales- 
men that are calling on him now, but he does buy 
regularly from 33. This means that there are approxi- 
mately four times as many distributors working in 
this area as there were prior to 1940. 

Unfortunately, a great many of these new distribu- 
tors are short line houses who have had no experience 
in operating in competitive times, and never before 
felt the necessity of having an inventory on hand. This 
lack of experience is fast becoming a problem. 

It is not surprising that a distributor, who has never 
had to have any investment in an inventory, makes 
some move to try to dispose of it when he discovers 
he has many dollars tied up in merchandise. Unfortu- 
nately, with no practical experience in creative selling, 
the first thing that comes into the mind of this type 
distributor is merchandising at a cut price. 

During the last year, good lines of first grade mer- 
chandise have begun to appear all over the country 
at ridiculously low prices. Salesmen working for these 
inexperienced houses seem to quickly develop a phobia 
that makes it almost impossible for them to make a 
sale unless they offer the merchandise at a price far 
below the normal market. 


The result, of course, is a complete demoralization, 
as far as prices are concerned, on items that are being 
offered by these inexperienced houses. 

I seem to be spending a great deal of time on prob- 
lems, but as long as we are discussing them, I want to 
mention the growth in the co-operative type of busi- 
ness. There seems to be a slight trend for even old 
time standard hardware houses to try to work out 
something in the way of low cost distribution, and most 
of them up to date seem to be working along the lines 
of the co-ops. 

There is also a great deal of pressure being put on 
the manufacturers to start selling direct to large de- 
partment stores and chain stores. This type of distri- 
bution is selling at very low prices to the consumer, 
and is definitely trying to recoup their profits via the 
route of direct purchases. 

The economic unrest of the entire nation, coupled 
with the drought condition in most of the South, defi- 
nitely adds to the general problem. 

I do not believe there was ever a period in the his- 
tory of the wholesale hardware industry when calm, 
well planned distribution was so much needed for the 
well-being of our entire population as it is today. 
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The problems that I have mentioned took a great 
many years to accumulate, and many of them have 
already been answered. Top management has defi- 
nitely changed, and is quickly correcting the practices 
that developed in the long profit period. 

Labor is in general much more efficient than before, 
and most of the help is much better trained and more 
interested in their jobs. Housekeeping, as a result, is 
returning to pre-war quality. Buying departments 
have been practically reorganized. 

Every distributor is now working diligently to weed 
out poor lines, and to balance and strengthen the better 
ones. Inventory balance is in better shape than at 
any time since the beginning of the War. The sales- 
men and sales managers have responded magnificently, 
and are fast reaching the stage when they will be back 
to creative selling. 

Fly by night distributors will shortly learn that 
they must either make a profit on the merchandise they 
carry, or they will be forced to close their doors. 

They are learning that although short lines of highly 
promotional merchandise lend themselves to high pres- 
sure selling, the dealers of this country must have a 


well organized, a well planned, and a well balanced 
stock of high grade merchandise that is on hand at 
the distributor’s warehouse, from which quick and 
efficient service can be rendered. 

The wholesale hardware industry is in a much better 
position to serve the trade effectively along this line 
than any of the new forms of distribution. Our indus- 
try has adequate capitalization to permit the carrying 
of complete and well balanced stocks. 

It has adequate warehouse space to properly house 
and service this inventory. It has large and well 
trained sales forces that are fast getting over the 
careless habits of allocation days, and are beginning 
to do a really creative selling job. 

The industry has top management that has been 
trained during depression periods, as well as booms, to 
adjust their operations in such a manner that they will 
be in tune with the times. Hysteria has no part in the 
management of a modern hardware distributor. 

Association work, such as this convention, permits 
an exchange of merchandising ideas and ideals that 
are not available to any of the outside competition. 

It is my opinion that our industry is pulling itself 
up by its own boot straps, and is organizing a merchan- 
dising program that will be so effective that very soon 
the industry will not only work out of its current 
problems, but will be reaching new heights of accom- 
plishments. 


What Is A Depression? 





‘‘,..the problem can be eased by 
lower prices and costs, or by 
higher incomes to millions of fam- 
ilies. The first is moresensible...”’ 








by Dr. Arthur A. Smith 


Vice-President 
First National Bank 
Dallas, Tex. 
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If you are like most business 
people I have talked with, the sub- 
ject I have chosen will be at least 
of passing interest, and I put the 
subject in the form of a question, 
“What is a Depression?” 

In a technical sense, a depres- 
sion is what economists and busi- 
nessmen refer to as the bottom 
phase of a business cycle. That is 
not a very good definition, but it is 
probably as good as any. 

We have had many of the so- 


called business cycles of varying 
degrees of severity in our indus- 
trial history, and there have been 
cycles within cycles. To my know!- 
edge, a satisfactory formula to 
predict the cycle has never been 
discovered. 

Business cycles have been com- 
monly divided into four phases. 
The top cycle we call prosperity. 
Next comes the recession phase; 
that is the phase that turns the 
cycle downward. 
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Then comes the depression phase 
which is at the bottom. The fourth 
one is the recovery phase, as we 
come out of the cycle. 

Ironically, economists or busi- 
nessmen never know for sure what 
kind of cycle we are in until it 
has been completed because every- 
thing is relative. What looks like 
the recession phase of a big cycle 
may turn out to be a moderate de- 
pression of a small cycle. 

Cycles vary in severity and also 
in duration. One of the worst de- 
pressions in our history occurred 
in the 30’s and is rather vivid in 
the memories of a lot of people. 

When a depression gets that bad 
or a phase of a cycle gets that bad, 
there is no question about what it 
is. You can identify it by its char- 
acteristics — high unemployment, 
low wages, low prices, meager 
profits, utilization of only part of 
our industrial capacity, business 
failures, tight credit, very low vol- 
ume of sales, both wholesale and 
retail. 

Those are some of a depression’s 
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economic characteristics. There 
are many others. 

It has psychological, social and 
political characteristics as well. 
Pessimism is its chief psychologi- 
cal trait. People get to thinking 
that there will be no prosperity 
again. That gets impressed on 
people’s minds. 

The most interesting thing to 
me about business cycles are their 
element of relativity. I know peo- 
ple today in business who have 
been accustomed to what I would 
call a very abnormal business sit- 
uation. The least bit of reduction 
from that high level is very dis- 
turbing to them. 

But by all odds, by every possi- 
ble description, statistically, this 
country still is very, very pros- 
perous. Anybody who thinks that 
it is possible in an economic or 
industrial society as_ relatively 
free as ours is for the individual 
to make decisions and make a 
transition from wartime economy 
back to peacetime economy with- 
out some rough spots, ought to sit 
down by himself and do a little 
deliberating. 


That is the sort of thing we 
seem to be going through now. 
There is nothing serious in it. 

However, some individuals—the 
fellow who happens to be laid off 
his job in Detroit or Cleveland— 
to him it is a bad thing. But in 
the aggregate, the nation’s econ- 
omy is in excellent condition. 

Most of the trouble with us now 
is psychological. 

What causes these business cy- 
cles? We are not sure. Time was 
when some very reputable men of 
learning blamed the cycle on sun- 
spots which were said to affect the 
weather. That in turn affected 
people and business. 

But such theories are no longer 
held. Yet it is understandable that 
they might have had some follow- 
ing when we were pretty much an 
agricultural country. It is com- 
monly believed now that malad- 
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justments developed in the busi- 
ness system, functional elements 
got out of balance, and they pro- 
duced instability. 

It’s one thing to agree upon the 
generalization and say these cy- 
cles are due to functional ele- 
ments of the industrial system 
getting out of kilter with each 
other. That’s more or less an ob- 
vious sort of thing. 

3ut what causes them to get out 
of relationship or balance with 
each other? That’s when we di- 
vide into schools. Some believe 
the trouble is monetary or finan- 
cial, some say it’s psychological, 
some contend that the real villain 
is the system itself. 


They say capitalism is at fault, 
basically. Into that category, of 
course, fall the enemies of our 
free enterprise system. 

Some contend that the cause is 
in the distribution process and 
those who take that position say 
that purchasing power for one 
reason or another tends to get 
concentrated in the hands of a 
relatively few who save and don’t 
spend. That has been an influence 
on the minds of many of the so- 
called New and Fair Dealers. 

It’s interesting that today many 
people are agaip worried about 
what the future holds econom- 
ically. Have we reached the peak 
of another cycle and are we 
headed down? 

It’s interesting too, that some of 
the old economic jargon of the 
1930’s is being revived, and you 
hear people use the word “over- 
production” again. 

You remember when people de- 
bated in the 30’s whether we had 
overproduction or under-consump- 
tion? Silly sort of a debate in 
some respects, but the failure to 
define the terms accurately caused 
a lot of arguments. To some peo- 
ple it didn’t make sense to talk 
about over-production as long as 
anyone was hungry, and in need 


of clothing and of a decent place 
to live. 

To others who like to think ot 
themselves as realists, more was 
being produced than people could 
buy, and that, they said, was 
either over-production or under- 
consumption, whichever you pre- 
fer. 

Over-produetion in the strict 
economic sense means that more 
of something is being supplied 
than can be sold at the prices 
asked. It’s always related to 
prices. 

Right now there is no doubt that 
a more wholesome balance be- 
tween supply and demand has 
been and still is developing. This 
accounts for the fact that prices 
may be stymied. 

The back-log of demand that ac- 
cumulated during the war, sup- 
ported by an abundance of sav- 
ings and good incomes, and of 
course easy credit, was far greater 
than the supply of things that 
were offered. Prices rose substan- 
tially because shortages induced 
those with purchasing power to 
buy at almost any price. 

Producers realized the situation 
and went after the market. We 
have unions who were aware of it 
and bargained for and got higher 
wages. Suppliers of appliances 
and home furnishings also took 
advantage of the situation. 


What developed was an abnor- 
mal market, just as abnormal on 
the upside as a depression is ab- 
normal on the bottomside. Pro- 
ducers and salesmen shot at a 
“neaches-and-cream” market, hav- 
ing been attracted by great pur- 
chasing power. In the process, 
both prices and costs went up by 
leaps and bounds. 

Now the lush demand has been 
pretty well satisfied. Yet both 
prices and costs remain high, and 
now the producers and salesmen, 
who had not experienced the 30’s, 
find that selling is not an easy job. 

Now I wil! shock you. Forty- 
two per cent of American families 
in these lush times have never had 
incomes, and still don’t have in- 
comes in excess of $3,000 yearly. 
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Industry is going to have to 
reach—assuming there is no more 
war—this group, or the economy 
will face an over-production crisis. 

The greatest danger lies in the 
assumption by business that it 
must produce to meet demand at 
high prices rather than to try to 
lower prices and costs to reach 
the greater demand below. The 
demand that still remains at high 
prices apparently is not enough 
to keep factories operating at ca- 
pacity. 

Under peacetime conditions if 
output is reduced, and some com- 
panies are doing it, unemploy- 
ment will increase and our eco- 
nomic troubles will be multiplied. 

That is the real and critical 
problem. It can be made easier by 
lower prices and hence lower 
costs, or by higher incomes to 
millions of families. 

The first seems far more sensi- 
ble and far more likely, but the 
second may be what the politicians 
will try to put over. 


A surprisingly large reduction 
in cost, and therefore in price, can 
be accomplished by greater effici- 
ency and greater output. Do you 
know that a tremendous amount 
of waste has crept into American 
industry in these lush years? 

Because there were high taxes, 
we said that if we spent money on 
capital improvements, we were 
only spending an 18 cent dollar. 
We have been spoiled. Things 
have been easy. That we might 
have to go back to work again, 
both employees and management, 
is appalling to a whole lot of peo- 
ple. 

Now let me let you in on a lit- 
tle secret. The greatness of this 
country is not attributable to pe- 
riods such as we have been in. 

Competition made us great, but 
we have never given our competi- 
tors full credit for what they have 
done for us. We are inclined to 
look upon them as our enemies. 

I am quite optimistic and my 
optimism stems from a _ rather 
strange set of arguments. For ex- 
ample, I am one of the very few 
who think that we will never see 
another depression like the one in 
the 30’s. 
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S. D. MAY 
Bluefield Hdwe. Co. 


You won't see it, your children 
won't see it, your grandchildren 
won’t see it. Circumstances have 
changed. Here are my arguments: 

If we should have a serious re- 
cession or depression, I am con- 
vinced it would be breaking fafth 
with 300,000 boys who lost their 
lives in World War II, and some 
27,000 who lost their lives in Ko- 
rea. 

Smart people in this country 
know that another serious depres- 


W. W. FRENCH, JR. 
Moore-Handley Hdwe. Co. 


sion like that in the 30’s would be 
a great victory for our enemies. 
We will never lose on the battle 
field, but we can lose on the home 
front. 

Why? 
revolutionary changes in our eco- 
nomic and political life were made 
in the depression days of the 30's. 
Those changes have become fairly 
fixed. 

If we should have another de- 
pression of that kind, radicalism 


Because the greatest 





President 

*R. M. Miller 

Railey-Milam, Ine. 
First Vice-President 

S. D. May 

Bluefield Hardware Co. 
Second Vice-President 

*W. W. French, Jr. 

Moore-Handley Hardware Co. 
Managing Director 


T. W. McAllister 


Southern Hardware 


Executive Committee 


W. J. Stauffer 

Stauffer, Eshleman & Co. 
W. E. Smith 

Oklahoma Hardware Co. 


H. B. Horsey 


Sharp-Horsey Hardware Co. 


*A, L. Carr 
Keith-Simmons Co., Inc. 


*R. C. Neely, Jr. 
Amarillo Hardware Co. 


Charles E. Nash 
Nash Hardware Co. 





Officers of the 
Southern Wholesale Hardware Association 
Elected at New Orleans, La., April 15, 1954 


*Newly elected, 


Advisory Board 
Mark Lyons 


McGowin-Lyons Hdwe. & 
Supply Co. 


R. H. Baker 

Fones Bros. Hardware Co. 
A. C. Rankin 

Teague Hardware Co. 

H. J. Allison 

Allison-Erwin Co. 

W. A. Parker 

Beck & Gregg Hardware Co. 
R. R. Witt 

Builders Supply Co. 


Edmund Orgill 

Orgill Brothers & Co. 
W. H. Terstegge 
Stratton & Terstegge Co. 
Fred C. Barksdale 


Brown-Roberts Hardware & 
Supply Co. 


Charles E. Nash 
Nash Hardware Co. 








63 














Southern Hardware Convention 


again would thrive. The dema- 
gogues would have a field day, 
and we would travel a long way 
down that road we call commu- 
nistic. I am satisfied a whole lot 
of people in this country know of 
that possibility. 

I took great delight when Gen- 
eral Motors Corporation an- 
nounced that it would spend one 
billion dollars on capital expan- 
sion in the next two years. 

That came at a time when the 
country was swept by at least a 
mild pessimism. I call it betting 
on the market. Give me 500 deci- 
sion-makers in this country who 
will make decisions on the posi- 
tive side, and I guarantee there 
will be no depression. 

If you are sincerely interested 
in keeping this country relatively 
free, and keeping it from being 
lost to communism, you had bet- 


ter bet on this country with your 
money. 

I refuse to believe the Republi- 
can Administration is not as prac- 
tical in its politics as the Demo- 
crats. I can find no evidence that 
would lead me to believe the Re- 
publicans are any less eager that 
the country be as prosperous as 
the Democrats. 

I am satisfied that the Republi- 
cans know that if we should have 
another serious recession or de- 
pression in their administration, 
the period of political starvation 
might not be 20 years. It might be 
50 years before they get back in 
again. 

sIhe American people have 
changed their minds in your gen- 
eration and mine, about what are 
the proper functions of govern- 
ment. They don’t hesitate to use 
the government. 


Never have so many been or- 
ganized. We have 17 million work- 
ers who belong to strong unions, 
and I have not mentioned workers 
who belong to unions I wouldn't 
classify as strong. Farmers and 
veterans are organized. 

I don’t know anybody with the 
possible exception of school teach- 
ers and preachers who don’t be- 
long to some union, and they don’t 
hesitate to use the ballot box. That 
is all right in a democratic society. 

The temper of the American 
people has changed about their re- 
lationship with government, 
whether you and I like it or not. 
Of course the way we look at it 
and like it depends on our phil- 
osophy or point of view. 

This country hopes and prays 
for peace and prays that it has re- 
turned. If every man and woman 
had to choose right now between 
peace and depression (see the con- 
nection, peace and depression or 
war and prosperity), every last 
one of us would vote for peace and 
depression. I have no respect for 

(Continued on page 100) 


Inventory Control 





a panel discussion by 


Robert H. Baker 


President 
Fones Brothers Hdwe. Co. 
Little Rock, Ark. 


Joe W. Pitts 


President 
Brown, Roberts Hdwe. & Supply 
Co. 


Alexandria, La. 


Mark Lyons, Jr. 


President 

McGowin-Lyons Hdwe. & 
Supply Co. 

Mobile, Ala. 


64 








Left to right: Mr. Baker, Mr. Pitts, Mr. Lyons. 


by R. H. Baker 


Inventory turnover is of great 
importance to the efficient opera- 
tion of any merchandising busi- 
ness. Profits are derived from 
goods that move and not from those 
that remain in the warehouse. 

The purpose of all stock control 
effort is to decrease capital invested 
in merchandise; to prevent loss of 


sales due to being out of stock and 
to minimize losses caused by obso- 
lescence. 

A well designed stock control 
should provide the answers to the 
following questions: 

How many weeks or months sup- 
ply on hand? What items have 
reached the re-ordering point? 
What items are on order? When 
should seasonal items be purchased? 
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What items are out of stock? 
What items are in overstock? 
What quantities are now selling per 
month? What turnover is being 
obtained? 

Without an adequate system for 
stock control, we found that quite 
often our stock of some items was 
exhausted before we knew it. As 
it required several weeks to get 
shipments from the manufacturers, 
we would continue to back order 
those items and lose that business 
for the entire period. 

This resulted in dissatisfied cus- 
tomers and no doubt many of them 
purchased the items we were out 
of, along with goods that we did 
have in stock, from our competitors. 

It takes just as much sales effort 
and sales expense to sell goods that 
you are out of as it does to sell 
items that are in stock. In addi- 
tion, there is the office expense of 
writing your customers in regard 
to the shortages. 


Wholesalers should not overlook 
any factor that will increase their 
profits and at the same time reduce 
overhead expenses. Some results 
of overstocks are the useless tying 
up of capital; increased insurance; 
obsolescence; losses due to price 
reductions, and in addition, the 
warehouse space that should be 
used for merchandise having fas- 
ter turnover. 

I personally feel that we all 
might expect to see some deprecia- 
tion of inventory value due to price 
reductions during 1954. 

Here are the rates of turnover 
for groups of representative com- 
panies in certain industries, stated 
in dollars of annual sales at cost, 
per dollar of inventory at cost: 

Wholesale grocer—12.0; wholesale 
drugs—6.0; wholesale hardware— 
3.5; wholesale auto supplies—3.0; 
wholesale electrical supplies—3.0, 
and chain grocery warehouses— 
12.5. 

A recent survey conducted by 
Southern Hardware magazine 
showed that the average rate of 
stock turn in the wholesale hard- 
ware trade for the past year was 
about 3.65. 

Great profit building forces are 
released by maintaining closer con- 
trol over inventory and improving 
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turnover. It has been estimated 
that it costs annually 12 pct of the 
value of the goods to own them for 
a year. 

In about eight years, an item 
doubles its purchase price. In four 
years, you must sell at 50 pct mark- 
up to break even. 

Note how increased turnover af- 
fects the 12 pct yearly carrying 
charge: 

1 yearly turnover, 12 pct; 2 
yearly turnovers, 6 pct; 3 yearly 
turnovers, 4 pct; 4 yearly turn- 
overs, 3 pet; 5 yearly turnovers, 2.4 
pet; 6 yearly turnovers, 2 pct; & 
yearly turnovers, 1.5 pct. 

For the annual sales of merchan- 
dise costing $100,000 if only one 
turnover is made, $100,000 in capi- 
tal must be invested and the cost 
of carrying it for a year amounts 
to about $12,000. 

When the turnover rate is in- 
creased from one to two times, 
$50,000 in capital is released for 
other use, and a savings of $6000 in 
sarrying charges is effected. 

Each successive increase in turn- 
over releases more capital and re- 
duces carrying costs. With a six 
time turnover, capital investment 
would be reduced to $16,667, and 
the carrying costs reduced to $2000. 

The ideal situation would be to 
turn your stock 12 times a year and 
buy on 30 days’ dating. Then you 
would be doing business on the 
other fellow’s money. 


by Joe W. Pitts 


Inventory control in my honest 
opinion, is the key to the success 
of our business, its very heart and 
brain center. I would go so far as 
to vote in favor of liquidating our 
business, if I were confronted with 
the ultimatum of having to operate 
without an inventory control sys- 
tem of some sort. That’s just how 
strongly I believe in ours, even 
though it lacks a lot of being per- 
fect. 

Our system operates with the 
Remington-Rand Kardex. When an 
order, written in duplicate, is re- 
ceived, it goes from my desk to that 
of our sales manager, who reviews 
it; then to the credit manager, and 
from there to the stock control de- 
partment, where a control number 








is put on both copies. This control 
number is entered in a_ registry 
alongside the customer’s name. 

Then the original goes to the 
stock control girls for posting, the 
duplicate being retained for check- 
ing purposes. We _ believe very 
strongly in this pre-posting fea- 
ture, which merely means that 
items are checked off the cards be- 
fore the sales sheet goes to the run- 
ners to be filled. 

This eliminates the two or three 
days lapse that used to exist be- 
tween the time the order was sent 
on its routine trip through the 
warehouse and office, and its even- 
tual return to the stock control de- 
partment for posting, thus throw- 
ing off our actual inventory position 
to that extent. This practice per- 
mits immediate substitution or can- 
cellation action by a_ responsible 
person in the office, rather than 
leaving this to an order-runner, or 
some other person, not qualified to 
act in such a capacity. 


Before we started pre-posting, it 
often took us several days to find 
out that we were out of something, 
and, by that time, we were too 
ashamed to write or call the cus- 
tomer, whereas, we now know, just 
as soon as we receive an order, 
whether or not we can fill it. This 
procedure does not delay a custom- 
er’s order; to the contrary, it de- 
finitely permits us to render him 
better and faster all-around service. 

There are five persons employed 
in our stock control department: a 
manager, who also serves in a dual 
capacity as our personnel depart- 
ment head; a lady, who is his assis- 
tant, and three girls, who do the 
actual posting. Their five combined 
salaries amount to an annual figure 
of $11,674.00. 

It may be interesting to note that 
none of these five persons ever had 
any warehouse experience of any 
sort, nor any hardware training 
whatever. We have the usual turn- 
over that you would normally ex- 
pect among female employees, and 
I’m glad to report that this poses 
no unusual problem. Replacements 
are readily available, since steno- 
graphic ability is not required, and 
training is a fairly simple proce- 
dure. 

Now, to anticipate your questions, 
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Southern Hardware Convention 


with reference to the cost of the 
equipment itself: 12 cabinets, 3 
tables, 5 chairs, 2 desks and a type- 
writer represent an investment of 
$3,073.00 Insert cards, signals, etc., 
figure about $437.00, making a total 
equipment cost of approximately 
$3,500.00. 

But, believe me, when I say that 
we don’t consider stock control sal- 
aries and equipment cost as ordi- 
nary expense items. We prefer to 
look on them as being the best 
money-savers we’ve ever had. If we 
were getting as much return, per 
dollar invested, in our other depart- 
ments, as we are in our inventory 
control department, we would be 
very happy. 


Let’s take a look at a typical hard- 
ware item and the way it is set up 
in our stock control cabinet. We 
don’t number our items, but, so 
that anyone, who is familiar with 
our catalogue, might be able to lo- 
cate items listed on stock control 
cards with a minimum of difficulty, 
we have arranged them in the cab- 
inets according to catalogue page 
number. 

Incidentally, there are about 80 of 
these pockets in a tray, and 16 trays 
in a cabinet, making a total provi- 
sion for 1280 items per cabinet, 
each of which is 20 in. high, 27 in. 
deep and 11 in. wide. We presently 
handle 10,572 items in our hard- 
ware department, and we have them 
spread over 12 cabinets. 

We make no attempt to show cost 
figures on these cards. We aren’t in- 
terested in that information and 
are of the opinion that, were we 
to price and cost each card, it would 
slow down our operation too much, 
without accomplishing any worth- 
while purpose. 

No stock contro] system, however 
good it may be, will ever take the 
place of an annual physical inven- 
tory nor is it intended to. If it 
checks within 5 pct and it should and 
will do this, it will have amply 
served its purpose. 

On the card, labeled “In-Out and 
Balance Record,” the first column 
shows the date of the transaction, 
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then the control number, which 
makes it possible at any later date 
to determine the customer’s name; 
next a column for’ recording 
quantity received, (in these in- 
stances, a purchase order number 
is shown in the first column, instead 
of a customer control number). 

Then there is a similar column 
for outgoing items; next a run- 
ning total of monthly sales to date 
and, finally, a column showing re- 
maining balance on hand. 

There is a purchase order record, 
showing at all times what is on or- 
der and from whom, as indicated 
by a small circled number appear- 
ing alongside each purchase order 
number. It also shows how long it 
has been taking to receive ship- 
ments. 

There is a card that shows names 
of sources of supply and, on its 
lower portion, a seven year record, 
by both months and years, of sales, 
as recapped from the lower card. 
In red on this card is the monthly 
total of cancellations resulting from 
being out of the item. 


How many of you, not having 
this system, or one similar to it, 
know how much of such business 
you are missing each month; how 
much you would have sold if you 
had had the merchandise on hand? 
These figures certainly should be 
taken into consideration by your 
buyer when he replenishes that 
item. Not, how are you fixed for 
blades, but how are you keeping 
track of your back-orders? 

In our case, when an item is back- 
ordered, an insert with the custom- 
er’s name on it is slipped into the 
pocket of the In-Out and Balance 
Record card so that, the same day a 
receiving report is posted, all back- 
orders of that item are automati- 
cally pulled out of a file and shipped. 


I’m ashamed to admit how our 
back-orders were handled, or rather, 
mishandled, before we installed a 
stock control system. Maybe we 
were the only ones guilty of such a 
practice. 

An orange color signal is moved 
every time a posting is made. This 
shows, at a glance without even 
lifting up any tabs, exactly how 
many of an item are on hand, and 
whether an item is in over or under 


Old Guard Annual Dinner 





The Old Guard held its dinner in the Gold Room of the Roosevelt 
Hotel, New Orleans. At its annual meeting, Julian C. Scruggs, Nash- 
ville, Tenn., was elected president. Other officers elected were: Sam 
K. Eaves, Dallas, and W. S. Gardner, Chattanooga, Tenn., vice-presi 
dents. Harry A. Hoffner, Jacksonville, is secretary-treasurer. 
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supply, based on an order point 
figure which has been inserted by 
the buyer in the lower left-hand 
corner of the card. 

To make sure that the buyer fol- 
lows through on his job, we make 
use of what we call a Stock Status 
sheet. When an item gets down to 
the order point figure, the stock 
control clerk lists the item on this 
sheet, showing the quantity on hand 
and the order point figure and gives 
it, at the end of the day, to the 
particular buyer involved. This 
sheet is made out in duplicate, the 
copy being retained by the stock 
contro] department until the orig- 
inal sheet, with the buyer’s nota- 
tion on it, showing what action has 
been taken, has been returned, at 
which time both copies are de- 
stroyed. 


You’d be amazed how much more 
accurate your physical inventory 
will be when you have something to 
check back against, such as you 
have in the case of stock control 
cards. If the quantities don’t agree, 
as often happens, you immediately 
have a recount made and, as often 
as not, you find that those taking 
the inventory have made a mistake, 
rather than the stock control, de- 
partment. 

There’s no possibility of over- 
looking the listing of any items. 
Such omissions would stick out like 
a sore thumb when inventory sheets 
are checked back against the cards. 

Let’s see what good all these fig- 
ures are to a wholesale hardware 
concern. 

Management can more easily keep 
its fingers on the pulse of a busi- 
ness. I wonder if I’m the only head 
of a business who woke up one day 
and came to the conclusion that 
there were entirely too many things 
about our business that I didn’t 
know enough about. 

Things such as, “Just what items 
do we carry in stock? How long 
have we had them? How many 
months’ or years’ supply do we 
have on hand? How many sources 
of supply do we have, and who are 
they? What items are turning over 
rapidly, and, which ones are dead 
stock? 

How much can we depreciate our 
inventory at the end of the year, 
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and how well can we substantiate 
such an inventory for income tax 
purposes? What lines should be 
dropped altogether? How well are 
our sales and purchasing depart- 
ments, not only functioning, but also 
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coordinating their efforts? 

Answers to all of these questions 
are vital to running a business, and 
I defy you to give me correct an- 
swers to them without an adequate 
stock control system. 

Buyers can function intelligently, 
without continuously calling for 
stock lists, or blindly giving a trav- 
elling salesman an order just be- 
cause he may be happening by, or 
because of a personal liking for him. 

No longer need abnormal quanti- 
ties be bought just to meet a manu- 
facturer’s minimum freight ship- 
ment requirements; when such a 
purchase might leave you with a 
several years’ over-supply when 
checked against your previous 
monthly sales figures that are so 
readily available by just glancing at 
a stock control tray. 


Sales mancgers are afforded an 
invaluable tool whereby slow-mov- 
ing items can be easily determined, 
and the necessary push given them 
in order to have a better balanced 
stock and higher turnover rate. 

In our own case, we have in- 
creased our turnover from 3.42 to 
5.43, and we very definitely attrib- 
ute this to the fact that we have 
installed an inventory control sys- 
tem, 

As Colonel Baker so wisely points 
out, such an increase means dollars 
in the bank, profit-wise, and that’s 
something that all of us are vitally 
interested in. 

Last, but not least, is the im- 
proved service we can render our 
customers by being able intelligent- 
iy and promptly to serve them bet- 
ter by not being out of current 
items; by being able to tell them 
accurately whether or not we have 
an item in stock, and if out, about 
how long it will be before replenish- 
ment stock is due. 

It’s just as important for us not 
to be out of a staple item, as it is 
for us to be concerned about re- 
ducing our stock of slow-moving 
items. I know of no better way to 
guard against these two vicicus 


business evils than to make use of 
a geod stock-control system. 

Don’t get the idea that even an 
adequate stock control system can 
ever operate automatically, or that 
it will do away with the necessity 
of having able, experienced buyers 
in your business. 

Order points must constantly be 
changed, either upward or down- 
ward, based on many factors such 
as changing economic conditions; 
abnormal and non-recurring sales; 
changes in lead times of various 
manufacturers, and many such 
things. 

That’s where the buyer, with his 
many years of experience, fits into 
the picture. He is familiar with all 
these factors. He knows how to 
evaluate them and should be able 
to add them together and come up 
with the right order point. 

But how much easier and more 
accurate, this important job of buy- 
ing becomes with so much vital in- 
formation available by just glanc- 
ing at a card. 

No system is going to work with- 
out the full cooperation of all in- 
terested parties. It is management’s 
job to call in all associates and sell 
them on tke wisdom of installing 
an adequate stock control system. 
Once this is done, the benefits de- 
rived will engender enough enthu- 
siasm to guarantee its continuance. 


by Mark Lyons, Jr. 


We realize that sales volume 
with proportionate overhead ex- 
pense ahd inventory control are 
major factors in successful busi- 
ness operation. 

Sales volume may be high, but if 
inventory is also high, profits are 
reduced. Therefore, inventory con- 
trol is of vital concern to a sound 
business. 

The card system is recognized 
us the best inventory control. 
However, we do not use a per- 
petual inventory system, although 
we do maintain perpetual inven- 
tory records on some lines, such as 
fast moving seasonal items, out- 
board motors, power mowers and 
others on which it is desirable to 
keep records by serial numbers. 
But we do not have a central sys- 
tem on even these lines. 

(Continued on page 90) 
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Merchandising Firearms 
And Ammunition 








by J. J. Callahan 


Manager, Sales Promotion Div. 
Remington Arms Co., Inc. 
Bridgeport, Conn. 


These are times that require more ingenuity in 
developing every worth-while advertising, promotional 
and sales idea in order to create demand which, in 
turn, creates sales. 

Sales alone, however, are not enough. For our efforts 
to be truly successful, our sales must earn a profit. 

That’s why I think you will be interested in some of 
the significant changes that have taken place in the 
market for sporting firearms and ammunition, and 
how these changes increase the opportunity for hit- 
ting your profit target. 

The most significant change that has occurred in the 
shooting market in the last 20 years, is the vast in- 
crease in the number of hunters and shooters. Since 
the early ’30s, a great upsurge of interest has occurred 
and participation is still on the upswing. 

The change is best revealed by a chart (see page 
69) which shows the yearly sales of hunting licenses 
for the 20-year period beginning July 1, 1933, and 
ending June 30, 1953. Some comparisons are in order. 

In the 19338 season, the sales of hunting licenses 
almost reached six million. Last season’s sales topped 
all previous records reaching a total of 14,832,779. 

In other words, today there are actually 8,914,735 
more licensed hunters than 20 years ago, or an increase 
of 151 pet. 

Another change with significant implications is the 
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Interest in shooting sports is at 
a new high. Here is a program for 
better profit through better mer- 
chandising to the retailer 


rapid growth of interest in hunting that began in 
1946. A comparison of that year with 1953 shows 
there were 4,978,466 more licensed hunters in 1953, or 
an increase of 51 pct. 

It is ample demonstration of the fact that millions 
of young men, who served in the Armed Forces, found 
new pleasures in the shooting sports when they were 
restored to civilian life. 

In addition to the record-breaking figure of almost 
15 million licensed hunters in 1953, it must be remem- 
bered that the shooting sports market also includes at 
least an additional 5 million divided into two groups 
inanimate or target shooters, and field shooters en- 
gaged in the kind of shooting not requiring a license 
under the varying laws of the different states. 

What we have then, is a market of approximatel) 
20 million people who hunt and shoot. 

So far, we referred only to the national sales of 
hunting licenses, but let’s focus attention on what has 
happened in the states served by the majority of 
southern wholesalers. 

For the 20-year period from 1933 to 1953, of sales 
of hunting licenses for the southern states alone the 
total sold in these states in 1933 was 969,232; for the 
1953 season it was 3,563,088 licenses or an increase of 
268 pct over 1933 sales. This compares with an in- 
crease of 151 pct on a national basis. 

In the post-war years from 1946 to 1953, the south- 
ern states again showed a greater increase than did 
the nation as a whole. 

In these states, in 1946, the total number of hunt- 
ing licenses sold was 1,785,466 and for the year 1953, 
the same states sold 3,563,088 licenses or 1,777,622 
more, an increase of 99 pct compared to the national! 
increase of 51 pct for the post-war period. 

This discussion of increases in sales of hunting 
licenses deals with a specific measurement for evalu- 
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ating interest in the shooting sports. After all, more 
hunters and shooters mean more sales of firearms and 
ammunition. 

Our nation is growing larger and faster than ever 
before. Since 1947, population has increased by more 
than 15 million, and of this, 10 million were added 
since 1950. 

Estimates for the future indicate that between 15 
and 20 million more will be added in the next 6 years, 
bringing the total from 161 to about 180 million 
people. More people obviously mean more potential 
customers. 

But if a high level of sales is to be maintained. 
people must be willing and able to buy the products 
we offer. This leads us to an examination of some of 
the economic facts of life which contribute to increased 
interest in sports and outdoor living. 

A strong influence on the nation’s economic growth 
is taking place at the educational level of the adult 
population. The number of people who have had a 
full high school education today is more than four 
times as great as in the ’30s and 75 pct greater even 
than in 1940. 

What does this change in education level mean? 
For one thing, it means that a population containing 
more than 40 million high school graduates is quite 
different from a population with less than 5 million 
graduates such as existed in 1920. 

The increase in education has accelerated the 
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Growth of hunting activity in the United States 
and in the Southern states. 
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nation’s gains in productivity and earning capacity. 
has caused millions of families, in the last few years, 
to move into income brackets that enable them to 
afford a new standard of living which means more 
leisure time plus more money to spend during off- 
hours. 

For example: since 1941 the number of families 
with $5,000 or more income has doubled. Today 26 pct 
of all families are in this income bracket compared 
with 17 pet in 1941. There are more liquid assets 
which mean a bigger market. 

Consumers today own 60 pct more than they did pre- 
war. The net liquid assets which comprise cash, bank 
deposits, U. S. bonds minus consumer debts, were 
$2700 per family in 1939 while today they are $4400. 
Last year alone, the grand total of liquid assets rose 
5 pet over the previous year, and now exceeds 200 
billion dollars. 

It is expected that 1954 will bring a new high for 
income after taxes. The estimate for 1954 is 250 bil- 
lion compared with an average of 248 billion for 1953. 

The increase expected is not as great as was experi- 
enced in other recent years. However, it supports 
optimistic forecasting because these things are creat- 
ing pressure for expansion that means opportunity for 
an expanding market. 

Another vital influence is the importance of the 
youth market in relation to our future business. The 
teen-agers will be the key customers as this decade 
rolls on. 

For example, there are now approximately 1114 mil- 
lion boys and girls between the ages of 12 and 18 years 
in schools throughout the United States, approxi- 
mately 49 pet boys and 51 pet girls. Within the next 
six years, it is estimated that this group will grow to 
a total of 16,525,000 increase of approximately 
45 pet—making this group the fastest growing seg- 
ment of our entire population today. 

The period of greatest expansion in the teen-age 
group is‘just beginning this year because the vast 
numbers of children who were born during the war 
years are just entering this age bracket. With the 
birth rate still at very high levels,~the chances are 
that the number of youngsters will continue to be large 
and will even increase after 1960. 

A further important point is that the great bulk 
(85 pet) of these teen-agers will be in the 15-18 year 
bracket which is generally the span of years when an 
interest develops in the shooting sports, and when 
they purchase their first rifle or shotgun. 

Today’s teen-agers possess considerable purchasing 
power in their own right, as well as representing an 
enormous market during their adult years to come. 

In a recent survey by Scholastic Magazine, it was 
found that 97 pct of boys and girls have their own in- 
come as the result of part-time jobs, or allowances, or 
a combination of both. On the average, they are 
spending $5.72 weekly—the boys average $7.10 and 
the girls $4.51 30ys spend considerably more than 
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girls because more boys than girls hold part-time jobs. 

This figure represents surprising purchasing power 
when projected nationally. The nation’s 11 million 
junior and senior high school students spend an esti- 
mated $62,000,000 of their own money each week. 

A further indication of the growing sales opportuni- 
ties for sporting firearms and ammunition is the fact, 
reported in this survey, that 62 pct of the high school 
boys own a gun or rifle. More important, 42 pet of 
the boys canvassed, who didn’t own a rifle reported 
that they expected to get one soon. 

As we have seen through the statistics quoted, the 
chances are that they will be able to satisfy this de- 
mand with their own money rather than relying on 
their parents. 

Any discussion of the potential market for fire- 
arms and ammunition is incomplete without highlight- 
ing the progress that has been made in developing a 
satisfactory game supply. In spite of the added shoot- 
ing pressure which resulted from the rapid and steep 
growth of hunters, the practical wildlife program, 
which was initially started in mid ’30, has accom- 
plished remarkable results. 

For example, the deer population, estimated today 
at about 9 million, is higher than when the white man 
first came to this continent. 

In the 1930’s many people were saying that duck 
hunting was doomed, and that by this year of 1954, the 
remnants of our waterfowl population would be but 
curiosities on refuges and in zoos. Since that time, 
however, even though the number of duck hunters has 
doubled, we still have sufficient ducks to give each 


hunter at least a fair chance of success when he goes 
afield. 

With a continuance of current wildlife management 
programs, the game supply should keep pace with 
population gains and increased hunting without diffi- 
culty. 

What we’ve been saying so far might be summed 
up this way. First, the level of interest in the shoot- 
ing sports has reached a new high for the nation, as a 
whole, and has been especially record-breaking in the 
southern states as revealed by the sales of hunting 
licenses. 

Second, our nation is growing in every way. There 
are more people, more jobs, more money, more leisure 
time, and the best standard of living any people ever 
enjoyed. All of these are positive factors and insure 
a new and bigger market for future sales of sporting 
firearms and ammunition. 

That’s the target. Now, let’s sight in and hit the 
mark. 

Sporting firearms and ammunition constitute a 
profitable and important volume line, both at the whole- 
sale and retail levels. The bulk of these products are 
distributed by hardware and sporting goods whole- 
salers. For example, in our own case, 98 pet of oui 
commercial production goes through wholesaler-dealer 
channels. 

In a survey by Southern Hardware a few years ago, 
it was determined that sporting goods, as a whole, ac- 
counted for approximately 9 pct of the volume handled 


(Continued on page 98) 


The Washington Scene 

















by William Bradford Huie 


Editor, Author and 
Correspondent 
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This 20th Century is a period of 
many great unresolved problems. 

It is a period of an essential con- 
flict between the Western ideal of 
ours that holds one man as im- 
portant and God-like, and this alien 
ideal that holds one man is not im- 
portant, not God-like, not worthy to 
be free; one man’s purpose is only 
to be a cog in the machine, a servant 
of the state or of the masses. 

I submit that this is the essential 
conflict, the one fight we all have to 
understand. Over the years you 
have watched and heard a great 
deal of explanation, and undoubt- 
edly most of you today do under- 
stand the nature of this conflict, the 
conflict between our way of life, 
which is based essentially on the 
belief that the individual man is 
valuable, worthy to be free, worthy 
to be entrusted with much of the 


responsibility for his own responsi- 
bility and individual freedom. 

This is the one conflict you have 
to understand before you can under- 
stand anything else. It is the con- 
flict that costs you and me money, 
that draws on your sons and on 
your pocketbooks. Whether you have 
a Democratic or Republican admin- 
istration in Washington now, that 
is the conflict most of the money 
has to be spent on. 

We are the custodians of this 
ideal of individual responsibility 
and individual value. It has been 
worth the blood our forefathers 
have spilled over the generations 
and today is worth your sons’ blood 
and your money, and that is what 
it has to be spent for. 

The most unfortunate thing in 
our lives today is the power built 
by our enemies. There are certain 
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“‘,..1 think that President 
Eisenhower will be re-elected 
by one of the largest majorities 
in history . . . I foresee a 


sweep by the Republicans again 


in 1956...” 


lines that have to be drawn across 
the earth. The Truman Administra- 
tion finally began drawing that line 
when they drew it in Greece, and 
when they drew it in Turkey to pre- 
vent our enemies from confiscating 
the Middle East oil fields. Today 
we are in the process of drawing 
another line in Southeast Asia. 

Your elected representatives in 
Washington are now attempting to 
meet this essential conflict of our 
times. There have been some 
changes. First of all there is in 
this country now an almost uni- 
versal realization of the nature of 
the communist conspiracy. , 

It is not necessary for me to talk 
to you about the nature of the 
communist conspiracy because you 
understand it. Three years, ten 
years, twenty years ago, there was 
a great deal of conflict about the 
nature of the enemy of our time. 

I don’t regard the threat of do- 
mestic communism as too serious 
in the United States. I don’t lose 
too much sleep about communism in 
government now, or communism in 
our schools, because I think Amer- 
ica has been alerted. I am perfectly 
willing to give credit to all those 
Americans who have had a part in 
causing our people to be alerted, in 
causing them to understand the na- 
ture of the enemy. I believe that 
battle has been largely won and I 
don’t regard domestic communism 
as too serious now. 

The new thinking in Washington 
is reflected primarily through the 
White House, State Department and 
Defense Department. 

When Defense Secretary Charles 
Wilson and others came and took 
over the Defense Department, I 
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didn’t expect them to stay around. 
I didn’t expect Mr. Wilson to 
stay six months, and I hated to 
see him sell his General Motors 
stock because I felt there would be 
another tragic figure like Gen. 
Knutsen. 

I was disappointed, because Mr. 
Wilson seems to be a pretty sturdy 
figure. He has survived and appar- 
ently taken over the Pentagon. 

For years we devised what we 
called the balanced force concept. 
It was politically expedient until 
this year. If the Government was 
going to spend $12 billion for arma- 
ment, we divided it equally between 
the three arms of the Defense De- 
partment—Army, Navy, and Air 
Corps. 


Some of us thought this was un- 
sound in the Atomic Age and par- 
ticularly the Air Atomic Age. Many 
of us fought constantly to have that 
policy discontinued and have this 
country concentrate on air strategy. 

I can report to you that the bal- 
anced force concept, the idea of 
dividing money equally between the 
three branches has been scrapped, 
and strangely enough, by a Navy 
man and an Army man. President 
Eisenhower, Admiral Radford and 
Mr. Wilson are the three men who 
deserve the credit for scrapping the 
old balanced force concept. 

Let me add that there is still a 
great deal of opposition to the new 
look in the military establishment. 
Many of you may be opposed to that 
scrapping of the balanced force con- 
cept. All I can do is report to you 
that this Administration has scrap- 
ped it and from this point on you 


will find a concentration of Amer- 
ican defense dollars on atomic wea- 
pons and devices for delivering 
them on targets. 

Our so-called new look, the strat- 
egy or theory of mass retaliation 
against Russian industrial centers, 
has been adopted by our Govern- 
ment. Many of the old safeguards, 
as far as war is concerned, have 
now been discarded. If this country 
has to go into another big war, 
there will be no Congressional de- 
bate, Congress will not declare war, 
there will be no months for the 
people to decide whether or not we 
want to go into a war or not. 

If we have to go to war again, we 
will go simply by the President of 
the United States getting out of bed 
and five minutes later we will be at 
war. That is a fact. 

It doesn’t matter whether you 
have a Republican or Democratic 
president and right there I make 
this point for President Eisen- 
hower. Today we must have a Pres- 
ident who can make a decision, that 
is a principal virtue, I would say, of 
the present President. 

Gen. Eisenhower is a rather re- 
markable man and here I speak only 
analytically, not critically. Gen. 
Eisenhower doesn’t read and has 
not read a serious book in 30 to 40 
years. He doesn’t read anything at 
all but Western stories. He gets all 
of his information by the briefing 
process. He is a remarkable, un- 
complicated man. 

He arises in the morning at 7:30. 
He expects everybody else to get 
up early, so he thinks nothing of 
calling a man and telling him he 
wants to see him at 6:30 in the 
morning. 

The President comes in at 6:30 
or 8:30, listens to two sharp men at 
odds on how something should be 
done, asks questions, gets up, an- 
nounces the decision and walks out 
and plays golf or something. 

Apparently it doesn’t cross his 
mind again. He doesn’t worry about 
anything. 

The important thing is you have 
a man not too well informed on 
many things, but he can make a 
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decision, he will listen and he can 
decide how it should be done. I am 
not sure but that is the best type 
of president you could have now. 
If you had a man who worried about 
it, who had to think about it too 
long, he would simply drive himself 
nuts in a few weeks and wouldn’t 
be worth anything. So for future 
Presidents we had better decide 
whether or not they can make de- 
cisions. 

Whether you approve it or not, 
you have a man in the White House 
who can make a decision, he can 
order one man or 1,000 men into 
action, or one man before the firing 
squad as in this book I wrote. 

He is tough. Don’t be taken in by 
that jaw of his. That jaw can snap 
shut like a bulldog’s. You have a 
pretty tough character as President 
of the United States—a good man, 
all his inclinations are decent. You 
may not like some of his decisions, 
but the decisions will be made. 

The specific decision has been 
made in Washington to carry this 
country into war, if necessary, to 
preserve Indo-China. 

That is a difficult decision. It 
involves a great deal. It involves 
politics, but whatever is necessary 
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we are committed, but I don’t per- 
sonally believe it will come. 

I don’t believe there will be any 
yvreat war. I believe there will be a 
relaxation of tensions. I see three 
or four months of tough fighting in 
Indo-China in which America 
might be involved, perhaps atomic 
weapons, but I think we are win- 
ning the Cold War. I think the 
Eisenhower-Dulles “get tough pol- 
icy” has been effective. I think it is 
the only policy that could possibly 
be successful. Four or five months 
from today I think you will see a 
pronounced lessening of world ten- 
sion. 

Our enemies, the Russians, are 
determined to avoid a fight with us 
at all costs. They know something 
about hydrogen bombs and know 
we can deliver them on them and 
they can’t deliver them on us. They 
might hit us once or twice, but we 
have built for massive assault and 
they don’t want to have any of that 
since we have put our cards on the 
table in a forthright manner. 

And that is why I think this ad- 
ministration is being successful in 


Operating on A Low-Cost Basis 








by A. L. Humphries 
President 


Carolina Wholesale Co. 
Columbia, S. C. 
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Your operating cost is a relative 
figure; that is, a percentage of sales. 
Therefore, it may be lowered by 
actually reducing costs, or by in- 
creasing sales. 

The latter is preferable, and that 
is what most of us strive to do. But 
there are times when competition 
reduces your profits. You cannot 
show an increase in good sales, and 
therefore must reduce your costs. 

There is a large difference in the 
size of the companies represented 
at this convention. However, since a 
large percentage of the member- 
ship, possibly, 50 pct, represent 
companies whose operations are no 
bigger than ours, I hope some of 
my comments will be helpful to 
them. 

First, we work most of our em- 
ployees on a sharing basis. Each 


what it is doing. It has to take the 
political risk of facing four months 
of involvement in Indo-China. They 
have decided to take that politica) 
risk, even though it may mean de- 
feat for the Republicans at the polls 
next November. It is my personal 
view that they will be successful 
in four or five months from now and 
there will be a relaxation, and after 
that, 10 or 15 years of fairly good 
business and a fairly safe world to 
rear your children and grandchil- 
dren in. 

We tried for a long time to be 
friendly with our enemies. We tried 
to get them over to sit with us and 
help build a peaceful world. That 
failed. Then we tried the policy of 
strength, saying, we will take the 
risk. We had to risk atomic war, in 
my view, in order to impose peace 
in our times. 

Now that doesn’t mean all our 
problems will disappear over night. 
This may mean another problem to 
you gentlemen. Our expenditures 
for armament will continue to come 
down. There may be a mild flurry 


(Continued on page 95) 


one is individually promoted as 
quickly as possible, and all share in 
extra earnings of the company. 

This is marvelous incentive, and 
both the company and employees 
benefit. For instance, in 1952, our 
gross expenses were 11% pct of 
sales, and 6% pct was paid out in 
salaries. Thus we had low-cost, fixed 
expenses of 5 pct. 


Secondly, since we are, strictly 
speaking, a local wholesaler, we fea- 
ture heavy, staple merchandise. Also 
because of our location, we find it 
very economical to operate our own 
fleet of trucks. Since freight rates 
are so high, we save a large per- 
centage of our delivery costs by 
bringing in merchandise. 


Third, we discount all invoices, 
paying them immediately on arrival, 
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Y iN" IIB 7K -the new trade-mark 


for Du Pont nylon bristles— 
can help you build brush sales 


Yes, brushes with Du Pont TYNEX nylon bristles give full 
paint pick-up, smooth, even flow. And better job performance 
for your customers means bigger brush sales for you. It pays 
to be well stocked with brushes that have top-quality bristles 
of Du Pont TYNEX nylon. 

TYNEX nylon bristles are being advertised in a big con- 
sumer campaign seen in leading magazines. 


 # You can help your own paint brush sales 


a 


fountry 
entleman 
“ae 


~. 


MECHANIX 
ILLUSTRA; 
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by reminding customers about the many 
advantages of Du Pont TY NEX bristles, 
Display the distinctive tags and other 
merchandising aids on TYNEX and 
feature the TYNEX mark in your 
store advertising. 


“TYNEX” is the new trade- 
mark for Du Pont nylon bristles. 


—_ 








thus avoiding the various tedious 
accounts payable records. 

Fourth, we are very strict on 
credit. We think we are doing our 
customer a favor to encourage them 
to discount their bills. 

We take no notes. Our losses for 
the past 10 years have been less 
than one-half of 1 pct. That is a 
compliment to our customers. Our 
average accounts receivables reflect 
24 days of sales. 

Fifth, the fact that our customers 
pay so well has enabled us to op- 
erate without borrowing any money 
since 1938. Thus we have no notes 
payable, and pay no interest. 
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Sixth, we rent most of our ware- 
houses from the railroads who give 
us a very low rent. They compete 
for our freight. 

We have a three-story building, 
with 14,000 sq. ft of floor space. Yet 
our fixed assets are only 3 pct of our 
total assets, which leaves 97 pct as 
liquid assets. 

Seventh, we have recently put into 
operation a new system of invoic- 
ing that practically eliminates typ- 
ing in our office. There are several 


other benefits, such as cost of ma- 
terial and shipping. 

Eighth, possibly the most bene- 
ficial development we have made in 
the clerical field is a loose-leaf 
binder inventory contro] system. A 
daily check is made. 

Inventories needed are taken by 
our warehouse men in their spare 
time. Orders are mailed at our 
convenience. This plan has reduced 
the cost of our official inventory for 
tax purposes by at least 40 pct. 


Let’s Concentrate 








by T. J. Kenny 
President 
S. B. Hubbard Co. 


Jacksonville, Fla. 


In our business, around 1946 to 
1948, we were booking carloads of 
coal and wood stoves, oil ranges, 
horse-drawn plows and equipment, 
hand lawn mowers, almost any 
make of electric ranges and re- 
frigerators that were available, 
any make of fishing tackle—all for 
the purpose of attempting to sat- 
isfy a pent-up demand that seemed 
inexhaustible. 

How times changed, at least 
with us, and from close-out lists I 
receive from the Southern and Na- 
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‘‘... We buy from about 800 
suppliers, but 62 pct of our 
sales come from 7 pct of our 


suppliers ... 


tional wholesale hardware asso- 
ciations, it appears to me that 
some other hardware distributors 
are having similar experiences. 

Coal and wood stoves in our sec- 
tion have become a special order 
item. Tractor sweeps and attach- 
ments now far exceed in dollar 
volume the sales of horse-drawn 
plows and attachments of the 1946 
to 1948 volume. 

The sales of power lawn mow- 
ers, particularly the rotary type, 
during 1953 exceeded in number 
the best year we ever had with 
hand lawn mowers, with, of 
course, an even more substantial 
increase in dollar volume. 

Portable electric tools now 
vastly exceed in dollar volume the 
sales of hand tools when they be- 
came plentiful after World War II. 


99 


It seems to me that the whole- 
sale hardware picture in itself has 
changed considerably since 1941, 
before World War II started. It 
would not surprise me that if a 
hardware jobber measured his 
present sales volume of the items 
stocked in 1941, he may find that 
as much as 50 pct of his total 
sales volume now is made up of 
items he did not stock in 1941. 

Early last month I received a 
complete section of the Sunday is- 
sue of Feb. 28, of the Memphis Com- 
mercial Appeal, fully describing 
the big story of the South’s largest 
and most modern hardware ware- 
house erected by Orgill Brothers 
& Co. Needless to say, it made my 
mouth “water” when compared 
with our group of four ware- 
houses; two consisting of four 
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PERMITE ~ 


ALUMINUM PAINTS \ 
“Carbo-Sealed” to Prevent Seepage . .< ~* 


How many times has this happened in your This can’t happen with your stock of Permite 
store? A can of aluminum paint is jarred or Ready-Mixed Aluminum Paints! Because of 
shaken during handling, and a little later the the special “Carbo Seal”, every can of Permite 
paint starts seeping out from under the lid, Aluminum Paint stays always fresh, always 
down over the label, down over the shelf. attractive, always saleable! 


Add up these other Profit-Making Advantages ! 

















@ A 40% profit margin to you — yet all @ A complete line—a paint for every purpose. 
Permite Aluminum Paints are priced com- A customer will never go away empty handed! 
petitively . . . they are priced to sell. @ There is no slow season for Permite Alumi- 

@ Permite is a widely familiar name; it has num Paints. They are year ‘round sellers. 

' ° “1. ? ’ . 
been advertised steadily for 23 years! @ Your orders are filled promptly from stocks 

@ An exclusive stabilizing ingredient — located throughout the United States. 

“Permium”, keeps Permite Paints fresh and 


10,000,000 gallons of aluminum paints will 


ready to use indefinitely — for years even, : ; f 
whether or not the can has been opened. No be sold this year. You will sell a bigger 
other aluminum paint can make this claim, share of this market with Permite. Write 
because no other contains ‘‘Permium’’. Left- for catalog and prices. 
overs can always be used later. There is NO 
waste with Permite. ALUMINUM INDUSTRIES, INC. 

@ Colorful point-of-sale advertising and mer- Cincinnati 25, Ohio 
chandising aids are supplied to you free. Paint and Varnish Division 


) ALUMINUM PAINTS & VARNISHES Silbne 


ae 
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PRODUCT SAFETY 
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YOUR BUSINESS 
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Your product recommenda- 
tion carries with it, the health 
and safety of your customers 


Sofe! 


5F5 — non- 
flammable 
paint and var- 
nish remover 
can be used in 
areas closed to combustion, 
around electrical equipment. 
Contains no Benzol! 


Sofe! 


Sterling Brush 
Cleaner with 
Lanolin . 

Free from tox- 
ic Benzol! Ren- — 

ovates brushes, dulls gloss, 
cleans rollers. Safety in- 
structions on every label! 








You can recommend a Ster- 
ling paint remover and brush 
cleaner for every job! Ster- 
ling removers are all free 
from Benzol. 


Send today for prices and 
complete information. 


STERLING PAINT 
& VARNISH CO. 


310 Commercial St. Maiden, Mass 
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story buildings with small eleva- 
tors, erected in 1901. Orgill 
3rothers & Co. stock 39,786 dis- 
tinctly different items of merchan- 
dise. I wonder how many of those 
items they stocked in 1941? 

Our operation is a relatively 
modest one. We have three major 


sales divisions: retail dealer 


sales; industrial accounts, and 
plumbing supply sales to master 
plumbers. We have separate sales 
organizations for three divisions. 

We purchase from approxi- 
mately 800 suppliers, but 62 pct of 
our sales are furnished by 7 pct 
of our suppliers. 

The items represented by this 
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T. W. Bell, vice-president, Bush-Caldwell Co., Little Rock, Ark., 
presented the results of a survey he made among members of the 
Southern Wholesale Hardware Assn. to determine their experi- 
ences with transportation problems. 

Of 63 members responding to the survey, Mr. Bell said that 
four companies delivered very little or no merchandise out of the 
city; 59 delivered 20 pct or more of their total sales outside of 
the city, with the average deliveries to sales for that group amount- 


Of the 59 wholesalers, six kept no records of delivery costs; 17 
delivering an average of 80 pct of sales said they kept accurate 
There were 36 wholesalers, delivering 68 pct of their sales, 


The survey also revealed that most wholesalers did not separate 
city delivery costs from out-of-city costs. 

One conclusion that was drawn from the study was that with 
delivery costs of probably $20,000 to $40,000 a year for most whole- 
salers, it will pay each wholesaler to keep an accurate record of 
his delivery costs, and possibly a break-down on some territories. 

The wholesaJers who keep accurate records show cost of goods 
actually delivered, at from 1.1 to 3.8 pct, with the median average 


Of those same wholesalers, who deliver in their own trucks, costs 
range from 1.3 to 3.8 pet with the median average at 2.8 pct. 

For five wholesalers using common carriers, costs range from 1.1 
pet to 2.7 pect with the average at 1.9 pct. 

Since those wholesalers require 100 to 150 Ib shipments for 
freight allowance and do not deliver many types of heavy mer- 
chandise, Mr. Bell attributed their lower cost figures to those facts. 

Of the other seven wholesalers keeping complete records, only 
one operates its own trucks at a cost of 3.0 pet. 
common carriers and their costs range from 1.2 pct to 3.0 pet. All 
of those using common carriers have minimum requirements and a 
list of items on which no freight is allowed. 

Mr. Bell pointed out that while the questionnaire made no 
mention of minimums or exceptions, every wholesaler using a com- 
mon carrier listed a minimum, and nearly all listed a number of 
Of those operating their own trucks, only one men- 
tioned a minimum, and only two listed any exceptions. 


T. W. Bell 


The others use 
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‘a NOW, for the first time, you can use The Portfolio of Colorful Bedrooms is 
~ the prestige and authority of the nation’s available in two editions—one, for use by 
leading home decoration editors to help painting contractors, shown above, and the 
te build your paint sales. It’s just like having a other an edition for Week-End Decorators 
‘ famous magazine editor at your elbow! who prefer to do their own painting. Con- 
2 . . . i » i > 
“4 Each of the exciting bedrooms shown in the ceived and developed by Archer-Daniels- 
if portfolio is printed in sparkling natural color Midland, this great _— paint-selling idea 
and each editor has written her reasons for is being made available to all paint manu- 
“ selecting and combining the colors used. facturers in the interest of increasing the 
s But—most important for you—every color consumption of paint, and is being featured 
re in each room is color-keyed so you can match in national magazine ads. 
" it easily and exactly. Here's a selling tool that Here’s a sure-fire way to get extra paint 
4 helps you stir your prospect’s imagination sales—earn extra paint profits! 
and desire for fresh color, and draws on the : 
1 experience of famous magazine editors to Check your own paint supplier today for a 
button up extra paint sales for you. supply of these first-of-their-kind sales helps. 
vr 
r- 
5. 
y if 
: For better 
. : painting and 101 handy 
| : : 
| : 3 home uses... 101 sales 
: opportunities every 
f day in the year! 
= | 3 
-— ARCHER - DANIELS- MIDLAND COMPANY .- 600 ROANOKE BLDG., MINNEAPOLIS, MINI. 
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COPROX has done it! Never before 
has there been a waterproof compound 
that could be applied without first 
wetting the area to be waterproofed. 


* EXTRA SALES FEATURES * 
With new SUPER Self-Curing COPROX, 
all you do is add water to the handy 
self-mixing COPROX pail and you're 
ready to start! It is as simple as that 
and means savings up to 55% in time 


and labor! 


COPROX DEALERS WILL BE 
BACKED IN 1954 BY 


advertising in national 
consumer and trade magazines 


LIBERAL 50-50 CO-OPERATIVE 
NEWSPAPER ADVERTISING 
SALES AIDS* STREAMERS 
POINT OF SALES DISPLAYS 
PARTICIPATION IN "DO IT YOURSELF 
SHOWS" 


HOME SHOWS, ETC. 
RADIO AND TELEVISION SCRIPTS 


SUPER SELF CURING COPROX HAS THREE 
IMPORTANT SALES ADVANTAGES OVER 
OTHER PROTECTIVE MASONRY COATINGS 


1) IT ELIMINATES THE LABORIOUS TASK OF 
WETTING WALLS DOWN BEFORE AND AFTER 
APPLICATION. 


2) GREATER COVERAGE BECAUSE OF THE 
UNIQUE EASE OF APPLICATION. 


3) FREE SELF MIXING BUCKET. A HANDY 
CARRY HOME PACKAGE. 


Write today for complete information, 


dealer and distributor inquiries 
welcome. 


COPROX INC. 


1270 Avenue of the Americas 
Rockefeller Center 
New York, N. Y. Dept. H 1 
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7 pet group are as follows: 

Traffic appliances; oil and gas 
heaters; fans and now air-condi- 
tioning units; builders’ hardware, 
other than locks; locks; cabinet 
hardware; screws; galvanized 
ware; rotary and reel power mow- 
ers; water systems; wheelbar- 
rows; steel goods; wire products; 

Bronze, aluminum, galvanized 
and plastic screenwire; tractor 
sweeps and attachments; electric 
power tools; bolts; transmission 
and conveyor equipment; mechan- 
ical rubber goods; drills; cap 
screws; expansion bolts; 

Ladders; abrasive papers; 
brushes; paints; plumbing fix- 
tures; steel pipe; soil pipe; 
wrought iron pipe; valves and fit- 
tings; copper tubing and fittings; 
water heaters; six major lines of 
housewares; ammunition; guns; 
outboard motors; and four lines of 
fishing tackle. 

In all, we stock some 20,000 
items. The hardware salesmen who 
obtain the larger portion of the 


| potential of their territory sales 


opportunities, are the ones who 
can sell the 7 pct group of lines 
that are of interest to their re- 
spective dealers. 


This applies particularly to lines 
as follows: 

Lines for which you have the 
exclusive distribution in your 
area. To preserve the exclusive ar- 
rangement, the suppliers, very 
naturally, look to your firm to 
secure a reasonable portion of the 
potential. The supplier and the 
dealers expect you to carry well 
balanced stocks so as to keep 
shorts to a minimum. 

Lines that are strongly sup- 
ported by an aggressive advertis- 
ing and sales promotion program 
by the suppliers; that is, con- 
stantly building an increased con- 
sumer demand. Where can sales 
effort more profitably be placed, 
than with the products of a sup- 
plier that is constantly growing. 

Certainly, sales effort should be 
concentrated on_ well-promoted 





Orgill Warehouse 


A “Tour of a Modern Whole- 
sale Hardware Warehouse,” was 
presented at the Wednesday 
morning session by Joseph 
Orgill, Jr., of Orgill Bros. & 
Co., Memphis, Tenn. The talk, 
which was_ illustrated with 
slides, covered the company’s 
new 13-acre warehouse. A com- 
plete description of this new 
warehouse was published in 
HARDWARE AGE, April 15, 1954, 
p. 104. Copies of this article 
may be obtained by writing the 
Editor, HARDWARE AGE, 100 E. 
42nd St., New York 17, N. Y. 











lines that furnish dealer displays 
at a reasonable cost. Salesmen 
too frequently dislike carrying 
displays with them, but we have 
seen beautiful repeat business re- 
sult from the sales of Black and 
Decker displays, Stanley Tool 
Bars and Stanley Builders’ Hard- 
ware displays, Proto Tool racks 
and certain housewares displays. 

We know of one of our dealers 
who has 135 different manufac- 
turer displays. His store is lo- 
cated along side of a large super- 
market. 

Salesmen should concentrate on 
all seasonal lines that are sold on 
dating terms, such as guns, am- 
munition, steel goods, garden hose, 
tractor sweeps and parts and 
other similar lines. 

Much to our surprise, we sold 
a carload of rotary power mowers 
during October and November for 
delivery in January, 1954, on dat- 
ing terms outlined by the manu- 
facturer. 

Ten per cent of our sales this 
past January represented the sales 
of two big ticket lines we did not 
have a year ago. 

In emphasizing the necessity to 
concentrate on the 7 pct group of 
lines, I do not by any means wish 
to minimize the importance of 
working the dealers’ want books; 
soliciting all possible shelf goods 
orders; taking inventories of 
screws, files, bolts, fittings, etc., 
and writing orders for these items. 
That is the bread and butter vol- 
ume of the hardware industry. 
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Pittsburgh Makes 


ONLY 


If you remember just one thing about 
Pittsburgh paint brushes, remember 
this simple fact: Pittsburgh makes only 
fine brushes! 

Take the Red Stripe line, for example. 
The quality of natural bristle that we 
used to know is not always available. 
Our world-wide contacts buy the best 
natural bristle that 7s obtainable, how- 
ever, and we use it to manufacture Red 
Stripe brushes—fine brushes that do a 
fine job! 

In the line of man-made bristles, you 
again have the best. Pittsburgh-devel- 
oped Neoceta, the first bristle in the 
world ever designed specifically for 
painting and painting alone, is available 
under the Red Stripe label in mixtures 
with hogs’ bristle, and in 100% Neo- 
ceta fills. 

What’s more, every type and size Red 
Stripe brush—from the smallest to the 
largest—is made with the same care, 
with the same fine workmanship and 
materials, and must pass the same rigid 
inspections, as famous Gold Stripe 
brushes. Pittsburgh people don’t know 
any other way to produce brushes. That's 
why we say—Pittsburgh makes only 
fine brushes! Now, don’t you think 
you ought to check your supply of 
Pittsburgh brushes? . 

For the address of the Pittsburgh 
supplier nearest you, write: PITTSBURGH 
PLATE GLASS COMPANY, Brash Div., 
Dept. A-4, 3221 Frederick Ave., Balti- 
more 29, Md. 

There’s a Pittsburgh brush for every 

home and industrial use. 


PITTSBURGH 


ed S BRUSHES 


BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 









IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Wholesaler’s Stake 
In The Toy Industry 








by Kenneth P. Fallon 


Vice-President and General 
Manager 


A. C. Gilbert Co. 


The fast expanding toy market 
represents an unusual opportunity 
for the hardware wholesaler. 

Many hardware distributors are 
already doing an outstanding job 
in toys and in many instances the 
exclusively toy distributor is being 
replaced by hardware wholesalers 
and electrical wholesalers. 

An indication of the size and in- 
terest of the present toy market 
can be obtained from the fact that 
at the 1953 Toy Fair in New York, 
there were 1300 exhibitors, and 
13,000 buyers registered during 
the show. In 1952, the last year for 
which data are available, toy sales 
were an estimated $900,000,000. 

The toy market will continue to 
expand, especially with the con- 
tinued expansion in the birth rate. 
In 1952, for example, there were 
2,675,000 births and in that same 
year, there were 45,000,000 chil- 
dren under the age of 14. 

While children are certainly the 
prime factor in toy sales, the adult 
influence is also a major factor. 
This is illustrated by a recent sur- 
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vey we conducted that showed that 
52 pet of the electric trains sold 
are sold for youngsters under the 
age of 5 years. The influence of 
fathers is certainly demonstrated 
here. 

This history of toys goes back 
many, Many years, probably as far 


as man’s history itself. Children 
of all ages have tried to imitate 
things; to make miniatures of adult 
life and experiences. 

While the early uses of toys were 
primarily for amusement, in more 
recent years it has been established 
that toys have educational values 








Selling in A Buyer’s Market 


Wholesalers listened to a three-man panel exploring the neces- 
sary sales techniques for meeting competition existing in a buyer’s 
market. 

J. C. Erwin, executive vice-president, Allison-Erwin Co., Char- 
lotte, N. C., aptly asked, “Is there any other kind of selling?” 
Today’s selling needs hard work, he said. He pointed out that there 
is too much talk and too little activity in sales training and sales 
promotion activities. 

He remarked that there were too many sales meetings, but too 
few that filled a need. He suggested that better screening be 
applied to manufacturers representatives, addressing sales meetings. 





Left to right: O. H. Mann, J. C. Egwin, and R. D. Warren 


R. D. Warren, vice-president, Stratton-Warren Hardware Co., 
Memphis, Tenn., said that the problem was that half of today’s 
salesmen and executives had never lived through a buyer’s market. 
The basics of a good salesman are, he said: 

Planning work to make more calls; to tell the truth and be fair; 
to work more than 40 hours; to be ambitious; to sell himself and 
his company; to render service. 

On the other hand, it is the duty of the salesman’s company to be 
efficient, and progressive in order to help the salesman, Mr. 
Warren said. 

Selling is a hard game, remarked O. H. Mann, vice-president, 
Higginbotham-Pearlstone Hardware Co., Dallas, Tex. It helps to 
have the merchandise and at the right price. 

In addition, service in shipping and billing must be provided. 
Filling an order is important, and the salesman must concentrate 
on selling the merchandise the house has. 

It is equally important, he said, to get the goods to the dealer the 
day the order comes in. Companies should also have one price in 
their catalogs, and their salesmen should be required to sell at 
that price. 
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far beyond the simple amusement 
aspect. - 

Prior to World War I, toys were 
largely imported. Dolls came al- 
most exclusively from Germany. 
Then slowly U. S. manufacturers 
entered the picture and eventually 
even dominated the doll business. 

During World War II, the im- 
portance of toys to the normal 
growth of children was acknowl- 
edged and they were officially de- 
clared essential. That marked the 
beginning of the real growth of the 
toy industry. 

While there are many manufac- 
turers of toys, it is interesting to 
note that the 440 members of the 
Toy Manufacturers’ Institute do ap- 
proximately 75 pet of the toy busi 
ness, 

An important element in toy sell- 
ing is the packaging of toys. 
American toy makers are devoting 
a great deal of attention to building 
eye appeal into their packages, 
while, in contrast, imported toys 
are usually not well packaged. 


While toys can be an important 
volume builder for the hardware 
wholesaler, they are also very im- 
portant to the dealer. Toys can 
develop a lifetime customer for a 
retail store. A youngster grows 
to learn of a store by buying toys 
in it, then as he grows older his 
interests turn to, perhaps, hunting 
and fishing, and then eventually to 
items needed for the home. The 
hardware store that originally sold 
this youngster toys stands in good 
chance of getting this later busi- 
ness. 

In building wholesale volume in 
toys, it is important that sales 
training meetings be held to pass 
along product knowledge to your 
salesmen. Since selling toys re- 
quires a good knowledge of the sell- 
ing points in order to do an ade- 
quate job, specialty toy salesmen 
are especially valuable. Most man- 
ufacturers of toys are always will- 
ing to cooperate with wholesalers 
in putting on sales training meet- 
ings. 

Dealer tey shows are also very 
helpful devices in building volume. 

Maintaining a firm price struc- 
ture is important in building vol- 
ume. Space for stocking toys to 
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HARTFORD 10, CONNECTICUT, U. S. A. 


-Time Sockets, Parts and Wre 


d sizes of the famed Billings Life 
Billings Life-Time line is easier to sell because each wrench is drop fo 


steel and recognized everywhere as “tops” in quality! When price an 


Produced—Packaged—Priced ‘exclusively for the hardware trade! Loaded with extra 
rofits and repeat sales for you because they contain only the 

most... you can’t beat a Billings! 

Buy’em from your Billings Wholesaler! 

THE BILLINGS & SPENCER CO. 


Quality Tools and Forgings Since 1869 
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HOLD-E-ZEE 


The Original 
AUTOMATIC GRIP 


SCREWDRIVERS 


Provide These 
Outstanding 
Advantages: 


@L0 K-BLOK ‘that makes blade 


twist and impact proof 


@ GRIPPER that snaps back— 
recedes deep into handle 
giving full blade use 


@ HAND GROUND BITS 
— special design fits 
both types recessed 
head screws 

PLUS MANY OTHER 
MUCH WANTED 
FEATURES 


| BACKED By 
F/ ~POWERFUL NATIONAL 
ADVERTISING. .. 


Saturday Evening Post + Popular Mechanics 


Popular Science Monthly 


FREE / sei-Fast Displays: Col- 
orful, attractive... just right for 
profitable volume without over- 
stocking. Ask your jobber. 


UPSON BROS.. INC.. ROCHESTER 14. N. Y. 
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...YET COST NO 
MORE THAN ORDINARY 
SCREWDRIVERS 








assure their being in dealers hands 
in the proper time is a problem 
that has not yet been completely 
solved. The seriousness of this 
problem can be better understood 
if you realize that a manufacturer 
must start making plans in July for 
the following year. Production 
then starts in December. In Janu- 
ary, February and March, the 


manufacturer’s plant is bulging 
with inventory. 

This is indeed a problem that 
needs to be tackled by the entire 
trade if a solution is to be found. 

Good toy sales can be made by 
wholesale hardware _ distributors 
today, by using a well trained, ade- 
quately posted staff, who will sell 
toys aggressively. 
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Thirteen Period Accounting 








by W. H. Terstegge 


President 
Stratton & Terstegge Co. 
Louisville, Ky. 


The calendar which has_ been 
handed down to us contains seven 
months of 81 days each; four 
months of 30 days each and one 
month of 28 days in three out of 
four years. Every fourth year this 
one month contains 29 days. 

We have also inherited from the 
time of Adam and Eve, a seven 
day week. February with 28 days 
is the only month that we have with 
no fractional weeks left over. 

There is an organization in ex- 
istence today whose sole aim is to 
reform the calendar by dividing the 
year into 13 periods of four weeks 
each, with one extra holiday at the 
end of the year and in case of leap 





year two extra holidays. I am not 
the least interested in reforming 
the calendar and I am not here to 
discuss that subject with you. 

But I do want to tell you of the 
many advantages that result from 
operating on the basis of 13 periods 
of four weeks each in a year. The 
company I represent has been op- 
erating on this type of accounting 
for 18 years and would not consider 
going back to a monthly basis. 

For the sake of clarity and not 
to cause any confusion we refer to 
each four weeks as a period rather 
than a month. Each one of our 
periods starts with a Monday morn- 
ing and runs for 28 days, all periods 
ending on Sunday midnight. 

The advantage of this method of 
accounting is of interest only to 
the top management of any com- 
pany. This advantage is entirely 
a means of affording a better and 
simpler method of comparison. 

For illustration, our company i: 
now in the fourth period of 1954. 
Our fourth period started on Mon- 
day, Mar. 22, and ends at midnight 
of Sunday, Apr. 18. 

At the first of each year we run 
several hundred mimeograph sheets 
showing the beginning and ending 
dates of each period, to eliminate 
any misunderstandings. 

We can compare our fourth 
period sales with the fourth period 
of last year knowing that there 
were exactly the same number of 
days in both periods. There were 
four Mondays, four Tuesdays, four 


HARDWARE AGE, APRIL 29, 1954 














sh ins 


urself 


holesal 


FACT 





ulging 






that 
entire 


q«=s GET THIS SPECIALIST 


butors 
d, ade- 


am 6 FO WORK FOR YOU NOW 










in, sen ma 









—-? 


Soo 
ee 


| 
im not | , 2b 2 \ ee rn \ & 2 
fees fi b «? 
ere to WAL: AL ce \ Wo RD 
2 3 a \\ 


of the A\ AYA 
pate 4 Serr 
eriods 
The : ‘ 
ntlees \\\s wy: — \ Seek Say 
nsider \" / . _ es ee ny, Rh ae ote 


eer” 


d not 

fer to ; ; he 
rather \ are \% \* = ve se ie se? 
»f our me Vee \ a \ ¥ ‘ Z . oo 
morn- 

eriods 


? 


od of 

ly to 

com- 
itirely © ie 
r and cae | Here’s a specialist thoroughly tested in selling cutting tools, 
n. é 
any is 
1954. own sales because it constantly reminds your customers of 
Mon- 
Inight Cash in now on the expanding do-it- 


to make more money for you. Standard Tool Pool creates its 


drills and other cutting tools they need. Reports show result- 
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2 complete lines for greater profits 


COLUMBIAN LEVELS 


COIVMBIAN VISES 


made and guaranteed 


and service. 


You can meet every level 
and vise need of every cus- 
tomer with Columbian— 


by a 


firm which, for over 65 years, 
has been famous for quality 











manent accuracy. 
@ Columbian Aluminum Level No. 524 








Extra value of 524 and 528 Columbian 
Aluminum Levels will boost your sales 





Metallic-sealed vials are used to eliminate drawn 
glass tip which is the largest source of leakage and 
failure. Vials are solid-set with special cement for per- 


D43% and D44 Workshop Vises 
are “do it yourself” best sellers 





























SPECIFICATIONS 
" Vise Jaw Jaws Pipe Vises 
No. Width Open Capacity Per Case 
D434 3" ° id Ve-1%," 6 
D44 4” 5” Ye - 2" 3 








The Columbian Vise & Mfg. Co. 


CLEVELAND 4, OHIO 


Sold through wholesalers only 























Wednesdays, four Thursdays and 
four Fridays. 


The periods which contain holi- 
days contained those same holidays 
a year ago. Likewise, we always 
have four weeks of expenses to com- 
pare with the same four weeks of 
a year ago. This comparison of 
sales and expenses is considered of 
great value to top management in 
controlling our business. We think 
the value of this control far out- 
weighs any extra trouble or incon- 
venience. 


All of our pay periods cor- 
respond to our accounting periods. 
All of our hourly paid employees 
are paid on a basis of a week which 
starts Monday morning and ends 
ordinarily with Friday night, or in 
the case of the watchman with 
Sunday midnight. 


All of our salaried employees are 
paid 13 times a year. When we 
agree to pay an employee a speci- 
fied salary per year, we divide that 
figure by 13 and give him one- 
thirteenth of it each four weeks. 


From an accounting angle, there 
is no pro-rating of salaries or wages 
from one period to another as there 
is with months that may end on anv 
day of the week. 


It is just as easy in computing 
12 taxes and depreciation to divide 
the annual amount by 13 as it is 
by 12. The same principle applies 
exactly to pro-rating insurance and 
other annual charges. 


We also render 13 salesmen’s ac- 
counting statements per year, 
figuring their sales just as they fall 
in our four week accounting 
periods. 


We run 13 trial balances per year 
on our accounts receivable ledgers. 
This being done of course, at the 
end of each one of our accounting 
periods. 


Statements, however, are sent out 
on the first of each month. Only at 
the beginning of the year do we run 
trial balances and statements at the 
same time. During the balance of 
the year these two events do not 
come together and we believe it is 
easier on the accounting depart- 
ment. 
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Get More Profitable TOOL Business with 
these 2 Great NONE BETTER Sales Makers 


ith ie: peqaammm ) "| | 





Take your choice ... a complete Tool Department in 
a sales-handy Floor Rack Display, or a Junior Tool 
Department on eye-catching Action Boards for wall 
or counter. Either way, you're in business. . . a money- 
making Hand Tool Business tailored to fit your store 
and boost your profits! 


These NONE BETTER Displays are designed to 
sell Tools for you. Simply choose the Assortment 
you want, the right size for your store, then get set 
for SALES. Handsome Display Rack with ten popu- 
lar Sets (5 alloy steel—5 carbon steel) and 90 fast- 
moving Tools. Action Boards display the fastest- 
selling individual Tools from the NONE BETTER 
Line. Let your customers SEE ’em—they’ll WANT 
‘em... BUY ’em. 








Get your share of the money-making Hand Tool 
Business. Write today for details and sales-active 
prices! 




























THE NEW BRITAIN MACHINE CO., NEW BRITAIN, CONN. 
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Handling of Returned Goods 








by R. J. Ogilvie, Jr. 
President 


Ogilvie Hardware Co.., Inc. 
Shreveport, La. 


As wholesale hardware businesses 
go these days, ours is a compara- 
tively small operation but I pre- 
sume that this particular problem 
is a problem no matter how large or 
how small one may be. 

We only travel 12 men and we 
deliver about 90 pct of the mer- 
chandise we sell on our own trucks, 
the remaining 10 pct being shipped 
via common carrier either F.O.B. 
Shreveport or with full freight al- 
lowed depending on the territory 
into which the goods are going. 

As a general rule, goods are re- 
turned to distributors for one of 
the following reasons: 

The dealer orders incorrectly at 
the outset or changes his mind about 
what he had ordered after the ship- 
ment has left the distributor’s 
warehouse. 

The item ordered was defective 
or damaged when received. 

The distributor made an error in 
filling the dealer’s order as unfor- 
tunately can happen only too often. 

The very thought of returned 
goods is rather nauseating to all in 
business because, first of all there 
is no profit to be made on what 
comes back to stock. Secondly, there 
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Returns can becut down by train- 
ing salesman to handleas many of 
their complaints as possible in the 
field. Returns are 112 pct of sales 


is a very definite item of expense 
in the handling of returned goods. 

In years gone by, our company 
has tried to make a handling charge 
on goods that came back; that were 
returned through no fault of ours. 
But we found out that this like a 
number of other such charges 
rubbed the average customer the 
wrong way, so we finally just con- 
sidered this as another cost of doing 
business item that now we handle 
free. 

Our truck drivers, however, have 
very definite instructions not to 
pick up one single thing from a 
dealer unless they have a pick-up 
order from the house, and further- 
more, no returned goods just “fired” 
into us will be accepted. 

We have also issued instructions 
to our salesmen. We have tried 
to educate our déalers that when- 
ever they want to return something 
to us to just drop us a line, or bring 
the subject to our salesmen’s at- 
tention, listing the items, giving 
their reason for the return. Last 
but by no means least we request 
the invoice date covering said item, 
showing when it was charged out 
originally. 

We have two very definite reasons 
for requiring this invoice date. 
First, when the item comes back to 
the warehouse and the return slip 
reaches the hands of the clerk in 
our bookkeeping department who 
actually makes out credit memoran- 
dums, he has to refer to the original 
charge sheet to be certain of the 
price charged at time of sale. 

If we didn’t do this, we might 


give a dealer credit for the “case 
lot price,”’ when he had only bought 
“one only” or vice versa. 

Second, we are sometimes asked 
to take back something that was 
not bought from us. 

Therefore, when the dealer 
wishes to return something to us, 
he either contacts us directly or 
makes his request of our salesman, 
furnishing us with the pertinent in- 
formation. 

We then issue a pick-up order to 
our shipping department, and when 
our truck is next in that dealer’s 
city, it picks up the item and it is 
brought back and turned over to 
our receiving clerk. The receiving 
clerk then makes out a return slip 
in duplicate and sends the original 
to the clerk who handles returned 
goods. 

If there is nothing wrong with 
the item, it is promptly sent to 
stock. If it was damaged in ship- 
ment on our truck, then we have to 
secure the necessary part or parts 
at our expense, to render it sale- 
able, fix it, and then put it in stock. 
That is one of the joys of being in 
the trucking business as well as in 
the hardware business. 

If it is an item that is defective 
in manufacture, it is placed with 
other defective items and a claim is 
made against the manufacturer for 
credit or replacement by our re- 
turned goods clerk. 

When our returned goods clerk 
is convinced that a credit memo- 
randum is in order, he promptly 
sends a memorandum to our book- 
keeping department, and a credit 


HARDWARE AGE, APRIL 29, 1954 

















MA TT 








TTT 





2antion 


“case 
ought 


asked 
t was 


‘aler 
to us, 
tly or 
sman, 
ant in- 


der to 
when 
paler’s 
1 it is 
ver to 
eiving 
n slip 
iginal 
urned 


> with 
nt to 
ship- 
ave to 
parts 
. gale- 
stock. 
ing in 
as in 


ective 

with 
zim is 
er for 
Ir re- 


clerk 
nemo- 
book- 
credit 


, 1954 












COLORWARE ;_ 




























































Ma 


“ 
Usd 1) 








110 €E. 



















At last—you can now feature the 
LUXURY of “CHROME”. . 
VOLUME pricing. NATIONAL CAN— 


. at MASS 


long the leader in housewares 

—has put their mass production 
techniques to work and has come up 
with this new line of Colorware 
“CHROME” Kitchenwares. Luxurious, 
brilliant chrome is accented with 
“brushed” banding and contrasted 
with gleaming black tops. 

For VOLUME SALES—of items formerly 
out of your price range—STOCK— 
FEATURE and DISPLAY the complete 
COLORWARE line of CHROME 


Kitchenwares. 


Housewares Division 


IONAL CAN 


R PO R A T 1 
42nd., St., New York 17, N.Y. 








PROTECTS Apartment and Home from ‘ 
-.» UNWANTED CALLERS # 





































BEAUTY and PROTECTION 
for EVERY APARTMENT 
and HOME 


More than just a handsome, melodious, 


double tone door chime . . . SNAPIT Vu-All 
incorporates a remarkable development in 
optical engineering that allows the resident A 
to easily see who is calling without fear of 
being seen. The resident simply looks th 
through the magic-like wide angle lens to 
: Pp’ 
see who is at the door. di 
t 
The sNaPiT Vu-All features a handsome 
brass colored front piece with a name plate T 
holder and luminous push button, as well di 
as a decorator styled chime case. Easy in- 
stallation, no batteries or wiring needed. fu 
Vu-All opens a market of thousands of © 
apartment house residents and home owners ov 
who want the beauty and protection that 
VU-ALL has to offer. W 
lo 
ALSO AVAILABLE E 
... SNAPIT 
yc 


The 
NON-ELECTRIC DOOR CHIME 2930 | 


for ¢ TELY In styling and quality the same as the Vu-All illus- 
compte pL.oc trated above only without the magic-like viewer 
lens. All mechanical, no wiring or batteries nec- 


write to essary. 


CABLE ELECTRIC PRODUCTS, INC. provivence 7, R. 1. 
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-»-the one you got the day you wanted it! 


All right, we’ll skip the arguments about which of 
these two cap screws is the best... though we can 
prove that one is better because of the Kaufman 
double-extrusion Process and many other factors. 


The BIG DIFFERENCE, if you ask long-time Clecap 
distributors, is the Clecap organization that cheer- 
fully “breaks its neck” to get you what you want 
exactly when you want it. An astonishing record 
over the years! 


Why not enjoy the comfortable worryless feeling a 
lot of wholesalers get by standardizing on Cleveland 
Fasteners? ... and put the cap screw problems of 
your customers up to Clecap? 


The Cleveland Cap Screw Co. 
2930 EAST 79TH STREET * CLEVELAND 4, OHIO 


VUlcan 3-3700 TWX CV42 


WAREHOUSES: CHICAGO « PHILADELPHIA *« NEW YORK 
PROVIDENCE « LOS ANGELES 


ae T83 
Originators of the Kaufman (UH process 
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memorandum is made and mailed 
out to the customer. 

In the case of the 10 pct of our 
goods sold that are shipped via com- 
mon carrier, we handle them very 
much in the same way as goods de- 
livered by our own trucks, with the 
possible exception that the customer 
must prepay the freight back to us 
unless the mistake was ours orig- 
inally. Then we of course absorb it. 
In all cases we require that the 
goods be returned in their original 
shipping containers, except under 
unusual circumstances. 

I frankly feel that this rather ex- 
pensive problem can be solved in 
eight out of 10 cases by the sales- 
man in the territory. I feel that 
way because we have salesmen who 
on every day’s orders have from one 
to three requests to pick up items 
for various reasons. We naturally 
follow those salesmen’s requests 
and the goods come back. 

On the other hand, we fortun- 
ately have some salesmen from 
whose territories we very seldom 
get requests to bring back merchan- 
dise. The reason for this is because 
when the particular salesman has a 
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situation brought up to him he 
handles it on the spot. 

If, for instance, the dealer has 
received a gas heater with a broken 
back wall, he will tell the dealer he 
will appreciate it very much if he 
will just allow him to secure another 
back wall promptly, either from our 
stock or from the factory. Then 
upon receipt of it, in just a few 
moment’s time and at very little ex- 
pense, he can install the new back 
wall and the heater will be as good 
as new. 

If the problem is one where we 
have possibly shipped a man the 
wrong size or the wrong color, if 
the dealer just will not accept it, 
the salesman can pick the item up 
and dispose of it to some other ac- 
count in his territory, possibly on 
the same day. 

In so doing, he will naturally 
write up another charge sheet 
against the customer with whom he 
has left this item, double check it, 
and mark it delivered, sending us 


a memorandum to send a credit to 
the customer from whom he picked 
up the wrong item. 

Then everybody is happy, and we 
have been spared the ordeal of haul- 
ing the item back, and putting it 
through returned goods channels. 
This procedure, of course, cannot 
be employed on large items such as 
a gas range or an attic fan. 

This problem can be licked, or 
certainly cut down considerably, by 
training territory salesmen to han- 
dle as many of their complaints as 
possible in the field. This takes time 
and is troublesome to the salesman 
who actually is supposed to be sell- 
ing goods. 

On the other hand, I look on it as 
part of his job, and most salesmen 
will be glad to try to be that coop- 
erative with their house if they are 
asked to do so. 

Our total returns last year were 
1% pct of sales. I do not know 
whether this is high or low. 


Inventory Control 
(Continued from page 67) 


On the fast moving seasonal 
lines, and lines on which we must 
be sure that sales are directed 
through proper channels, we re- 
quire that the orders be approved 
by the department manager in- 
volved before the order is filled. 

He keeps an inventory record on 
his desk, and deductions are made 
as the orders are approved. In 
this manner the department man- 
ager has a constant inventory of 
those items and lines before him. 

On some lines of power equip- 
ment repair parts, we use a card 
system which is maintained by the 
warehouse men. In other  in- 
stances, the warehouse men make 
daily reports to the department 
manager of goods sold and the in- 
ventory control records in the of- 
fice are posted from these reports. 

However, these exceptions to 
our general system are few and 
the detail of maintaining these 
records is not as burdensome as it 
may sound. 
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Although we have experimented 
with perpetual inventory systems 
in some departments, we have not 
found that they have sufficient ad- 
vantages over our system to jus- 
tify the added expense. This is 
probably due to the fact that our 
business is more completely de- 
partmentized than some other 
businesses. 

Under our procedure our de- 
partment managers not only buy 
the items and lines handled 
through their respective depart- 
ments, but they are also responsi- 
ble for the sales promotion of 
those items and lines. We find 
this system more effective than 
having a central purchasing de- 
partment and a sales promotion 
director. 

Due to the scope of our stocks 
and service, it would be rather 
difficult, if not impossible, for one 
person to acquire the product 
knowledge of our varied stocks to 
direct properly our entire sales 
effort. 

Generally speaking, we use a 


printed form on which we take 
actual physical inventory as the 
basis for our purchases. When 
completely filled out, this form 
shows quantities on hand, date of 
last purchase, and quantity of 
each item or size sold since last 
purchase. A column is provided 
for quantities to be purchased and 
our purchase orders are typed 
from these forms. 

On seasonal items or lines, we 
compile on these forms our sales 
for the entire previous season 
rather than sales since last pur- 
chase. This information combined 
with our analysis of the outlook 
for that line during the coming 
season enables the buyer to gage 
our purchases for that season. 

The information on these forms 
enables the department manager 
to spot the slow moving items or 
sizes in a line and to spur the sales 
effort on those items and sizes. Or, 
to discontinue them entirely if 
they prove unprofitable. 

After this form is completed, 

(Continued on page 94) 
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ry US.,,, the JOHNSTON Line 


f precision-made reel and rotary power and hand mowers 
... backed by 40 years leadership in the lawn mower field. 





THE LAWN PATROL THE JOHNSTON ROTARY THE CRUISER THE ELECTRIC ROTARY ALL-STEEL HAND MOWER 
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SELLS FASTER 
BECAUSE IT SPRINKLER 
PERFORMS BETTER! 


$998 (= 
Compare it with 3 a p 











25 foot length 
covers a rectangular area 
25 ft. long by 25 ft. wide 














50 foot length = my 
covers a rectangular area 
any other Hose ~~ @ THE FASTEST SELLING 
$ 98 SPRINKLER, and no wonder! Look at 
5 the package! The bright, appealing 


lustre of high purity virgin plastic, the 


+ 
and/or Sprinkler 
p eC PRICES INCLUDE STORAGE REEL sturdy reel, and the tell-all story on 
' the colorful package streamer combine 
AND 0) DER NOW e to sell SUPPLEX for you! 















REINFORCED 
GARDEN HOSE 


a a 


@ THis TIRE-CORD 
REINFORCEMENT 
makes SUPPLEX so tough 
you can shut it off at 
the nozzle and leave 
under full pressure 
in the hottest sun 
for days! 











@ THE STURDY FREE 
GARDEN HOSE REEL 
clinches the sale for you! 
And it really is a sturdy 
garden hose reel, not 
just a holder for a hose. 
You reel out the hose 


@ LOOK AT THE NEW SUPPLEX HOSE easily and wind it up 
PACKAGE—bright, lustrous, colorful! An All again without struggle. 
Plastic, Reinforced Hose packaged on a sturdy 
FREE REEL! And the colorful package streamer 
sells SUPPLEX for you! 


©1954 SUPPLEX CORPORATION 
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(2) FOR COVERAGE—WE HAVE YET TO SEE THE 
EQUAL OF SUPPLEX: 1,000 square feet at 25 pounds 
pressure. THE PATENTED TRIPLE TUBE CONSTRUCTION* 
makes SUPPLEX always lie flat and spray upward only, 
preventing damaging downward jets. 





@ NEW ELLIPTICAL 
SUPPLEX COUPLING 
(Pat. Pend.) Solid Brass, 








NG Nickel Plated,—one more 

ok at example of SUPPLEX 

aling product superiority! 

, the 
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CORD © ALt PLASTIC 
WENT CONSTRUCTION 
otough MAKES SUPPLEX 
off at % lighter than the old- 
leave fashioned rubber hose. 
essure So light a child can pick 
st sun 


up 50 feet of hose with 
one hand, FREE REEL 
and all. 





@ NEW SUPPLEX 
REATTACHABLE 
COUPLINGS can be 
tightened or retightened 
easily to prevent leaks. 
SUPPLEX SERVICE KITS 
are available to make 
tailor-made hose lengths 
and repair accidental 
damage. 














STORAGE REEL pro- 
vides for easier han- 
dling and longer life 
for SUPPLEX. 

SUPPLEX is the only 
triple tube sprinkler 
packaged on a reel. 


2) © THIS sturRDY 






@ HARDENED 
SPRING STEEL 
FLUSH-OUT CLAMP 
We purposely do not put 
a coupling at the flush- 
out end: To attach two 
or more sprinklers would 
seriously reduce proper 
coverage and soil pene- 
tration. 

SPLICING AND REPAIR KIT RKS-1 available, consisting 
of Reattachable Male Coupling, Reattachable Female 
Coupling and End Cap with Washer. 


*U. S. Pat. 2,621,075. Other Pats. Pend. 


SUPPLEX ADVERTISING BUILDS YOUR SALES IN 


Better Homes 


and Gardens 


The Saturday Evening 


POST 


House Beautiful 






















rortran 


OMOMCKOMON RORVITD) DAY ALE 


“AMERICAN 





HOME 


—and Newspaper Garden Sections 


Order SUPPLEX Sprinklers and Hose 
from your jobber’s salesman now! 


SUPPLEX CORPORATION 


dustrial Synthetics Corporation 


GARWOOD, NEW JERSEY 


"Prize Package’ 
¢ Fast Selling 
¢ Profit Making 
e Easy Stacking 


A standard size 
pressed tray barrow 
in one package 
5 ad 





CHATTANOOGA wheELsaseow CO 
MATIANOOGA THe 





Ont VOY wHEneantOow 


We are also manu- 





facturers of other 
fast profit makers 
® . All sizes and 


shapes of wheel- 


QUALITY! barrows, concrete 
ENDURANCE! carts and ware- 
STRENGTH! house trucks. 


ea Var-\, [ole c7.\ 


WHEELBARROW CO. 
CHATTANOOGA, TENN. 
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Inventory Control 
(Continued from page 90) 


and before typed into a purchase 
order, it is referred to the acting 
head of the business for approval. 
Thus, the management is kept 
posted, not only as to our pur- 
chases, but also as to compara- 
tive ratio of sales on each item, 
and can consult with and advise 
our department managers with un- 
derstanding on our buying and 
selling problems. 

We have ten departments. These 
are: hardware, industrial supply, 
machinery, sporting goods, electri- 
cal and radio, plumbing and heat- 
ing, automotive equipment, marine 
supplies, builders hardware, 
housewares and toys. Each de- 
partment is supervised by a man- 
ager and one or more assistants. 


This arrangement not only gives 
us the benefit of multiple think- 
ing in compiling our purchasing 
and sales ideas, but also enables 
the department managers and 
their assistants to make personal 
calls on key accounts. On these 
calls, they sometimes accompany 
our salesman, other times they go 
alone. 

We feel that such contacts are 
of great benefit to us, both in our 
buying and our selling. They en- 
able our administrative people 
personally to meet and know the 
customers with whom they must 
frequently communicate, either by 
telephone or letter. 

They add prestige to the work 
of our sales representatives with 
our customers, and they give us 
first-hand information concerning 
the customers’ operations; what 
they are buying in what quanti- 
ties and from whom, and what are 
their plans for the future. 

Furthermore, copies of all orders 
sent in by our outside salesmen 
are seen by all department man- 
agers and such assistants as are 
involved. These copies give them 
a pretty clear picture of what each 
salesman is doing with the items 
and lines handled through their 
respective departments. 


As an additional aid to our buy- 
ers, we furnish our order clerks 
with pocket memorandum pads 
with perforated sheets. We ask 
them to make notes each day on 
items short on orders they fill, and 
items on which they notice our 
stock is getting low. 

These reports are turned in 
daily and are referred to the de- 
partment managers for attention. 
Frequently, of course, items on 
these reports have already been 
ordered. It is merely another step 
toward better inventory control. 

Also, we encourage our depart- 
ment managers and assistants to 
tour our stock rooms and ware- 
houses regularly. This gives them 
helpful knowledge as to the condi- 
tion of our stocks, and of items in 
stock which may have been robbed 
of parts, or which are in other- 
wise unsalable condition. 

The prime advantage of a card 
system for us would be the facil- 
ity of knowing the exact quantity 
of a given item we have in stock 
at any time, allowing of course for 
the element of error. 


Our form gives our buyer ac- 
curate information as to actual 
stock on hand; stock previously 
ordered but not received; sales 
since our last purchase, and goods 
already sold against stock being 
ordered. 

We take actual physical inven- 
tory of our entire stock the latter 
part of December each year. Each 
month thereafter we add all in- 
voices received during the month, 
and deduct sales for the month at 
cost. 

Thus, our monthly profit and 
loss statements give us about as 
accurate a picture of our inven- 
tory in dollars and cents as we be- 
lieve can be developed, without, of 
course, taking physical inventory. 
We can readily tell whether our 
inventory is in proper proportion 
to our sales. 

Our inventory turnover in 1953 
amounted to 6.33 times. These fig- 
ures are encouraging to us and we 
believe they justify our feeling 
that our system is working satis- 
factorily. 
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Washington Scene 


(Continued from page 72) 


of expenditures for Indo-China, but 
this present administration is de- 
termined to reduce our regular war 
expenditures to $32 billion a year. 
They will come down $12 to $14 bil- 
lion more. 

What does that mean in terms of 
unemployment? You know better 
than I do. If you don’t like it and 
want more than that spent on war 
material, elect another administra- 
tion. But this administration, what- 
ever its fault, will play square with 
you and represents, in my belief, 
one particular philosophy of govern- 
ment, and gives you a clear choice 
between that and another philos- 
ophy of government. 

In our country now there are two 
great political parties, and I hope 
they both remain very strong and 
continue to value freedom. The two- 
party system we must have, with 
each party capable of taking over 
the government and giving us a 
choice between ways of government. 

Mr. Hall, Chairman of the Repub- 
lican National Committee, and Her- 
bert Brownell are the two men most 
concerned with politics. They have 
a single purpose—to make the Re- 
publican Party strong enough’ to 
win elections in 1954, 1956 and 
1960. They have the singular pur- 
pose of keeping Republicans in 
power 16 years. They think it is 
necessary to keep Republicans in 
power 16 years in order to balance 
the government. 

The Democrats had it for 20 
years, during which most every 
member of the judiciary became an 
appointee of the Democratic ad- 
ministration. Most of your federal 
employees became appointees of the 
Democratic administration. So Mr. 
Brownell and Mr. Hall have the 
single purpose of making their 
party strong enough to win elec- 
tions in 1954, 1956 and 1960. 

Gen. Eisenhower, I think, will 
be a candidate for re-election in 
1956, and will be re-elected by one 
of the largest majorities in history. 
That has little to do with politics. If 
there should be a war, or depression 
or anything extraordinary happens, 
you might see a defeat for the in- 
cumbent president. But the most 

(Continued on page 100) 
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FATHER'S DAY 
ITEM IN YEARS 
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with the 
DOUBLE-DUTY 
FLASHING BEACON 


Serves as a taillight 


. $10.50 
$ 9.95 


oy -F- 1 -te Mm =1-t- laa Meiiielel-1mmn [emma sy 
Standard Bulb Model No. 104 


ess Standord Lantern Battery 


NATIONAL iN . 
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ADVERTISED | § r 


\ Pe ; 
COR FATHER'S DAY hid : 


Once again U-C LITE is FIRST WITH 
THE BEST! Unlimited is the only 
word to describe the sales potential 
for this unusual, new Big Beam 
profit-maker. Has all the built-in features of quality design and 
construction that have made BIG BEAM America’s outstanding name 
in portable electric hand lamps for outdoorsmen, motorists, farmers, 
and home owners. 


Tie in with this great promotion s 


IN Gown-position 







or tower beacon 
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YOU YOUR | SELLING] YOUR 
order & lamps and get: ORDER | cost | PRICE | PROFIT 
Model 
ye FATHER’S DAY AD MATS No. 164] $18.90 | $31.50 | $12.60 
% COUNTER DISPLAY Model 
sk WINDOW STREAMER No. 104] $17.91 | $29.85 | $11.94 
%& PRODUCT LITERATURE TOTAL | $36.81] $61.35] $24.54 




















Above prices slightly higher in Canada. Prices 
do not include standard lantern batteries— 
which means additional profits for you. When 
ordering, specify: FATHER'S DAY PROMOTION, 


Hard-hitting Father’s Day Ads 


PLU, in Outdoor Life, Esquire, 


The American Family, and Southern Outdoors 


U-C LITE manuracturine co. 
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IT SELLS 


7 out of 10 


*F A dozen dealers report this. 


Fingertip control of reel, drive, 
, and speed, walking or riding. 


One even reports 10 sales out 


of 10 — incredible as it sounds. 


‘alanieniontaniententententer™- ante 








Dual face auto type 
clutch. Chrome-moly 


| 

| 

| 

| 

b steel shaft. 
——_-—es ee 











Differential — power 
on zig-zags, circles, 
uphill or down. 


| 
| 
| 
| 
iene iad i idoosenms 





~~ 
| 
| 
| 
| 

, | 


Heavier steel, welded with NICKEL 
Samm '§ = to withstand terrific shocks. 
\, 


N cme ee 
\, 





Steel welded box frame — imperative 
to withstand mower abuse. 





Dual wheels for better traction, maneu- 
verability. No skid marks. 


| 
| 
| 
| 
| 
| 
| 
L 


—————————{% 


+. 


21” power mower shown here 








Grass catcher baskets. 


| 
| 
| 
| 
| 
22 ga. galvanized metal _| 
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Today, above all else, customers are demanding value, and when you 
can prove value, a sale is usually made. We say King O’Lawn is the 
best value and the best equipment made — what's more, we offer as 


proof the check-tag which compares it with five top selling brands. 


With this tag you can prove value to your customers 


Study the part of the check-tag shown below and judge for yourself. 


iS. 

Send for a complete one, then you'll be sure King O’Lawn Power 
ut ' , 

Equipment is best for your customers. 
1s. 


26” Power Mower 





REEL TYPE POWER MOWER CHECK-TAG COMPARISON 
(Checks ({#) indicate superiority) 
























































FEATURE King O’Lawn Brand “A” Brand “B” Brand “C” {Brand “D" 
Size (swath width) rf 26” 21” or 20” 27” 21” 24” 21” 
Grass against trees, 
walls, left for P "4 
hand trimming wt a) ay" _2wivr_ ee ww ay" 
= Reel wider than 
wheels to overhang 
= flower beds yesW att no no no no yes yes Y no 
Independent reel oe - 
and wheel drive wits yes” | no no no no i yes4| no 
Reel-spider NICKEL NICKEL® steel steel 
fasteners welded _ welded | riveted riveted | riveted riveted | welded weldedj _ riveted 
th NICKEL Welded steel frame yesW_ yes no no no no partly _— partly 
RR ee ee TS oe art 5 
S. All chain drivers yesW yes no no no _—so no no 
| Differential—for 4 if 
power while turning  # yes) no no no yes ds yes 
Automotive type clutch} dualW dual single | single — single a 
__ facing for longer wear} _ face face no no no only only only ee = 
Low limit height 4 ” eer ae 
adjustment Ye” He" y,” ¥%” y," ¥%" SAe” she” y,” 
Top limit height "4 
adjustment aye, 34") 2%" 2%" | 2%" 2" | 2%"  2%e"| 3” 
Dual drive wheels yesW yes no no no no no no 































Dual lead wheels yesW_ yes no skids | no —_-no_| single — single , 10 
Maneuverability nolift¥ nolittw lift | lift lift lift nolift¥ no int lift 
4 Cycle motor, yesW yeswf yes 7 yes yes¥ yes NO NO] yes¥, 











4 


Tired of double-dealing tricks? Then write, wire, or phone 
for our clear-cut dealer or distributor plan and a complete 
check-tag. And too, we'd like to demonstrate our equip- 
ment for your approval. 


Riding sulky 
(for either 
mower) 





renew en Ss 
Se oaaeneelllientarementilimemeattteentinemaa 


5216 Chakemco St., South Gate, Calif. Telephone LOrain 7-2351 
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Arms and Ammunition 
(Continued from page 70) 


by wholesalers. Of this, firearms and ammunition to- 
gether were shown to be by far the most important 
classification, accounting for 42 pct of the total sport- 
ing goods volume. 

In the case of some 60 wholesalers covered in the 
survey, sporting firearms and ammunition were the 
only sporting goods handled. 

In view of these facts, it’s a safe conclusion to say 
that any success distributors and manufacturers 
have in the distribution of firearms and ammunition 
depends first on the success of the dealers we serve. 
Much, then, can result from our intelligent assistance, 
ability and aggressiveness in helping the retailer to 
improve his selling methods. 

Notable progress has been made by wholesalers dur- 
ing recent years. Old ideas about the firearms and 
ammunition business have been discarded in favor of 
sound, up-to-date sales, buying and merchandising 
policies. 

New promotional ideas, additional manpower, use of 
specialty salesmen, trailers, showrooms, improved 
dealer shows, are some of the outward signs of the 
progress and attention being given to these products. 

However, to complete the selling job, a new element 
needs to be added to what has already been done: that 
is effectively to extend our sales effort to the retail 
counter, reinforcing customers with plans, ideas and 
materials that will help them move the merchandise 
over-the-counter to the ultimate consumer. 

Concentrate on helping dealers with their number 
one problem—store traffic. 

Generally speaking, the devices and plans that are 
available to attract store traffic, can be divided into two 
groups. In the first are local newspaper and direct 
mail campaigns. 

When a dealer adds his local prestige to that of a 
national advertiser, you have a combination that is 
hard to beat. Scores of mats, electrotypes and very 
attractive direct mail materials are available to the 
dealers who will use them. Here again, your sales- 
men need to be intimately acquainted with the tool: 
required and available for this type of selling. 

In the second group there is rather a long list of 
store promotion plans which have been tested; that 
have shown that they can stop people and bring them 
in. Foremost among the traffic builders are attractive 
windows. 

In addition to devoting an entire window display to 
firearms and ammunition each Spring and Fall, there 
are many occasions, vacation, graduation, Father’s 
Day, and the Christmas season, when it will pay a 
dealer to give these products a prominent place in his 
window. Such staple items as 22 rifles and ammuni- 
tion should always be on display as they are volume 
sellers throughout the year. 

Practical suggestions for store promotion and a list 
of the materials supplied by manufacturers should be 
a part of the sales kit of every salesman who is alert 
to assisting dealers in building store traffic. The field 
of possibilities ranges all the way from store demon- 
strations, consumer contests, lay-away and time pay- 
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o 
ment plans to give-aways such as paper targets, shoot- 
ing instruction booklets, free plans for rifle ranges, 
trap and skeet fields. 

In the same category would be promotional activity 
among Boy Scouts, Service Clubs, 4-H, Sportsmen 
Clubs, and Schools in the interest of developing young 
shooters and training them in the proper use of fire- 
arms. How, when and where to use these traffic build- 
ers depends, of course, upon a number of local factors. 

However, the salesman well versed in the techniques 
of selling ideas is usually able to evaluate local condi- 
tions and come up with a tailor-made suggestion that 
will click in a particular situation. 

The third essential worthy of your time and effort 
is sales training. It has been proven, time and again, 
that the more a salesman knows about a product, the 
better job he does in selling it. 

The wholesale salesmen who build a real following 
in their communities are those who frequently pass 
on proven merchandising ideas to their customers. 
The retailer expects a salesman to come in and ask 
for business, expects him to go over the want book, 
but if he also brings in practical, workable, merchan- 
dising ideas, he performs a service that puts him 
head and shoulders above the average. 

After all, what the retailer really wants to know is, 
“how can you put dough in my cash register,” and the 
creative, merchandising-minded salesman tells him. 

Every man calling on retail outlets should have 
a clear cut program to follow, including definite sug- 
gestions to offer as a means of boosting that dealer’s 
firearms and ammunition business. 

Here’s a partial list of things you might consider 
using: 

1. Product manuals that deal with the specific sales 
features. 

2. Merchandising manuals in which the fundamental 
principles of good merchandising of firearms and am- 
munition are explained and illustrated. 

3. Bulletins for retail merchandisers as a part of 
continuous training. These contain authoritative in- 
formation on products, on the latest news on merchan- 
dising and on the shooting sports. 

4. Slide films depicting the sales features of new 
and important additions to the firearms’ line. 

5. Motion pictures which help visualize what mod- 
ern merchandising can do for the average store. Such 
films illustrate the use of modern sales tools and tech- 
niques as the key to merchandising for profit. 

6. The assistance of factory representatives at your 
sales meetings. 

7. Catalogs giving complete detailed specifications. 

8. Wide variety of booklets on the shooting sports 
that will give a salesman a well-rounded education on 
firearms and ammunition. 

Another reason for active merchandising and sales 
training is that enthusiasm for selling a given product 
springs from an intimate knowledge of that product. 
As a man adds to his fund of knowledge, his selling 
effectiveness increases accordingly. The training aids 
and assistance outlined will speed up the process. 
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? Until JU 


i if you'll put it 
end | IN YOUR WINDOW... 





n that d : ) ’ 

mn | and ‘steal’ thestreet! 

“po One free Handilite with flashing 
display given in each “Special 

— Six” package to launch greatest 

seners. Promotion in Lantern History! 

id ask 


book, You Pay For 5 @ $4.17 $20.85 
awl Get and Sell 6 @ $6.95 $41.70 














s him 
/ 
Your PROFIT 50% $20.85 
ow is, 
id the It’s an actual fact! To get all dealers “set” for the big spring and 
rime summer buying season ahead — to get a F-l-a-s-h-i-n-g Handilite 
Z Display in the store windows throughout the country — we are 
have actually going to give our dealers one free Handilite with each five 
2 sug- purchased, in our SPECIAL SIX PACKAGES, including the 
saler’s Sales-making Display Card shown below. Complete with Electric 
Outlet Intermittor Cord that lets the dealer plug a Handilite into 
the nearest electric outlet to flash its message and stop trafic 24 
nsider hours a day at a cost of only pennies a month! Read! 
a TOP AZAZHEF RED WARNING LIGHT 
nental hile white b flood k 
: while white beam floods work area! 
am- Actually works as 3 different lights at a turn of the switch! First turn of the 
4-way switch sends red flasher unit blinking automatically — ON-OFF, ON-OFF. 
CAN BE SEEN A MILE AWAY to warn oncoming traffic. Next turn. On comes 
irt of broad flood of white light as well. ILLUMINATES EVERYTHING WITHIN 
: * : . 1,000 FEET. Red Flasher continues to blink., Third turn. Off goes red flasher, 
ve in- This beautiful four leaving only white lantern light operating. Fourth turn. All off. 
‘chan- color traffic-stopping, 
wslermoking to! Lantern of a thousand uses! ! 
- new h-i-n-g rll ~~ Every car owner, truck and fleet operator, sportsman, va- 
cluded in every cationer, hunter or fisherman — everyone — wants a HANDI- 
LITE on sight. The one perfect Emergency Lantern. Works. 
mod- HANDILITE “SPECIAL as a sport lantern... a trouble light . . . for vacationing, 
SIX” PACKAGE touring, camping, fishing, hunting . . . for use in the car, 
Such at home in the city or the summer cottage, and on the farm. 
No other Lantern ever offered can match these NINE Fast 
tech- Selling Features: 1. Polished, All-aluminum Construction. 2. 
One-piece, no seam lantern body. 3. Non-tipping stand-up 
base. 4. Lightweight black plastic handle. 5. Black Plastic 











your Switch Knob, threaded. 6. Plastic, Ruby-Red threaded Cover 
Lens. 7. Sealed, rem@wable, mirror-finish reflector. 8. Mirror- 


finish Top Light Reflector. 9. One-piece mechanism. 
tions. : THIS in% Sty Y MAY SAVE LIMITED OFFER! Call your favorite Jobber Salesman 
x now and tell him you w ‘ant to get in 
sports a a4 a UR on the Special Handilite Promotion. Order the “Special Six” 
yO Package, including six Handilites, Display Card, Electric Out- 


) 








on on let Intermittor cord and two-color Window-streamer. Get six! 
Pay for only five! You get one HANDILITE Lantern FREE! 
- . Ao Make an extra $6.95 clear profit on every “Special Six’ 
sales ; ‘\, ‘D |! | | ? deal from now to June 30th. A full 50% discount based on 
duct = JJ 4 ge: for the SPECI/ .~ SIX PACKAG E during the period 
c of this big ‘Steal the Street’? Lantern Promotion. If your 
duct ne te faite tha a thousand Uses Jobber doesn’t have the “deal” as yet, send your order direct 
auct. to us with his name — today! 
elling 
- aids Colorful, eye-catching Window Streamer tells ECONOMY ELECTRIC LANTERN Co. 
3 the public you have HANDILITE. Included (World’s Largest Exclusive Manufacturers of Portable Electric Lanterns) 


in every “SPECIAL SIX” PACKAGE. 816 N. 6th Ave. Sturgeon Bay, Wis. 
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merica’s NO. 1 Line 
2S IN DEMAND! 


A 
a 
FIRST In SALEs: 
Fi 


RST IN QUALITY! 


GLASWIK- 


outlasts ordi- 
nary kindlers 
4 to 5 times 


a full line for oil stoves and ranges 


GLASWIK FASTHEAT 
World’s finest spun Accordion-fold—for 
glass wireless wick. range burners. 


FLAMEMASTER SUPERHEAT 

The asbestos leader— Good quality asbestos 
has more oil-carrying —two heavy exposed 
strands. brass wires. 
BESWIK THRIF-T 


Superior asbestos—at Economy grade wire— 
a competitive price. ‘einforced asbestos. 


New! 


TRIPLEHEAT The superior 3-wire asbestos 
wick at a new low price. 


TOP NOTCH 
Perfection replacement 
—cotton, in steel shell. 


Check your stock and reorder NOW! 
Sold Only Through Distributors 
ATLAS ASBESTOS 

COMPANY 
NORTH WALES 7, PA. 
Leader in Asbestos Textiles Since 1922 
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se a o e 
(Continued from page 95) 


difficult thing in American politics 
is to defeat a man who is President 
of the United States. That was dif- 
ficult even before TV. After a man 
has been President for four years 
and had all of the powers of the 
Presidency, he looks so big com- 
pared to any man who runs against 
him—he looks like a pigmy against 
the President. 

In our whole history only three 
incumbent presidents have been de- 
feated: Grover Cleveland by a 
panic; William Howard Taft by a 
split in the Republican Party, and 
Herbert Hoover by a great depres- 
sion. 

I think the Republicans will make 
some gains in the Senate in 1954. I 
think the Democrats will win the 
House in 1954. In 1956 I foresee a 
sweep by the Republicans again. 

The Eisenhower administration 
is doing one other thing most un- 
usual in American politics. Whether 
you approve it or not, here is the 
way it is. Up until this time the 
Vice-President of the United States 
has been pretty much a sort of fifth 
wheel, who went to dinner parties 
and had little to do. 

However, Eisenhower, perhaps 
because of his military training, 
has been grooming for the last two 
years, the man who will succeed 
him. We have a vice-president who 
is, in fact, an assistant president, 
and you have a calculated effort to 
train a next President, Mr. Nixon. 

As business men, you are familiar 
with the thinking of George Hum- 
phreys. He is perhaps the third 
most important man in the Cabinet. 
He is virtually the economist in the 
government, because Eisenhower 
reposes greal. trust in him and he is 
making the economic policies for 
the cougitry. 

You recall his policy and _ pro- 
nouncements of hard money and 
higher interest rates. Then he de- 
cided he pushed too fast and re- 
laxed a little. You have a govern- 
ment constantly watching the eco- 
nomic situation, and you can expect 
them to move if anything unusual 
happens — move in the direction 
recommended by men like Mr. 
Humphreys. 


We are the modern Romans, 
gentlemen. We do have, perhaps, 
too many Americans living outside 
our own boundaries—lots of them 
living in Europe and Japan. We 
have taken over the management of 
much of the world. In taking over 
any large parts of the world, we 
are not popular. Responsible cus- 
todians are never very popular. 
People away from home—whether 
armies or diplomatic corps—seldom 
make friends for people at home. 

Let me close this talk on the 
hopeful note that I have been in 
Washington writing about it for 
almost 30 years, and while I have 
seen in the last year a good deal of 
stumbling, in this new administra- 
tion I also see a lot of hopefulness 
(here. 

I hope you, yourself, scan the 
situation and will agree the chances 
are we will have a pretty good 
country, a fairly prosperous coun- 
try and fairly peaceful world if 
we can summon the strength and 
dare to announce where we stand 
and then maintain it. 


Depression? 
(Continued from page 64) 


people who think that this great 
country cannot be prosperous ex- 
cept at war. 

But let’s be realistic. The old 
world is not peaceminded. Today 
there are nations with aggression 
and domination in their hearts. 

In this day and time when an 
enemy can strike through the air 
in a matter of hours, and drop 100 
or more atomic bombs on strategic 
spots over the United States and 
knock us out for six months or 
longer, it is foolish to think any 
Administration in Washington, or 
any army general, would leave 
this country wide open to such a 
possibility. 

I call your attention to the fact 
that in spite of some reductions 
that have been made, the Federal 
budget, for the next fiscal year 
calls for 65 billion dollars of ex- 
penditures, and almost 45 billions 
will be for defense. 

The direction of that spending 
may change some. It will no doubt 
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ORDER BOTTLE CAPPERS 





The peak season for home bot- 
tling of catsup, root beer, fruit and 
vegetable juices, favorite home bev- 
erages is just ahead. Home bottling 
is the original ‘do-it-yourself’? mar- 
ket; and it’s growing more popular 
every day in homes all over America. 
Your home-maker-customers can’t 
bottle at home without an Everedy 
Bottle Capper—manufactured solely 
for over 30 years by The Everedy Co. 
Cash in on this profitable market 

phone your Jobber and place your 
stock order NOW! 



















Z@ MODELS FOR YOU TO SELL 


EVEREDY 


GEAR TOP CAPPER No.150 ~ 


Top grade Capper for greater profit. All-metal model with 
heavy base and geared handle. Exclusive ‘‘hold-cap”’ 
throat holds caps securely. Eye-catching red finish. Seals 
caps quickly and surely with pressure on handle. Makes 
an airtight seal every time; preserves contents of bottle. 
Adjusts to fit different size bottles up to quart size. 
PACKING: 6 Cappers to carton. 
Shipping weight per 
dozen—60 Ibs. 


Vi 





EVEREDY 


CLIMAX CAPPER No. 250 


Priced to build real volume sales. All-metal 
model in eye-catching red finish. Seals caps 
quickly with pressure on handle. Handle swings 
back after capping. Makes an airtight seal; pre- 
serves contents safely. Adjusts to fit different 
size bottles up to full quart. 
PACKING: 12 Cappers to carton. 
Shipping weight per 
dozen—36 lbs. 


7m ohh 23°23 30) GZ7 


REDERICK, MARYLAND 


RGEST MAKER F CHROME KITCHEN TEN 
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Uncle 


allocate more towards aircraft 
and rockets, and less toward foot 
soldiers. And I want you to know 
that the Eisenhower budget for 
next year is almost double that of 
the lowest year of the Truman ad- 
ministration in 1948. 

There is also a great flexibility 
in the government’s spending pro- 
gram. At the proper time, if neces- 
sary, the President has the power 
to speed up or accelerate govern- 
ment spending of money that has 
already been appropriated, to 
check a serious recession. 

Not only that, but state, local 
and Federal governments are woe- 
fully behind in public works pro- 
grams, not the “make work” type. 
but needed public works. We need 
to spend in the United States 20 
billions on school houses alone. 

There are manufacturers here 
whose job calls for team work be- 
tween manufacturers and distrib- 
utors, and I hope you here will 
work with your distributors. It 
is a teamwork proposition, and 
government is going to get the job 
done if you fail to put on the mar- 
ket the things that people want. If 
people don’t get what they want 
from you, they will demand that 
the government do something 
about it. 

We can’t afford to have a de- 
pression. This country is about 
630 billion in debt, equal to about 
$4.20 every second since Christ 
was on earth. Every smart person 
who studies it knows that it will 
not be possible to maintain that 
debt level and pay it off except 
with the same kind of dollar. 

In other words, the country has 
to stay prosperous. Your Uncle 
Sam gets 80 pct of his revenue 
from income taxes, personal and 
corporate incomes. If you and | 
don’t make it, he collects less 
taxes. 

If personal and corporate in- 
come should fall off 10 pct, then 
your Uncle Sam’s revenue falls not 
10 pet but nearly to 25 pct. If per- 
sonal and business income should 
fall off by 25 pct, Uncle Sam’s in- 
come will fall off close to 50 pet. 

If we had another depression 
similar to the one in the 30's, 
Sam wouldn’t take in 
enough revenue to meet even the 
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interest on commitments to vet- 
erans of World War II and Korea. 
That is a fact. 

Home owners owe 64 billions in 
mortgages on homes bought at 
high prices. That credit was ex- 
tended by credit agencies, mort- 
gage companies and savings and 
loan associations on more or less 
the assumption that if the fellow 
has a job at present, he will keep 
on working. 

But just let a recession set in, 
and millions and millions of peo- 
ple thrown out of work. You guess 
what would happen. American 
consumers have more than 120 
million dollars of debt for deep 
freezers, radios, TVs, household 
appliances and furniture, etc. 
American business is in debt, but 
don’t forget, that came about in 
periods of high prices. 

There was some inducement to 
borrow. Money was cheap and 
business could borrow at low rates 
of interest and deduct the interest 
paid against high income taxes. 

And Uncle Sam doesn’t admit 
on the books all of his debt. 
There’s nothing dishonest about 
it. He just isn’t mentioning the 
contingent liability he has. 

Uncle Sam has a big debt of 
over 270 billion dollars. And now 
despite all campaign promises, the 
Treasurer of the United States is 
saying, “We have underestimated 
the deficit for this fiscal year. We 
have underestimated it for the 
next fiscal year, and don’t see any 
chance of balancing the budget 
during this Administration.” 

Yet the taxes are being cut be- 
cause some money has to be left 
with people to spend in order to 
keep business from sinking. 

We are still the greatest country 
in the world and we have all of 
the ingredients except one. We 
have the confidence that ours is 
the greatest nation in the world; 
that we have the best business 
and managerial know-how in the 
world; that we have the best tech- 
nologists in the world. We have a 
financial system that will guaran- 
tee the necessary capital. 

We just have to admit that we 
have all of these essential ingredi- 
ents except the “will-to-do.” 
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* Genuine 5s” welded tubular steel legs 
with non-skid rubber tips. 


» Aluminized baked enamel finish. 
* Plastic covered clips on removable trays. 


* Available in two decorator colors— 
Mocha and Teal Green. 





FAIR TRADE RETAIL PRICE 


KING-SIZE TV TRAY 
Item #450. 
Packed 4 to a carton. 
Shipping weight 
20 Ibs. 


CAL-DAK 
TV FRAY 


KING-CIYE Tape 


Now you have a whole new TV Tray market! Cus- 
tomers who already have the regular size Cal-Dak 
TV Tray Tables are your best prospects. They’ll 
really appreciate the new, extra-roomy 2034” x 16” 
trays created from exclusive Cal-Dak dies, and the 
taller 25” high stand! 

KING-SIZE TV TRAY SET 91599 "soe ner ence 
Item #45. Packed 1 set to a carton (4 trays and handy storage rack). 
Shipping weight 23 lbs. 

Latest in the complete line of America’s most popular TV Trays. 


CAL-DAK Ww Two factories to serve you better bhwnw, 


Colton, California + La Porte, Indiana 


j 


f 
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IBM department at Orgill's warehouse, with Neal O. Jones, sales promotion manager, in foreground. 


Automatic Machines 


Process Orgill’s Orders 


IBM procedures and machines are used at the new 
warehouse of Orgill Bros. & Co., wholesalers of 
Memphis, Tenn., to write warehouse work orders, ex- 
tend prices, write invoices, prepare billing statements 
for the accounting department, and then to make vari- 
ous analysis of sales for management, buyers and 
salesmen. 

Original order forms sent in by company salesmen 
are used only to bring in information. This informa- 
tion is transferred to IBM records in order to process 
the order. 

The original order form shows the customer’s name 
and address, terms, shipping instructions and quantity 
of each item wanted. 


104 


Items are identified by the number given in the 
catalog, which also is the location of that item in the 
warehouse storage area, plus a few descriptive words 
which will be used at the packing counter as a check 
that the correct merchandise has been picked. 

Salesmen must note on the original order all prices 





ORGILL’S new warehouse 


A description of Orgill Brothers & Co. new 
warehouse in Memphis, Tenn., with details of 
how merchandise is received, stored and 
orders are filled was published in Hardware 








Age, April 15 issue, page 104. 
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13”x 19” 
8”x 19” 


HARD 





~@ 
+2 


n the 
in the 
words 


check 
prices 


ew 


nd 


re 





1954 














Soon Thad Rue Wats 


Uiilet, Wi. 4s 





WAIL er” 
Ps: 1 


A division of PHOENIX TABLE MAT CO 
1718 East 75th Street + Chicago 49, Ill. 






— “ If you didn’t see the Nationally 
yoni me Advertised Aristo-mat line at the 
17x 19” Housewares’ Show ask your 
15”x 19” distributor, or write direct... 
13”x 19” Strong merchandising aids available, too! 
8"x 19” 
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How Orgill Processes Orders 





that are different than list, and give 
the reason why they are different. 
Every price different than list is 
reviewed and must be approved by 
the sales department. 

This procedure is a check point 
to insure the company receiving 
correct prices for the merchandise 
sold. The list price is used in price 
extensions unless the different price 
is used right from the start when 
the warehouse work order is made. 

Approved orders have the cus- 
tomer’s number stamped on. They 
are sent by company messenger to 
the IBM department at the new 
warehouse. 

Order processing starts when op- 
erators pull master cards to pre- 
pare cards used in making out the 
warehouse work order. 


Cards Assembled 


Each operator has a set of master 
cards: one card for each customer, 
for each customer’s number, for 
each salesman, each shipper and 
one for each of the 40,000 items 
carried in the warehouse. 

An operator takes a salesman’s 
original order and pulls the master 
cards for that customer, salesman, 
shipper, a term card if terms are 
other than 2/10/60, and a master 
card for each item in the order. 

The master card for each item 
shows the item number, buying de- 
partment, date of stock reports, 
quantity in the sales unit, cost to 
Orgill, Orgill’s selling price, freight 
if allowed, and a few words of prod- 
uct description. 

The operator adds to this stand- 
ard information, the number of 
units in the order, and the price if 
it is different than the list price. 

The set of order cards is sorted, 
by machine, by storage sections in 
the warehouse, and also by the aisle 
and bin or storage area within that 
section. For instance, all items in 
section 8 are together, and sorted 
into aisle “A,” “B,” “C” and so on 
alphabetically. The order filler in 
any section can take a warehouse 
work order and pick merchandise 
starting and ending at the pack- 
ing counter. 

After the set of order cards is 
sorted the cards go through the 
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order writing machine which turns 
out two copies of the warehouse 
work order. The copies are checked 
for accuracy, and then are ready for 
distribution to the warehouse. 

The pink, or duplicate copy, goes 
to the assembly area, used to make 
the final check of merchandise com- 


prising the order, then is destroyed. 


The white copy has written on, 
in pencil, the total number of sec- 
tions involved in an order and the 
specific numbers of each section. 

For instance, if an order includes 
merchandise from sections 2, 5 and 
8, the figure 3 will appear on all 
copies along with 2, 5 and 8. If 
merchandise from sections 2 and 8 
reaches the assembly area a checker 
quickly determines that merchan- 
dise from a third section is needed 
to complete the order and that the 
merchandise is to come from sec- 
tion 5. 

The white copy is divided into 
the respective sections involved, to 
be sent to the warehouse for filling 
of the order. 

An office setup is maintained in 
the warehouse to make out bills of 
lading and shipping tags. Cus- 
tomer names and addresses are on 
Addressograph plates for making 
the shipping tags. 

After merchandise comprising an 
order has been cleared through the 
assembly area, bill of lading made 
out and shipping tags attached, the 
order moves to the shipping depart- 
ment and the original warehouse 
work order is returned to the IBM 
office. 


Final Processing 


The punched cards used to make 
up the warehouse work order are 
changed to conform to any changes 
necessary in filling the order, such 
as a change in quantities shipped. 

Shipping charges also are deter- 
mined. 

At this point all the information 
about the order has been assem- 
bled: what the customer ordered, 
what was shipped, and the rates. 

The cards are ready for two final 
processings: for invoice and bill- 
ing, and for sales analysis. 

A calculating machine is used to 
make all extensions. 


The invoice also is run off on a 
machine that produces a clean copy 
for the customer to use in check- 
ing his shipments, and the invoice 
is ready to send out as quickly as 
merchandise leaves the warehouse. 

After an invoice is made out the 
salesman’s original order, ware- 
house work order, and copies of the 
bill of lading and invoice are sent 
to the files. Note that all papers in- 
volved in a sale are filed together, 
and constitute a case history if 
there is any need in the future to 
check the order. 

A sales ledger is run off for the 
bookkeeping department which is 
located at the general office. The 
ledger shows the customer’s num- 
ber, the salesman’s number, invoice 
number and date, and the total dol- 
lars and cents in the transaction. 
This is the only record sent to 
bookkeeping. 


Analysis of Sales 


The sales ledgers list customers 
in the same sequence, and within 
states, as they are on the posting 
ledgers. Bookkeeping checks its 
work by balancing off with the sales 
ledger totals. 

After the sales ledger is run off 
for the bookkeeping department, 
many analyses of sales are made. 
These are to keep management in- 
formed on sales, and on perform- 
ance of salesmen and department; 
buyers informed on stocks on hand; 
salesmen informed on their sales 
and on purchases by their cus- 
tomers. 

For management there are daily 
summaries broken down by depart- 
ments, territory salesmen and spe- 
cialty salesmen. These daily sum- 
maries are filed and used to make 
monthly reports for salesmen. 

Reports can be run off also show- 
ing cost of merchandise, the num- 
ber of transactions, number of back 
orders and similar summaries need- 
ed for an analysis of business. 

Salesmen can be given reports 
showing the percentage of profits 
in the sales they make. Also, com- 
parisons on what individual cus- 
tomers are buying now and what 
they bought a year ago. 

The cards also are a part of the 
company’s inventory system. Buy- 
ers are responsible for maintenance 
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Ask to see this World 
Famous Automatic Key 
Duplicating Machine. 

It cuts all types of 
, cylinder keys. “ 








¢ 
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You may buy this machine ona (¢@ 


“PAY AS YOU PROFIT” 7 KEIL 


, 
PLAN ,? LOCK 6O., 
Ka INC. 


of Charlestown, N. H. 


o Please send us one of 
3 your window signs [_] 


¢ Tell us more aboutNo.1% ([] 
¢ Tell us about ‘Pay As You Profit” [) 
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YOU'LL MAKE A SALE 






WHEN YOU CAN SAY..-- 


‘Sure, 


WE'VE GOT 
KESTER 
SOLDER” 


Your customers know Kester Solder. They've seen it 
advertised for years, and they know Kester Solder’s 
reputation for top quality and matchless 
performance. Confidence in a product builds 
sales ... that’s why it’s good business for you 
to stock the best— Kester Solder. 





THIS IS OUR ACID-CORE SOLDER 


The ideal Flux-Core Solder for 

general work about the home, on 

the farm, in the small or large shop 
—anywhere. Made from new 

metals only. On 1 Ib. and 5 Ib. / 


spools ...the economical sizes. 


THIS IS OUR PLASTIC ROSIN-CORE SOLDER 


Finest for all electrical, radio and TV 
work. No corrosive after-effects . . . no 
electrical leakage. Same as used by 
original equipment manufacturers. 

_On 1 Ib. and 5 Ib. spools. 





FREE! 16-page booklet 
“Soldering Simplified,” 
tells how to solder every- 
thing. Write for your 
supply today! 





KESTER 
SOLDER 


4207 Wrightwood Ave., Chicago 39 
Newark 5, New Jersey * Brantford, Canada 


Sell KESTER and you sell the BEST! 
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of inventory figures based on these 
three elements: 

Physical inventory, taken once a 
year. 

Shipments to the warehouse, the 
records of purchases kept by 
buyers. 

Shipments out of the warehouse, 
the records of sales. 

Sales reports on each line are 
made to the buyer of that line peri- 
odically. 

During the off-season for that 
line, the report is made once a 
month. During the selling season, 
the report can be made twice a 
month, and oftener, even once a 
day, if the buyer wants it that 
often. Special reports can be pro- 
duced also during campaigns to 
show total sales and what individuai 
salesmen are doing. 

One of the special reports is on 
shipments of major appliances. 
This is run off every Friday. It 
covers shipments for the week end- 
ed the previous morning. Appliance 
manufacturers use this as a report 
on sales. 


Out-of-Stock Items 


The warehouse aspects of out-of- 
stock are handled through the IBM 
office and system. When an order 
filler first notices some item is out 
a report is sent to the office. 


Operators who handle the master 
cards in getting salesmen’s orders 
on IBM forms flag that item in 
their master files so order fillers 
are not sent repeatedly to empty 
storage areas. 

A customer back order file is set 
up, and buyers are notified. 

Receiving records are handled 
through the back order files to un- 
freeze any item when it is back in 
stock. 

A city sales desk is maintained 
at the new warehouse and the paper 
work is handled a bit differently in 
order to let a customer have the 
merchandise as soon as it is as- 
sembled from the warehouse. 

The orders are written up in a 
special form, sent to the order fill- 
ers. After the transaction is com- 
pleted, the order goes through the 
IBM procedure, without the ware- 
house routine, in order to get the 
sale into the billing and analysis 
setup. 
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2 in. STEEL CHANNEL 
ARC WELDED LADDER 


f 
/ 







F7]ite Taster 
SUPER DELUXE FD 51-SRNT-2 


for FEATURES 


Playtime 
Table 


with or without canopy 


Constructed of finest 
wood. Has an adjust- 
abie, vari - colored 
canopy of awning 
material. Finished in 
bright green and yel- 
low outdoor enamel. 
7436 with canopy 


7731 without canopy 











the 931-R2 


the gym set with the most value 
for the least money 
































NON-WEARING SWING HANGERS 1% in.—14 GAUGE STEEL TUBING 
a 
| WELDED SLEEVE CONSTRUCTION 
‘ ‘ < — 
/ \ oe nh \ 
MOLY iif) \ 
ry | , 2 in. —18 GAUGE STEEL 
\ y/ 1] TUBE UPRIGHTS 
’ \é — 
\ | i \ 
an ent} ‘Sale 
\ { | 
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ALL WELDED 











WOOD SEATS WITH 








SEE this complet 


ROCKET GLIDER 
METAL BRACES 


playground set... 
it’s an outstanding value 





















the FINEST SLIDES on the market 
available in 3 slide lengths. 
All welded slide with bed of 
ARMCO ZINCGRIP steel. 
Steel tube “A’’ frame con- 
struction-welded steel A 
channel ladder. \/} 
$-136— \7 ) 
131/, ft. slide length ye ' ‘= 
$-10— | 
) 


10 ft. slide length 


—<—< 
oomnedl 


CT 


5-8 — / 
8 ft. slide length | 
} 


—_~ 


metal bottomed 


available in 3 sizes 


DX 36 + 36x 36 in. 
DX 48 36 x 48 in. 
DX 60 - 36x 60 in. 


OVERALL DIMENSIONS 


Constructed of finest wood — bottom of ARMCO STEEL— 
CANOPY of awning material — bright yellow and green 
finish of outdoor enamel. 


SEE #F#7¢te aster before you buy ,.. there IS a diti 


sold EXCLUSIVELY through jobbers @ write for FRE! 
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EFFICIENT PERFORMANCE 


A submersible pump is the most effi- 
cient means of pumping water known 
today. And a Myers Submersible pumps 
more per horsepower than any other 
known submersible. 


EASY TO INSTALL 


Requires only one pipe in the well. Has 
tough, light-weight 3 wire electrical 
cable. Special wire connectors elimi- 
* nate need for tape or vulcanizing. All 
electrical controls, including overload 
protection, installed at surface for easy 


accessibility. 


PURE OIL IN MOTOR 
Ball thrust bearings are oil lubricated. 
Absolutely no parts of the motor come 
in contact with water. 


OTHER FEATURES 


High Reserve Electrical Power 
Balanced-Pressure Design 
Corrosion Resistance 
Air Charging System 





| 


MYERS SUBMERSIBLE 
WATER SYSTEMS 


FIELD TESTED 
and PROVED 


TROUBLE FREE 


For more than three years, Myers 
Submersible Pumps, sold and in- 
stalled throughout the United States, 
have been field tested under varying 
and difficult operating conditions. 
We can now tell you with assurance, 
backed by the warranty which has 
made Myers famous, that this pump 
makes the finest, most trouble-free 
water system you can sell any 
customer. 


So sell the submersible you can in- 
stall with complete confidence. Sell 
the Myers Submersible where high 
pressure, high-capacity, quiet, auto- 
matic water service is desired. 





WATER 


Ashland, Ohio 








SYSTEMS 


THE F. E. MYERS & BRO. CO. 
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Letters to the Editor 2 
ral 
SOOM maa ag 


Very Complacent? 
Dear Editor: 

I want to commend you on the 
editorial on packaging and discount 
houses in the March 4th issue of 
HARDWARE AGE (pp. 7 and 8). 

You covered these matters very 
thoroughly and to the point and 
put the blame where it belongs, in 
the laps of some complacent man- 
ufacturers. 

Yours truly, 
P. J. Cavanaugh, 
Proprietor 
South Side Hardware 
Butte, Mont. 


Wholesale or Retail 


Dear Editor: 

This letter is the result of just 
reading your remarks in “Has the 
Worst Been Passed,” in HARDWARE 
AGE for Feb. 18, p. 8. 

Here is a situation we have on 
the Chicago south side. We have 
a firm that calls themselves “ 
Wholesale Co.,” whose main func- 
tion is supposed to be to sell re- 
tailers only. But I know for a fact 
that they sell at wholesale prices 
to firemen, policemen, letter car- 
riers, truck drivers, etc. 

Here is a specific case. In my 
store I carry a line of model air- 
planes. One day a boy inquired 
about a TD1 kit. I told him the 
price was $15.95, as suggested by 
the manufacturer. Then he told me 
he had already got one from his 
dad who is a truck driver and he 
bought it at this “wholesale” house 
for $12. 

I have lost any number of sales 
because I won’t give a discount, and 
the customers have just told me 
that they would go to this “whole- 
sale” house to get it. 

The sales representative of this 
“wholesale” house tells me that no 
one gets a discount. But I have 
found that this is not true. Ai 
Christmas time there was a line 
of people outside the building wait- 
ing to get in. They sell everything, 
including national brands of tools, 
housewares, appliances, sporting 
goods and even paints. 
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I am holding my ground in re- 
fusing -to give discounts, but some- 
times I wonder if I am doing right 
by letting these people make a fast 
buck on this business that should 
be mine. 

We dealers are entitled to a fair 
profit on what we sell. We have 
families to support, rent, heat and 
clerks to pay. I wonder what a 
truck driver, or a packer, or mail- 
man would say if someone took a 
discount out of their pay check? 
I hope these comments do some 
good in bringing about true Fair 
Trade for hardware dealers. 

Your very truly, 
(name withheld) 
....Paint & Hardware Co. 
Chicago, III. 


Tools Identified 
Dear Editor: 


With regard to the cartoon ap- 
pearing on page 186 of the March 
4th issue of HARDWARE AGE (see 
below), we are happy to inform the 
confused dealer that he is the proud 
possessor of one of our stock #56 
Universal Screwdriver Kits. 

We note that the plastic case in 
which this kit is packed has been 
lost and will be happy to send one 
to the unfortunate gentleman on 
his request. ; 

Very truly yours, 
R. Rosenberg 
Rosenberg Brothers & Co. 
Smithtown 
L. I., New York 





_ HARDWARE HUMOR 





© Hardware Age, 1954 


“Let's forget foolish pride and 
look it up in the catalog. We can't 
go on calling it an assorted screw- 
driver.” 
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Life without a BOLT BAR... 





**YOU KNOW —THE ONE THAT HOLDS THE DOOR ON!” 


Here we go again! Hairbrain Harriet has had a 
household calamity and she aims to fix it herself! 
Only trouble is that all the tough work will be done 

by Hardware Harry. First he must figure out what she 
wants—then find it amidst a jumble of bolts, nuts and screws. 

How much happier Harry would be if Harriet could 
select just what she wanted from self-service Lamson BOLT BAR. 
Hundreds of modern hardware merchants have learned that 
bolts and nuts “up front” make more of a profit than many 
other products. Average turnover of stock is 6 times a year. 
Average hours of time saved—make your own guess. 

Don’t let another day slip by without asking your Lamson 
distributor about the BOLT 
BAR—or write us direct. 

It’s the modern way to 
sell bolts and nuts! 


The LAMSON & SESSIONS @. 


1971 West 85th Street 
Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio 
Birmingham + Chicago 















106 most popular sizes 





The modern way to sell bolts and nuts 
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Desmond-Simplex 
utility vises have 
all these features 








There's only one vise line 
that gives you these top-quality 
selling features in every vise 
in the line: 

steel channel slide 

enclosed screw 

shoulder-fit jaw inserts 
cut-off tool 

pipe jaws 


one-piece no-pinch handle 


Jaw widths: 3”, 3/,”, 4”, 5” 
for various needs of shop, farm, 
garage, school, or home. 
On top of all this, 
Desmond gives 

you replaceable 
hardened steel 


pipe jaw inserts 





in the two large sizes. 


LEADING HARDWARE DEALERS PROMOTE EXTRA VALUES IN 


Desmond-Simplex 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


a Se ee a 


Use handy coupon to obtain facts 
on the new Desmond-Simplex 


Vise Display Deal. 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 
Please send me full details on the new Vise Display Deal. 


Name 





ne - 





TELE 


Address 





eae 
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r Washing fon 
NEWS and Views 


(Continued from page 10) 








Capital Fair Trade 
Bill Introduced 


Washington retailers are wait- 
ing hopefully for a recently intro- 
duced District of Columbia Fair 
Trade bill (H.R. 8591). Some 45 
states have varying fair trade laws. 

Rep. Joseph P. O’Hara, the 
Minnesota Republican who intro- 
duced the bill, is also chairman of 
the House subcommittee which is 
responsible for the initial consid- 
eration of the measure. Thus, it 
is anticipated that it will get early 
consideration among the backlog 
of measures now before the group. 

The O’Hara bill would guaran- 
tee the legality of minimum-price 
contracts between producers and re- 
sellers of any competitive trade- 
marked or brand name merchan- 
dise. In this respect, it is similar 
to most Fair Trade laws. 

But it has a distinctive feature 
in a section pointing out that re- 
sale at less than the Fair Trade 
price is permissible “when the 
trademark, brand, or name is re- 
moved or wholly obliterated from 
the commodity” and when the 
trademark or brand name is not 
used in advertising. 

While it is generally known that 
this action is pessible in Fair 
Trade states, the O’Hara bill goes 
to the length of describing the 
conditions under which _ below- 
minimum sales may be made. It 
is expected that a bill will shortly 
be introduced in the Senate. 


New Households Spur 


Hard Goods Potential 


Market potential for tools, fix- 
tures, appliances, and other con- 
sumer hard goods such as may be 
needed around a home is expanding 
at the rate of 1,000,000 new house- 
holds each year. 

Latest U. S. Census Bureau re- 
port on the matter places the total 
number of households within the 
nation at 46,828,000 as of April, 
1953. This represents a rise of 
slightly less than 2,000,000. 

(Resume reading on page 11) 
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WARWOOD 


FORGED STEEL TOOLS 





wait- 
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cis THE COMPLETE LINE 
the Warwood makes the complete forged 
intro- tool line backed by 100 years experi- 
- of ence in production of steel tools. 
pando By ordering from one source... 
us, it 4 — WARWOOD 
early 5 you will distribute the best in design, 
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rroup. F r ing a real saving in office work, freight 
aran- and warehousing costs. 
“price TOOLS FOR: 
nd re- o “ GENERAL CONSTRUCTION 
rade- . ii AGRICULTURE and GARDENING 
. MINING and INDUSTRY 
ae RAILROAD TRACK MAINTENANCE 
milar 
ature 
it re- 
rade 
the 
is re- 
from 
the 
s not 
that 
Fair 
goes 
yr the 
yelow- 
» 
ortly 





— 

3, fix- — i 
con- N _ 

ay be Ne 





nding 

oust 

u re 

total 

1 the 

April 

se of ParkWoo) 
SINCE 1854 

11) 

1954 





WARWOOD TOOL COMPANY, Wheeling, West Virginia 


Every HOMEOWNER 





is a potential PROSPECT 


MORE PROFIT for YOU with 
@ NEW ENGLAND 


ee CARBIDE-TIPPED 


MASONRY BITS 


and you can SELL him 
with this 





Gp ot css 


“FREE 
with order 


Cash in on another salable item for 
the "Do-it-yourself" Trade. 2 styles of 
N. E, Carbide Tipped Bits for ALL 
KINDS OF MASONRY — Cyclo-twist 
for soft and medium hard materials 
and Cyclo-Core for hard materials: 
for holes from %" to 6"; for hundreds 
of masonry drilling jobs around the 
house as well as the building trade. 
Merchandiser contains the following 
selection: 


1 each of the following Cyclo-twist Bits 
Ae" — Vs" —he"—%"—'2"— 5" 
for soft or medium masonry 
1 each of the following Cyclo-Core Bits) 
Ys" —te'—%"—n"—H" 


for all types of hard masonry 


PLUS FREE COUNTER 


MERCHANDISER 
You sell them for $45.10 
You pay only $30.07 


YOUR PROFIT IS $15.03 


You can't double your money any easier 
SEND IN YOUR ORDER NOW! Put 
this colorful merchandiser on your 
counter and watch the sales go up. 


Bi ee ce ee 
N. E. CARBIDE TOOL CO., INC. 
60A BROOKLINE ST., CAMBRIDGE 39, MASS. 








Send O No. CS-54 Masonry Drill Assorts 
ments with FREE Merchandiser to 


NAME 
STREET 
CITY STATE 
MY JOBBER IS. 
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the alphabetical listings 


May 
15-16 Locksmith's Trade Show 
16-18 Alabama Hardware Show 
17-19 Industrial Supply Convention 


June 
17-19 Texas Wholesale Hdwe. Assn. 
Texas Hardware Boosters Club 
July 
12-15 National Retail Hardware Assn. 
12-16 Housewares & Appliance Show 


August 
|- 4 Housewares Show (Western) 
15-18 Pacific Northwest Gift Show 
22-25 Portland (Ore.) Gift Show 


Convention Check List 


For complete details about the conventions listed by dates below see 


ollowing this quick check list. 


September 


October 


1955 
February 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 








29-31 Spokane Gift Show 
30-31 Walter H. Allen Show 


26-29 National Builders’ Hdwe. Exposition 


3- 6 Atlantic City Hardware Conven 
tion of AHMA and SWHA 

10-12 Sporting Goods Eastern Market 
Week in New York 

11-15 National Hardware Show 


6-10 Nat. Sporting Goods Show 











National Events 


American Hardware Manufacturers 


Assn. annual joint convention with 
the National Wholesale Hardware 
Assn., Oct. 3-6 at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J. 
Arthur L. Fauble is secretary of 
the AHMA with offices at 342 Madi- 
son Ave., New York 17, N. Y. 
Thomas A. Fernley, Jr., is execu- 
tive secretary of the NWHA with 
offices at 1900 Arch St., Philadel- 
phia 3, Pa. 


Housewares Show (Western), Aug. 


1-4, at the Shrine Auditorium, Los 
Angeles, Calif. Sponsored by the 
Los Angeles Trade Fair, Inc., 1151 
South Broadway, Los Angeles 15. 


Industrial Supply Convention, May 


17-19, at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 
American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 
Bldg., Pittsburgh 22, R. Kennedy 
Hanson, general manager; the Na- 
tional Industrial Distributors Assn., 
1900 Arch St., Philadelphia 3, Pa., 
H. R. Rinehart, executive secretary; 
and the Southern Industrial Dis- 
tributors’ Assn., 712 Volunteer 
Bldg., Atlanta, Ga., E. L. Pugh, 
secretary-treasurer. 


Locksmiths’ Convention and Trade 


Show, May 15-16, at the Park Sher- 
aton Hotel, New York, New York. 
Sponsored by Locksmiths’ Conven- 
tion and Trade Show, Inc., Robert 
Rognon, chairman, 110 E. 59th St., 
New York 22, New York. 


National Builders’ Hardware Exposi- 


tion, Sept. 26-29, at the Palmer 
House, Chicago. Sponsored by the 
National Contract Hardware Assn., 
John R. Schoemer, managing di- 
rector, and the American Society 
of Architectural Consultants, W. A. 
Mathewson, executive secretary. 
Administrative office of both groups 
at 420 Madison Ave., New York 17, 
a - 


National Hardware Show, Oct. 11-15, 


at the Navy Pier, Chicago. Spon- 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17, N. Y. Frank Yeager, director. 


National Housewares and Home Ap- 


pliances Show, July 12-16 at Con- 
vention Hall, Atlantic City, N. J. 
Sponsored by the National House- 
wares Manufacturers Assn., 1140 
Merchandise Mart, Chicago 54. 
A. W. Buddenberg, executive secre- 
tary. 
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Which wrench would 
tary. 

Ps id Hs “4 | 

ae te . | National Retail Hardware Assn., an- 

" nual congress, July 12-15, at the 

Fairmount Hotel, San Francisco. 
Managing director, Russell R. Muel- 
ler, 964 No. Pennsylvania St., In- 
dianapolis, Ind. 


ou bu 9 ' Merchandise Mart, Chicago 54. 
* | A. W. Buddenberg, executive secre- 
a 





| National Wholesale Hardware Assn. 

annual joint convention with the 
American Hardware Manufacturers 
Assn., Oct. 3-6 at the Marlborough- 
Blenheim Hotel, Atlantic City, N.J. 
Thomas A. Fernley, Jr., is execu- 
tive secretary of the NWHA with 
offices at 1900 Arch St., Philadel- 
phia 3, Pa. Arthur L. Fauble is sec- 
retary of the AHMA with offices at 
342 Madison Ave., New York 17, 
Nn. fF. 


| Sporting Goods Show and Convention, 

} Feb. 6-10 at the Morrison Hotel, 
Chicago. Sponsored by the National 
Sporting Goods Assn., 1 No. La- 
Salle St., Chicago 2. G. Marvin 
Shutt, secretary. 


Regional Events 


Allen, Walter H., Co., Inc., annual 
stockholders’ meeting and Merchan- 
dising Show, Aug. 30-31, at the 
Baker Hotel, Dallas, Tex. ~ 


They look alike, sure. Weigh 
just about the same. Same 
number of parts ... bar, jaw, 
frame, adjusting nut, and 
springs. But here’s the dif- 
ference between Walworth 
Genuine Stillsons and most 
of the “‘stillson-pattern 
wrenches” available today. 


Texas Wholesale Hardware Assn., an- 
nual joint meeting with the Texas 
Hardware Boosters Club, June 17- 
19, at Galveston. Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 


Pacific Northwest China, Glass, Gift, 
Stationery, Jewelry, Toy and House- 
wares Show, Aug. 15-18 at Civic 
Auditorium, Olympic and New 
Washington Hotels, and Terminal 
Sales Bldg., Seattle, Wash. 


Force applied at the handle of a 
Genuine Stillson is transmitted to the 
movable jaw through the adjusting 


nut which bears against a machined 
shoulder on the bar... frame and 
frame pin carry a minimum of stress. 
Deep threads and ample bearing area 
prevent damage to the adjusting nut 
when subjected to heavy loads. 





Portland China, Glass, Gift, Jewelry, 
Stationery, Toys, and Housewares 
Show, Aug. 22-25, at the Public 
Auditorium, Plaza and Benson Ho- 
tels, Portland, Ore. 


Spokane Gift Show, Aug. 29-31, at 
the Davenport Hotel, Spokane, 


Wash. 





Remember, the Walworth Stillson is the 
Genuine and no tool kit is complete without 
at least one. Order today through your whole- 
saler or write to: 


WALWORTH 


valves ... pipe fittings . . . pipe wrenches 
60 East 42nd Street, New York 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 


Sporting Goods Eastern Market Week, 
Oct. 10-12 at the Hotel New Yorker, 
New York City. This trade show, 
similar to the annual Western 
Market Week, sponsored by the Na- 
tional Sporting Goods Assn., 1 N. 
La Salle St., Chicago, IIl. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, May 16-18, at 
The Admiral Semmes Hotel, Mobile. 
Association secretary, Mrs. Euna G. 
Ramsey, 1006 Frank Nelson Bldg., 
Birmingham. 
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me : : WYTEFACE® sells on sight! 


at the 


= because it’s BLACK and 

t., In- . 
WHITE and © = > every inch 

Assn. 


th the (@ilYolamoliola Murela alle Melimaalhi= 
cturers with crisp foot markings in red 
at every inch catch the 
customer's eye and give him the 
immediate urge to buy. 

That's why Wyteface is America’s 


most-wanted steel tape. 


A Few Inches of Display Give Yards of Profits! 


eution KEUFFEL & ESSER CO. 


Hotel, NEW YORK + HOBOKEN, N. J. 
° - Chicago «+ St Louis + Detroit « San Francisco 
ational Los Angeles + Montreal 


y-trea- 
, 1427 


Dallas FAVORITEt WYTEFACE: For 


your customers who want the 
, best. Case with new tough 
3, Gift, Burgundy red cover and 
House- nickel plated mountings. Foot 
Civic markings in red. Available 
“en in 25, 50’, 75’ and 100’ 


rminal lengths. t® 


ewelry, 
ewares 
Public 
n Ho- 


BOSS* WYTEFACE: Rugged, 
“he-man”, aluminum case, 
with non-slip finger grips. 
Wide-sweep winding handle. 
Foot markings in red. Priced 
for volume sales . . . in 50’ 
and 100’ lengths. 


orker, *TRADE MARK 


show, 


HANDY} WYTEFACE: Tape 
Rule is available in 6’, 8’ 
and 10’ lengths. 


Bldg., 
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WHAT'S NEW 








@ For more information on these products and services 


use free post card on page 121. 


(Continued from page 13) 





needle-nose and bent styles, and 
general purpose pliers for heavier 
duty; Electrical assortment con- 
sists of three each of 12 different 


styles. Vaco Products Co. 
For more data circle No. 9 on postcard, p. 121 


Garden Shears, Shovels 


New items in True Temper line 
include three grass shears and a 
pruning shear. Shears are 12 in. 
long with 5%4-in. blades. No. 55 
(illustrated), the deluxe model, has 
glossy black handles, spring latch, 





at $16.00 dozen; No. 44 Briar Edge, 
has bright red handles, spring 
latch, at $11.60 dozen. No. 33, spring 
action has bright red bows at $8.40 
dozen. No. 117 Briar Edge pruning 
shears have tempered steel blades; 
adjustable hinge nut; end clip, 
bright red handles, overall length, 
9 in. at $9.60 dozen. Briar Edge 
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dirt shovels now have an improved 
straight taper handle chuck that 
puts more wood at top of shovel for 
greater strength. Shovels also have 
new blue and gold handle imprint 
and yellow brand stamp on blade. 
True Temper Corp. 

For more data circle No. 10 on postcard, p. 121 


Portable Jig Saw 

D-500 portable electric jig saw 
features a pistol grip handle with 
recessed thumb switch. Comes with 
five different blades for cutting 
plastics, metals, composition boards, 
hard rubber and other materials. 
It saws circles, curves, straight 
lines and intricate designs; makes 





its own starting hole for inside 
cuts. Saw weighs 6 lb.; overall 
length is 8% in.; overall height in- 
cluding blade, 9% in. Retails for 
$44.95. Dalton Mfg. Co. 


For more data circle No. 11 on postcard, p. 121 


Portable Camp Stove 


This portable camp stove offers 
dealers merchandise to sell to 
sportsmen, plus a replacement mar- 
ket for the propane gas fuel cylin- 
ders. The stove has twin burners 
connected by a flexible fuel line to 
two gas cylinders. The stove is 
lighted directly by a match or 
lighter. Cylinders contain fuel for 
about a week’s cooking require- 














ments. Stove folds into a metal 
carrying case and weighs 16 lb. It 
has a handle and is finished in 
hammertone gray. The Porta-Chet 
retails at $18.95, the cylinders at 
$1.95. Otto Bernz Co. 


For more data circle No. 12 on postcard, p. 121 


Ladder Accessory 


Sky Hooks are attached to the 


ladder upper ends with brackets 
and to a bearing board that rests 





against the side of the building or 
on the roof. List price is $6. Clayton 
Mark & Co. 


For more data circle No. 13 on postcard, p. 12! 


Driveway Marker 


Called the Drivefinder, this drive- 
way marking unit is die-cast with 
a double barrel-shaped head carry- 
ing two red and two green reflec- 
tors in each head. Reflectors are 
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There’s more to selling power mowers than the price tag . . . and 
a look at the Jacobsen franchise proves it. Here is a line that 
increases your profits and your customer goodwill at the same 
time. It’s the only line that offers you a complete range of 
models plus the advantages of franchised retail distribution. 


to the 
rackets 
it rests 


It is time to assure yourself of a secure and profitable future 
in the growing power mower business. There’s no better way to 
begin than to weigh these advantages of a Jacobsen franchise. 


® Jacobsen offers you a complete line of reel and 
rotary-type mowers under a single brand name. 


® The Jacobsen line is backed by over 30 years’ ex- 
perience as a recognized leader in power mowers 





. . . and it enjoys wide consumer acceptance every- 
where. 
ding or 


Clayton * You get “plus business” because Jacobsen offers 


a complete line of power mowers for big-area mow- 








rd, p. 121 ing — large estates, schools, parks and cemeteries. 
* Jacobsen mowers are backed by national advertis- 
ing in consumer and professional fields. 

3 drive- 

st with There’s complete support at point-of-sale, factory 

carry- sales and service schools, and personal sales dem- 

reflec- onstrations by factory personnel. 

rs are 


21-INCH MANOR 
Aristocrat of moderately priced mowers. Power- yj 


ed by Jacobsen 1% hp. engine. Rear-wheel drive 
behind reel permits cutting close to flower beds, 
shrubbery — eliminates tedious hand trimming. 
Separate reel clutch allows travel with reel off, 
or permits reel to turn with wheels disengaged. 





18M ROTARY 

This 18-inch rotary mower is 
powered with 1% hp. Jacobsen 
engine, Has exclusive Jacobsen 
suction lift rotor with four 
blades that doubles cutting fre- 
quency, delivers a cut smoother 
than ever before possible with 
rotary-type models. - 








MANUFACTURING COMPANY, Racine, Wisconsin 
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WHAT'S NEW 








@ For more information on these products and services 


use free post card on page 121. 


Stimsonite as used by railroads for 
signal devices. Sold in pairs, the 
unit is for placement at the curb 
on each side of driveway to clearly 
define its limits. Unit comes in two 
models in a_ corrosion-resistant 
satin chrome finish. One includes a 
base that gives it an 8 in. overall 
height, plus anchoring stakes to 
drive into ground; lists for $4.95 a 
pair. Second model consists of head 
and reflectors only, threaded to fit 
any length of pipe; lists for $2.95 
a pair (pipe not included). Car- 
truck Products Corp. 


For more data circle No. 14 on postcard, p. 121 


. 
Price Marker 

The new Myty pricer is built to 
take abuse and has deep bands for 
better impressions, even on hollow 
surfaces. Band can be easily re- 





placed as an assembly. Also avail- 
able with an extra coding band for 
inventory control, departmental 
symbols, etc. Jos. Freeman & Co., 
Ine. 


For more data circle No. 15 on postcard, p. 121 


Meat Chopper Feet 


The Enterprise No-Clamp meat 
and food chopper is now equipped 
with four suction cup feet that grip 
the table top and prevent marring 
and walking. Enterprise Mfg. Co. 
of Pa. 


For more data circle No. 16 on postcard, p. 121 
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Utility Hanger 

Hang-Rite is a new all-purpose 
hanger designed primarily for use 
with Locktite hollow wall fasteners 





and wood screw anchors. Made of 
16-gage steel, it will support 300 
Ib. Has a tarnish proof bright zinc 
finish. It can be used with wood 
screws, nails and machine bolts. 
U. S. Expansion Bolt Co. 


For more data circle No. 17 on postcard, p. 121 


Garbage Eliminator 


Bard-Matic garbage eliminator 
system has no moving parts, elec- 
trical, gas or other connections. 
Garbage is placed directly into unit, 
a small bag of catalytic starter be- 
ing placed on top of first deposit 
only. Additional starter is not 
needed. This unit will handle all 
types of household garbage includ- 
ing bones, eggshells, coffee grounds, 
etc., operating on a liquefying prin- 





ciple. Liquids produced in the unit 
seep off into the ground. Painted 
green and black the unit is made of 
heavy-gage steel and is 23 in. high 
and has 24 in. diameter at the base. 
Retails for $29.95. Bardmatic Corp. 
For more data circle No. 18 on postcard, p. 121 


Switch Plate Shields 

Two gang switch plate shields 
are now available in addition to 
single gang type. Green has been 
added to the previous six colors 
available. Each shield is packed in 
an individual cellophane bag and 
openly displayed in a _ pre-packed 
self-merchandiser for counter or 
wall use. Single gang shield lists 
at 15¢; two gang, at 25¢. Cable 
Electric Products, Inc. 
For more data circle No. 19 on postcard, p. 121 


Children's Tents 


Two children’s tents, the Lone 
Ranger Camp (illustrated) and the 
Lone Ranger & Tonto Wigwam, 
bear the official Lone Ranger Seal 
and illustrations of the Lone 
Ranger and Tonto. A mask and 
Indian headdress is given free with 
each tent. Camp tent is printed in 
four colors with a bright yellow 





background. Of water repellent 
treated canvas, it measures 7x7 ft. 
at base and is 5 ft. high. Wigwam 
is printed in four colors with bright 
orange background. It is five sided, 
with a 17 ft. perimeter, and is 58 
in. high. H. Wenzel Tent & Duck 
Co. 


For more data circle No. 20 on postcard, p. 121 


Exterior Paint 


Shingle n’ Shake paint is for use 
on all rough exterior surfaces, such 
as shingles, shakes, rough-sawed 
siding and asbestos shingles. Also 


(Continued on page 124) 


HARDWARE AGE, APRIL 29, 1954 























Ple 
Bo» 


— 























le unit 
‘ainted 
ade of 
.. high 
2 base. 


> Corp. ° 
acs use this FREE 


shields 
ion to 
3; been 
colors 
ked in 
g and 


oe CHECK CARD 


1 lists 


one AN EXTRA 
| HARDWARE AGE SERVICE 


:' A successful hardware dealer keeps up to date on 
ria, What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 






































































































































ywam, 
r Seal more information on new products described in this 
hone issue, quickly and easily. HARDWARE AGE brings 
an¢ ° . 
ero you more new product descriptions than any other 
all tn magazine. The Quick Check Card service will now 
yeliow get you all the information you need, quickly. 
i FIRST CLASS 
} PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y 
BUSINESS REPLY CARD —— 
No postage necessary if mailed’ in the United States a 
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yn HARDWARE AGE —— 
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Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the ‘What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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\ KompLite 


f 

: 

| \ INVERTED 
| 


STYLE KING—Streamlined Design, colorful steel ex- 

terior offered in red or yellow with black veiling also 

Z blue with white veiling. Eye catching colors make 

4 attractive displays possible. Also available in satin- 
finish aluminum. All interiors are aluminum. 

en QUALITY KING — Vacuum-type construction and thick 

glass fibre insulation means up to 5 days of better 

refrigeration from one filling of ice. Fine craftsman- 

ship and detailed inspection insures a perfect product. 

~4 SALES KING—KampKold—The Sportman's Pride— 

The Family Favorite—In every way KampKold is 

easier to use, easier to demonstrate, easier to sell! 

Prices range from $6.98 to $29.95. 

~ 4 PROFIT KING—You make more money with Kamp- 

Kold, and all American Gas Machine products right 

from the start, because they are priced right for 

faster sales, volume sales. In addition, you get a 

FULL profit every sale, plus plenty of Sales Promotion! 


The complete line of American Gas Machine Outdoor Appliances is designed for 
you to do a “'King-Size" business in Camping Supplies. 








cry 
ti S| 
eee Ca) 
1. For dry and 


wet storage at the 
same time. 


oge. 


2. For dry food 
storage and wet 
fruit and milk stor- 








( ) 
} , ae Tf U] . 

ick 1 i \) 4. For maximum 

y dry storage of 

both food and 


beverage. 
3. For dry storage / 5. For maximum 
of both food and = a, wet storage of fish, 
beverage. fowl, etc. 


\ | | 





ANTERN 


@ BURNS LEADED GASOLINE 

@ PERFECT CABIN CEILING LIGHT 
@ NO DOWNWARD SHADOWS 
@ STORMPROOF—WINDPROOF 

@ BRILLIANT 500 CANDLE POWER 


This amazing new lantern is the 
“hottest” news in the outdoor 
appliance field. It’s the only 
lantern of its kind in the 
world. The only one with so 
many fine features it practical- 
ly sells itself. The only one with 
the exclusive inverted design. 


FEATURE THE FINEST 





( 





—] AMERICA’S DE LUXE CAMP STOVES 
(‘Komp ) 
| KompKook 


Obsoletes old-fashioned camp- 
stoves that require hard-to-find 
white gas. Instant lighting, operate 
in wind or rain, Light—compact. 
Burn like a city gas range. It pays 


ED 
BURN LEAD m lke os range. It po) 
rey Ye) Sa eo the finest camp 


KookLite 


AMAZING 2 IN 1 APPLIANCE 


The handiest camping and emergency 
appliance ever built! Powerful 240 
candle power light plus 1000” burner 
that cooks fast and efficiently. Adjust- 
able blackout shield and reflector. A 
double-duty sales builder! 





Order from your distributor today, 
or write for FREE CATALOG. 


AMERICAN GAS MACHINE CO. 
DIVISION OF QUEEN STOVE WORKS 
ALBERT LEA, MINN. 


ampKold 
ampLite 
ampKook 
ookLite 
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ne NEW 
Curb-Marking a 

Drivefinder os\ 
Needed by . 


Millions of 
Home-Owners 


Sts & 


@ The DRIVEFINDER is the new- é 
est, most attractive, most sales- 
making unit ever offered to 
mark driveways. Saves lawns, 
saves tires, eliminates short-cut- 
ting. Its outstanding beauty 
appeals to the pride of every . 
homeowner. 

Double barrel-shaped head 
carrying two red and green 
high-quality reflectors in each 
head. Corrosion resistant satin 
chrome finish for permanent 
beauty. 


TWO MODELS 


Model 100 DRIVEFINDER, in- 
cludes 8'' high base and an- 
choring stakes for driving into 
ground. (Assembled unit at 
right), two units in display box. 
List $4.95 per pair. 

Model 200 DRIVEFINDER, with- 
out base. Heads threaded to 
fit any length pipe desired (not 
furnished), two units in disolay 
box. List $2.95 per pair. 





ATTRACTIVE 
DISPLAY BOX 


This eye-catching, 
colorful display 
box strikingly pre- 
sents the DRIVE- 
FINDER to pros- 
pects — impels im- 
mediate sales in 
window or on coun- 
ter! A quality 
package fora 
quality item... 


at an attractive 
price . . . with 
volume _ prospects 


and excellent 
profits! 





the big spring 
and summer 
demand. 


CARTRUCK PRODUCTS 


Corporation 






























3243 West 33rd Street 
Cleveland 9, Ohio 
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WHAT’S NEW 








@ For more information on these products and services 


use free post card on page 121. 


(Continued from page 120) 


for brick, cement and stucco sur- 
faces. It is easy to apply, has a 
high covering capacity which makes 
one coat usually sufficient, and dries 
to a durable fiat finish. Alkyd rein- 
forced, the paint can be applied with 
a roller coater as well as with a 
brush. Lowe Bros. Co. 


For more data circle No. 21 on postcard, p. 121 


Weeding Tool 

Wonder Weeder operates with a 
flick of the wrist and eliminates 
bending over when weeding. Has 
aluminum, heat-treated shaft; steel, 





four-tine, toe-plate for raking and 
weed clearance. Stcel point aerates 
soil as weeder is fixed into posi- 
tion. Packed six in self-shipper 
floor or counter display. Hoff Tool 
Corp. 


For more data circle No. 22 on postcard, p. 121 


Combination Tool 


The new model Mark 5 Shopsmith 
is a complete, self-contained unit 
designed to achieve safety of opera- 
tion. It features completely en- 
closed drive; speed changes made by 
turning a hand dial; safety switches 
and a special power take off operate 
other accessories. Unit is powered 
by 34 hp. motor and is equipped 
with a 9-in. saw. Fence to blade 





distance is 48 in. The tool can be 
quickly converted from a saw to 
lathe, drill, etc. Magna Engineer- 
ing Corp. 


For more data circle No. 23 on postcard, p. 121 


Key Blank Starter Set 

New starter set of original key 
blanks is available. Set is specially 
packaged in a standard frequency 
assortment of 72 key blanks in 11 
original dies. All are of nickel sil- 
ver. Taylor Lock Co. 


For more data circle No. 24 on postcard, p. 121 


Fan Package Unit 

HV attic fan gives flexibility of 
use by utilizing the same fan frame 
for vertical or horizontal installa- 
tion. Fan comes as a complete pack- 
age unit. Type HVV includes the 
HV fan, accessory set and the LCS 
ceiling shutter. Type HVH includes 
HV fan, accessory set and the LWL 
outside louver. Propeller shaft is 
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7 Little Brown J¥9 
ee Sing Out Fora 


\ LITTLE 











first 
LITTLE BROWN ¢ HESTS 
give you ple 


6- — BROWN JUG... I LOVE THEE! 


® 


It's sweet music on your cash register! 


LITTLE BROWN 
JUGS & CHESTS 


FASTER TURNOVER ...EXTRA PROFIT 


through this hard-hitting promotional campaign 
This year more people are being told about these famous name Jugs 
and Chests because of the big color ads appearing in leading 
National magazines. . . plus — market by market promotions 

using TV — Billboards — Newspapers. 








STIL drowsy 
-SHEST 


Order from Your Jobber... TODAY! 
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WITT CANS and PAILS are 
designed and constructed to 
withstand years of hard usage 
and abuse. Every detail from 
the special analysis steel to 
the rust-resisting hot-dip gal- 
vanizing reflects the inherent 
quality of being able to 
"stand the gaff." Sell Witt 
and you sell the best quality. 
Give your customer greater 
value . .. insure yourself larger 


profits. 


Compore WITT CAN and PAIL 
features with others 

on these points. . . 

@ STRAIGHT SIDES 

@ DEEP ROLLING CORRUGATIONS 
@ HEAVY GAUGE STEEL 

@ STEEL BANDS 

@ HOT DIP GALVANIZING 

@ STURDY LID 


WITT CANS AND PAILS 
HAVE THE “RIGHT” ANGLE 


bor Cons 


THE WITT CORNICE CO. 
2110 WINCHELL ST. 
CINCINNATI 14, OHIO 
Originators of Corrugated Can 








WHAT’S NEW 





@ For more information 
on these products and 
services use free post 
card on page 121. 


supported by a tough Dura-Life 
bronze bearing. Motor can be oper- 
ated in any position. Units are 


| available from size 24 to 48 in. pro- 


peller diameter, with ratings from 
5100 to 17,500 cfm. Chelsea Fan & 
3lower Co., Ine. 


For more data circle No. 25 on postcard, p. 121 


Portable Radial Saw 
radial saw 
and versa- 


New portable 10-in. 
combines the accuracy 


tility of a radial saw with the mo- 
bility of a portable electric saw. 
weighs 


Tool 243 Ib. and 


comes 





equipped with detachable handles 





for easy carrying. Saw will cross- 
cut full 16 in. in 1 in. stock and rip 
to the center of a 48 in. panel. Has 
a heavy-duty, constant speed motor 
available in two sizes: a 1 hp. single 
phase and a 1% hp. three phase. 
Both develop a speed of 3450 rpm. 
Standard saw blade is 10 in. in 
diameter. Delta Power Tool Div., 
Rockwell Mfg. Co. 


For more data circle No. 26 on postcard, p. 121 


Rug and Floor Tool 


Newly designed rug and floor tool 
is featured with C-2 vacuum 
cleaner. Two attachments in one, 
it permits complete floor cleaning 
without changing tools. One side is 
soft bristle brush for cleaning 
floors, the other is a rug tool with 
self-adjusting sweep action brush 


Ss 


Suggest a 


@ 








Screen Door Grille 


RING UP AN EXTRA SALE! 
Selling TFC screen door grilles 
is that easy! 





{ 


Big market 
Good profit 
Popular priced 
Easy to display 
Easy to stock 
TFC quality 











Se. 


TF a. 


‘aa 
» 


| 


for 


screen doors 


and picture | #@ Gy 
ee: CS) 

; 6 

windows A diet 





Order from your jobber today, o» 
write for literature and prices 





TENNESSEE FABRICATING COMPANY 
America’s Foremost Ornamental Iron Plant 
1527 Grimes St., Memphis 6, Tenn. 
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Ldlund 


PRODUCT 
Sebi andthe: 


--- Carry the WHOLE LINE! 
Reap the WHOLE PROFIT! 


ertised In 
publications 











Nationally adv 


9 consumer 


leadin 


EDLUND #77 CAN OPENER 
The new, modern conception in 
wall openers. Flat-to-wall — one 
handle operation — built-in mag- 


EDLUND —- ? 
EGG BEATERS // 


Two sizes. Stainless 
steel blades spe- 
cially designed for 
easy rinse-cleaning! 


net. 





EDLUND 
JUNIOR 

CAN OPENER 
Millions now in use...and every wom- 
an who owns one Is a customer for one 
of the other fine Edlund products. 
5-year guarantee. 





EDLUND 

TOP-OFF JAR OPENER 

This is the famous Edlund 

product that makes opening the 

toughest jar child’s play. Fits all 
size jar caps. 








EDLUND TU-WAY OPENER 
Made to Edlund’s high quality 
standards. Double purpose .. . 
opens bottles, punches cans! Also 
S®& available in De Luxe Oak-handle 
Gift Model 
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Gelmouts 


| 50% Anniversary | 
1904 = 1954 


eeeThe Finest Kitchens Are Now a 
Volume Market for You...with new 


Belmout 


Deluxe Porcelainware 





New Modern Designs — Superb new bl i 

$ ue-white with 
bold black bead, that “looks” its way into th 
finest modern kitchen! ° 


~~ Smooth Rims —Fully turned under and smoothed 
Own... no sharp edges to snag towel or fingers! 


8 Plastic Knobs Generous in size for smart 
modern appearance and safe handy service! 


New Heavy Gauge —The li i 
New ¢ quality feel, with - 
ishing new durability! , eee 


Here, finally is porcelainware to sell in volume 
with any kind of utensils on the market. Ask your 
Wholesaler for New Deluxe Belmont Porcelain- 


ware now! Wri 
ow Write for new Belmontcatalog A today! 


The Selmout Company 


100 Belmont Street . New Philadelphia, Ohio 





(DIVISION OF THE RIDGE TOOL COMPANY) 
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HERE'S 
THE 
STORY: 


Prepo the originator of 
the automatic-gas torch 
has sold over one million 
torches. That's a lot of torches! But mainly we're 
proud because for the production of the second 
million torches, we have completely retooled 
and can now offer the same world famous 





WHAT'S NEW 








® For more information on these products and services 


use free post card on page 121. 


for high or low rug nap. Tool 
| swivels 360 deg. Color is a light 
| and dark green combination. Com- 


PREPO torch to retail for only $5 95 
bd | 


Hop on the Prepo bandwagon to volume sale 
in a consumer market NOW! 





®@ So rugged so tough — Always ready to do 
the job. 

@ A greater variety of jobs can be done —3 
interchangeable burners, and 3 interchange- 
able tips. The widest selection in the market. 


@ A greater volume of heat than any other 
torch — 6000 B.T.U. per hour at 2570° F. 


@ Smallest hand torch made—only |'/2 pounds 
— tool box size when completely assembled. 


@ The only torch that can be used in any posi- 
tion and maintain a uniform flame. 


@ Prepo Fuel is the most economical auto- 
matic-gas fuel sold in disposable tanks. 


PREPO CORPORATION 


EDGERTON, WISCONSIN 
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plete set of locking attachments is 
included for suggested retail price 
of $89.95. General Electric Co. 


For more data circle No. 27 on postcard, p. 121 


Nylon Starter Rope 


Mike twisted nylon starter rope 
is for starting lawn mowers, out- 
board motors, garden _ tractors, 
gasoline powered pumps, etc. Each 


| NYLON 








rope is 42 in. long with red en- 
ameled wooden handle. Packed in 
individual box with a cellophane 
window, 12 boxes to a display car- 
Cleveland Mills Co. 


For more data circle No. 28 on postcard, p. 121 


ton. 


Pipe Threading 

Ridgid portable power drive is 
now made with a new wrenchless 
Speed-Grip chuck. For threading, 
cutting and reaming pipe with hand 
tools, this 400A power drive han- 
dles 4% to 2 in. pipe, %4 to 2 in. 
and has ample power for 
geared tools to 12 in. Chuck is 
guaranteed to hold any kind of pipe 
or rod securely both forward and 
reverse. To operate, grip-tooth jaws 
are closed on work by hand wheel, 
socked lightly, then motor action 
holds work still tighter. Work is 
easily released by hand wheel. 
Ridge Tool Co. 


For more data circle No. 64 on postcard, p, 121 


bolts, 


Shoe Brush Set 

Called the Travl-Pak, this shoe 
brush set consists of a shoe polisher 
with a curved back, and a dauber 
for applying polish. Filling in both 





brushes is a special combination of 
selected hair and plastic bristles, 
which are soft and give a high 
shine to shoes. Filling is long-last- 
ing and can be renewed by washing 
in warm soapy water. Set is pack- 
aged in a compact folding box 
which can be carried on trips. Ap- 
proximate retail is $1.00. Ox Fibre 
Brush Co. 


For more data circle No. 29 on postcard, p. 121 


Aluminum Pocket Level 

A pocket level, 5-in. long and 
weighing less than an ounce, is a 
handy tool for service men, main- 
tenance men, mechanics, handymen 
and engineers. Made of heat- 
treated hexagonal aluminum tubing 


SAN. nm 
{our LEVEL Best 
WT STANLEY om 
® ALUMINUM POCKET Hm 
LEVEL - 
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INSIDE-OUTSIDE 


[ PULL-PUSH WHITE TAPE 

a f 

ti Die cast case finished in heavy chrome S 

; or zinc chromate, Automatic brake — N 
f replaceable blade. ‘ S 
El Ne. 406 Mode in 3 lengths — (6 ft.) 

3 eA 


| (8 ft) (10 ft) 


a 


A White Tape in Powder Blue, Copper 
Tone, Silver or Bright Plated Cases. 


piratiao anel 
eS a 


No. 380 — a 6 ft. tape designed for 
beauty as well as utility. 


Se a 


A 50 ft, Steel Tape in 





i 4 
1 Chrome Plated Case, zl 

Also furnished in zinc ‘i 
rf chromate and black 4 
Ps wrinkled finishes. & 
; A 
Fy a 
a 2 
Be a 


No. 718 Utility Knife 
Fine quality, rugged, five extra 
blades in handle — a quick seller at 75¢ 






Se ie oS say hot aS 


WALSCO PADLOCKS 


Fine quality, sensible prices, good design 
make the Walsco Line an easy one to sell, 


TY 


ES | 





pet oe | 


ORDER 
FROM 
YOUR 
JOBBER, 


aaemrenpenmmees 










WRITE FOR 
COMPLETE 
CATALOG. 
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LATEX TEXTURE 


TEXTURE WALL FINISH 





Go BOND proudly an- 
nounces a new member to 
its famous family of paints. Here 
are the vital statistics: 

Ready-Mixed! New Gold Bond 
Latex Texture takes most of the 
work out of texturing walls! It 
comes ready-mixed, just stir and 
apply with roller, brush or spray. 
One Coat Texture! Latex Texture 
acts as its own primer. Hides 


For easy-going sales 


Gold Bond 


WELVET 


the easy-going paint 





a vj 
Velvet Sunflex Color Masonry Spackling Patching 
Texture Paint Compound Plaster 
Serer on ey eis ae eg Te ae ee 
| NATIONAL GYPSUM CO., Dept. H-44, Buffalo 2, N. Y. | 
D Please send me a free ‘Gold Bond Paint Products Book,’’ which 
| gives full information on Gold Bond's complete paint line | 
| PIE ciniatkccnudkcindaantdded es raenenneeenaenneteandabiat | 
| PII tre nncsbdaclauiusaielnsleireninidlsiataienciineieilpamaianideeeusilabiae teva | 
| eee Zone County State - | 
ee | 
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small surface cracks and imper 
fections. One coat and the job 
is finished! 

No painty smell! Thoroughly 
washable, too! Can be stippled, 
striated or worked tO any tex 
ture design you choose. 

Six colors and white! New Gold 
Bond Latex Texture comes in a 
choice of appealing new pastel 


" colors...to harmonize with any 


decorating scheme! For more 
texture sales, faster texture sales 
... display new Gold Bond Latex 
Texture! Mail the coupon today 
for additional information on the 
complete Gold Bond Paint Line! 


NATIONAL GYPSUM COMPANY 
BUFFALO 2, NEW YORK 








CALFED 


Dealers suggested an 8 qt. size would 
increase their sales volume and orders 
prove the idea was right. CALFeeder 
Nipple Pails are made in two sizes (8 
qt. and 12 qt.) to fit all requirements. 


Aduenrtised in Leading 
FARM MAGAZINES 


CALFeeder Nipple Pails are widely ad- 
vertised to help you sell—and farmers 
know that this name means the best in 
nipple pails. Ask your hardware jobber 
or write us for complete information. 


GENERAL METALWARE COMPANY 


Minneapolis 13, Minnesvia 








HAVE YOU SEEN 
THE LOCK-OW 


TRACTOR FUNNEL? 
rae 7 








mg 
LOCKS TIGHT 
TO FUEL TANK 


IT FITS ALL TRACTORS 


An easy twist locks this funnel tight. It 
can’t tip or wobble. SAFER, prevents 
spilling, saves fuel. The nationally ad- 
vertised LOCK-ON Tractor Funnel 
sells on sight. It is a good profit item 
for every dealer who has farm trade. 
Ask your hardware jobber or write us 
for complete information. 


GENERAL METALWARE COMPANY 


13, M 














WHAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 121. 








and is annodized for colorful non- 
chip finish. The pocket clip is nickel 
plated. The level comes on a display 
card, 10 in. high, 6% in. wide, 
printed in colors, with the product 
and its uses described for impulse 
sales. There are six levels to a card. 
The retail price is 89¢. Stanley 
Tools. 


For more data circle No. 30 on postcard, p. 121 


16-Ft Steel Tape Rule 
A new 16-ft. Super Chief steel 


| tape rule has been added to com- 








130 


pany’s line. Rule features a crank 
for rapid rewind and blade can be 





replaced without opening the case. 
Blade is 34 in., with jet black num- 
bers of snow-white surface. Swing 
tip on starting edge flips aside for 
easier measurements. Carlson & 
Sullivan, Inc. 


For more data circle No. 31 on postcard, p. 121 


Aluminum Alloy Mower 


The Meteor lawn mower is being 
reintroduced to the market. Alumi- 
num alloy construction makes it 25 
pet lighter. Comes with 5 or 7 
cutting blades; former in 16 and 19 
in. cutting widths; latter, made es- 
pecially for finely grassed lawns, 
furnished in 16 in. cutting width 
only. Cutting reel is ball bearing 
mounted with heavy extra-wide full 
spring tempered steel blades, double 
ground with special technique for 
lasting sharpness. Has twin-tube 





AN ACTUAL 


LAWN RAZOR 


RAZOR SHARP — 
RAZOR BLADE EDGE 
7 
ELIMINATES 
SHARPENING WORRIES — 
USES ANY 
DOUBLE EDGE BLADE 


EASILY CUTS 
CLOSE TO GROUND 
. 
PATENTED 
SAFETY GUARD 


With these 
terrific sales ap- 
peals, plus every 
home and camp own- 
er being a prospect, 
the Lawn Razor is sure to make youa 
good profit 


Other appeals are — it is guaranteed 
folds for easy storage, and is fully 
equipped with 9 double-edge razor 


blades 


To make your selling easy and to stim- 
ulate fast turnover, 6 Lawn Razors are 
packed in an attention-getting display 
carton Each 
Lawn Razor, in 
this carton, 1s 
individually 
packed in a col- 
orful package 
that tells a complete sales story — no 
other selling necessary. Just display 


them and they sell themselves 


Free descriptive folders and advertising 


mats available for your use 


Don't miss this chance for extra soles 
and profits, get complete details and 
order your supply of Lawn Razors 


from your jobber today 





A FREE HATHAWAY SHIRT to Mr. 

m. Kremp, John Decker & Son, 
Philadelphia, Pa. Send us your shirt 
size. Also, free shirt to your jobber 
salesman who sells North Wayne Tools. 
Please send his name, company and 
address. 


‘NORTH WAYNE TOOL CO. 


Oakland 1, Maine 
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WHAT’S NEW 





handle; large size sectional wood 
rollers for easy turning; knobbed 
tread rubber tires. Pennsylvania 
Lawn Mower Div., American Chain 
& Cable Co. 


For more data circle No. 32 on postcard, p. 121 


Crow, Owl Decoy Set 


Victor crow and owl decoy set in- 
cludes two crow decoys and one 
Great Horned owl decoy packed to- 
gether. Provided with wire legs so 





that they can be realistically posed, 
crows are made of light, tough 
molded fiber. Owl, also of molded 
fiber, is authentically colored to give 
a plumage effect, and sits on a 
realistic stump. Animal Trap Co. of 
America. 


For more data circle No. 33 on postcard, p. 121 


16-Item Cookware Line 


Flint-Ware is styled with two 
outside layers of non-porous vana- 
dium stainless steel. Between them 
is radiant heat core of specially de- 
veloped alloy to conduct heat quick- 
ly and uniformly. Each utensil car- 
ries 15-year guarantee. In addition 
to 16 separate items, line includes 
a six-piece starter set. Each item 
individually packaged in gift box. 
Label giving model number, exact 
size, and capacity, appears on each 
utensil. Retail prices range from 
$3.75 to $13.95 per unit. Starter 
set, priced to retail at $18.95, in- 
cludes 1 and 2 qt saucepans with 
covers; 7-in. open skillet, and three- 
piece hanging rack. Lids are self- 
storing. Ekeo Products Co. 

For more data circle No. 65 on postcard, p. 121 
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Plastic Tape 


Economy-size roll of Scotch brand 
33 plastic tape is 260x34 in. and 
can be used for non-electrical and 
electrical applications in the home. 
Made of tough vinyl, it is black, 
waterproof and can be used for 
mending garden hose, patching rub- 
ber boots and rainwear, mending 
plastic toys, sealing jars and bottles, 
etc. It also resists oil and chemicals, 
and withstands temperatures up to 
175°F. It can also be used for in- 
stalling electrical fixtures, repair- 








Year ‘Round Garden Tractors 


Sales are yours every season of the year when 
you sell Midland. You offer 31 different attach- 
ments for year ’round jobs. You offer 214, 3 and 
5 hp. models, each with 5 forward speeds, 114 

to 9 mph., plus reverse. 

Use coupon today for complete details of 


ing and reinforcing insulation on 
extension cords, making splices in 
junction boxes, etc. Retails for 89¢ 
per roll. Minnesota Mining & Mfg. 
Co. 


For more data circle No. 66 on postcard, p. 121 


Pocket Knife 


Tree Brand sportsman’s knife 
No. 7593 is an all-purpose, general 
utility and outdoor knife. It has 
one large and one small blade, a 
reamer, cork screw, cap lifter, can 


5 Near Round 


Sell 
MIDLAND 
LANDY BOY 








Midland dealer plan. 


1, EXCLUSIVE 
FRANCHISE a 


THE MIDLAND CO., Dept. HA-4, South Milwaukee, Wis. 


| 
2. COMPLETE LINE 


3, Merchandising plans 
that help you sell. ! Nome 

4. Active field repre- l IE 5 iinicospneccivnsd 
sentatives to help + 


you. 


Send me complete dealer information. 


131k 








NOW, a 3-way 
tape sales 
volume builder 


GOLD SEAL 






FRICTION 


RUBBER 


Splicing Compound 


Gold Seal quality in a plastic 
electrical tape. “Flows” on—stretches 
and contracts to cover any surface 
snugly. High dielectric—neat, 
thin wrapping gives all needed 
insulation on most jobs. Sticks fast 
—gives lasting protection under 
toughest conditions—sunlight, water, 
oil, solvents. Single 60-ft. rolls in 
round metal cans and Handy Pack 
of ten 20 ft. rolls in metal and fiber 
cartons. Sample free on request. 
Jenkins Bros., Rubber Div., 
100 Park Ave., New York 17. 


Stock up and tune up 
tape sales and profits. 


JENKINS 





FRICTION * RUBBER * PLASTIC 


Single rolls and 10-roll containers. 
Also Diamond Seal Friction 

and Rubber Tape made to 

ASTM Specifications. 
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| long-lasting edges. 


BWHAT'S NEW 








opener and screw driver. Handle 
is genuine Stag; blades are hand- 
forged, ground and honed for keen, 
Overall length, 


| closed, is 314 in. Retail price, $4.50; 


H. Boker & Co- 


For more data circle No. 34 on postcard, p. 121 


higher in West. 


Rotary Tiller Attachments | 


Wide range of new attachments 
are available for M-E rotary tillers. 
Included are attachments for lawn 
care, such as a lawn roller, reel type 
mowers and a rotary mower with 
leaf-grinding device. For other out- 
door operations there are a 20-in. 


| circular saw and weed cutter, a fur- 





rower, general purpose seeder, and 
snow-plow. Tiilers range in size 
from 2 to 6 hp. Bolens Products 
Div., Food Machinery and Chemi- 
cal Corp. 


For more data circle No. 35 on postcard, p. 121 


Target Holder 


Model 60 Targetrap is a target | 


holder and backstop for standard 
10-bull. .22 cal. indoor range targets. 
Overall dimensions of 25 lb. 





unit | 












CHAMPION 
MAIL BOXES 


Have Excellent 
Consumer Acceptance 





No. 9206H Dead Black 
No. 9206W Satin White 


No. 9206AL Natural 
Aluminum 


RUST PROOF 





No. 9906H Dead Black 
No. 9906W Satin White 


Reasonably Priced 
Easy To Sell 





The 
THIRWIiWUAMIALIALt mas 












og GENEVA. OMLO 
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Flame 
Sprea 





Repla 


SE 


THE 


Fe i 





HARDY 


_ - NO. LP500 


TURNE 


LIQUEFIED 





WITH 


DISPOSABLE 
FUEL TANK 







e A really fine tool of superior quality... 
complete with all-brass burner and fittings. 


@ Lights instantly . .. is handy, clean, easy 
to use. 


@ A year-round seller ... ideal for solder- 
ing, light brazing, many other uses in the 
home, at the shop, for hobbycraft 
work, etc. 

@ No filling required... entire fuel tank 
is replaced as needed (which means 
steady repeat business for you). 

@ I1.C.C. approved heavy-gauge large-dia- 
meter tank designed for greater stability, 
easier handling. 





te 


@ Has wide-range positive-control flame | 


adjustment for varying job requirements. SPEEDY SPRAYER 890 

Diaphragms eliminate oily pis- 
tons. Y% h.p. motor delivers 2 cu. 
ft. of clean, oil-free air at 30-40 
Ibs. pressure. Never needs oiling. 
With gun, less motor, retail $36.50 










@ Compact in size... fits conveniently in 
tool box or pocket. 


@ Operates within a wide range of tem- 
peratures... burns in any position. 


© Complete with pressure relief valve. 


@ Special accessories available (as illus- | 
trated below) to do more jobs... easier, 


PAINT 
better, faster. TANK 778 
‘ ’ 4 
@ Tested, sales-proved merchandising aids SPEEDY eee Py . Holds 3 otien. 
D > i > C2 ine No job too big cu. ft. o arried or hun 
free on request... display cards, win- | ean, aces a en 08 Oe sor dor, Wie 
dow streamers, newspaper ad mats, | erocswre. Ve hp. moter oF 10’ air and point 
electros, etc. engine. With gun, less motor, hose. Retail 








































retail $66.00 $22.0 
EXTRA SALES FROM THESE , . Ae ——a 
SPECIAL ACCESSORIES | NEW! MOBILE TANK SPRAYE - 
A oes \ a 
— Heavy Duty Chisel Point | : y ; 
Ar Burner Soldering Tip \ s 
k Flame —— é 
Spreader => | : 
Pointed | : 
te Soldering Tip } 
: 
5 | ( 
ad $69 | i 
— 

COMPLETE t 

Replacement Fuel Tank 

$] 95 DISPLAY PACKAGED | MODEL 960 MODEL 450 
:.in colorful eye-catching box, af | /, h.p. with gun, with motor $106.00 '/2 h.p. with gun, with motor $169.00 
illustrated. A “natural” for effective 
counter merchandising ... either singly | : 
SEE YOUR JOBBER or in mass display. | ORDER FROM YOUR WHOLESALER 





THE T S WORKS W. R. BROWN CORPORATION 










) saaaitaiiticiaiiaia 2665 Normandy Ave., Chicago 35, Ill. 
—_ | M8 Ae BE fb Se Oe | Specialists in Portable Sprayers for Over 30 Years 
Since 1871 
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that sells 
itself ..... 
CHENEY — 


known 


everywhere 


STAB. 1836 
Henry CHENEY ‘con? | 


LITTLE FALLS, WM. Y., U.S. A. 








safe, and multi-cube hopper. 








WHAT’S NEW 





@ For more information 
on these products and 
services use free post 
card on page 121. 


are 18x12'% in. with 11 in. depth 
at base. Target area is 1014x12 in. 
Targetrap can be placed on any flat 
area, without further support, or 
can be fastened to any vertical 
surface. Knockouts are provided to 
permit bolting units together to ac- 
commodate multiple firing points. 
Retails for $17.95. Also available is 
a Model 22 for pneumatic or casual 
.22 cal. practice with a target area 


of 6x8 in. Sheridan Products, Inc. 
For more data circle No. 36 on postcard, p. 121 


Ice Crusher 

This ice crusher has simple ad- 
justment for coarse or fine ice, self- 
feeding cutters that keep fingers 





Unit 
has sturdy, aluminum cast body, 
stainless steel cutters, scratch-re- 
sistant enamel finish, and shatter- 
proof polystyrene cup. Cup turns 
on or off with a twist. Model 1809- 
R-B-Y, it has baked white enamel 
body, red, black or yellow cup, and 
polished aluminum handle. Unit fits 
on standard Swing-A-Way wall 
bracket. Retails for $6.95. Swing- 
A-Way Mfg. Co. 


For more data circle No. 37 on postcard, p. 121 


Sprinkling Can 

This green lacquered steel sprin- 
kling can is hand-dipped in rust 
resistant alloyed zinc, and has a 





pure zine perforated cap. Green 
Thumb sprinkler is made in 6, 8 
and 10 qt. sizes. Wheeling Corrugat- 
ing Co. 


For more data circle No. 38 on postcard, p. 121 


Caulking Guns 


Complete line of caulking guns 
has been remodeled with contour 
handles and triggers for greater 
comfort of operation and ease of 
handling. Heat treated cadmium 
plated rods for improved appear- 
ance and longer gun life, and Neo- 
prene gaskets to prevent caulk leak- 
age at the nozzle have also been 
added. New locked-in suction cup 
unit improves operating efficiency. 
Cartridge sealers are now chemi- 
cally coated with a Vinylite mate- 
rial to seal in freshness of caulk. 
Vital Products Mfg. Co. 


For more data circle No. 39 on postcard, p. 12! 


Portable Barbecue Kit 
Portable barbecue kit consists of 

barbecue unit, fire starter fluid and 

charcoal briquets. Unit has an alu- 





minum body and coppered steel 
grill and legs. Packaged in a colored 
carton. Weight 2 lb. Retail price, 
$2.98. John P. Gleason Mfg. Co. 
For more data circle No. 40 on postcard, p. 12! 
(Resume reading on page 13) 
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9, 1954 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


in old opener, any make, condition. 
size. Offer good from April 1-May 
31. Can openers in deal are packed 
12 to carton; 5, red; 4, white; 3, 
yellow. Newspaper ad layouts, mats, 
window and interior trim, catalog 
pages, promotion and contest in- 
structions packed in each carton. 
Dazey Corp. 


For more data circle No. 41 on postcard, p. 121 


Insecticide Display 


Counter display featuring newly 
designed and lithographed Nebu- 
Lizors, insecticide sprayers, shows 
one each of the 8, 14 and 27-oz. 





sizes. Display, together with win- 
dow banner and merchandising sug- 
gestions, is supplied free with pur- 
chase of 2 doz. 8-0z. Nebu-Lizors 
and 1 doz. each of the 14 and 27-oz. 
sizes. H. D. Hudson Mfg. Co. 


For more data circle No. 42 on postcard, p. 121 


Sprinkler Display 

Here is a self service stand for 
merchandising the 1954 Green Spot 
line of sprinklers and garden hose 
accessories. Made of heavy gage 
wire with green baked enamel fin- 
ish, rack shows complete line of 31 
different products, including auto- 
matic and stationary sprinklers, 
couplings, menders and other water- 
ing devices. Rack provides 101% sq. 
ft. of display space in less than 31% 
sq. ft. of floor space. Permanent 
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HDluays Spreayy ARO 


You, too, will put your stamp of approval on the 
Arro line when you use any of Arro’s devices for 
solving your drilling and anchoring problems. 


a 


ARROFIUTE CARBIDE MASONRY DRILL 


a 
ae aparere 


LAG SCREW EXPANSION SHIELD 


(FLL 
(Orem ie Fate ) 
\ eatin i au i\e } 






iS 
— 





A-C-E EXPANSION SHIELD 


pan eS 


DOUBLE EXPANSION SHIELD 


iii 
O-E EXPANSION SHIELD 


ARRO.. 


MACHINE SCREW ANCHOR 


Sat 





STUD BOLT ANCHOR 


f 





LEAD SCREW ANCHOR 


Son ool 
- om oad 
ad 4 


MAL-LEAD BOLT ANCHOR 








* 







TWO WING 
SPRING-TYPE 
TOGGLE BOLT 


SPRING HEAD 
STEEL TOGGLE BOLT 


RIVETED HEAD 
TOGGLE BOLT 


O ean) 


LITTLE MAJOR TURNBUCKLE 


——=— <>) 


FOUR-POINT HAND STAR DRILL 


THREE-POINT DRILL POINT 


[== 


FOUR-POINT DRILL POINT 





Ss > 


TWIST DRILL POINT 


ta 
RUBBERGRIP 


DRILL POINT HOLDER 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY y 


Boone Ave., Marion, Ohio 















Bok Daas 


says: 





ARE YOU REALLY CASHING IN on the 
fabulous Do-It-Yourself market? You 
may think you are— you’re probably 
selling a lot of these do-it-yourselfers 
already. But are you making the most 
of the possibilities? Here are some 
suggestions that may help you get a 
bigger share of this market, which, 
incidentally, is still growing! 


FOR EXAMPLE, have you 
set up a Do-It-Yourself 
Center yet? It doesn’t 
need to be elaborate. 
Start off with a counter 
or island stand, and 
place on it the tools, ac- 
Y | > cessories, gadgets, hard- 

: ware and other ma- 
terials that are most in demand 
among homeowners and hobbyists. 
Put up a sign, encouraging customers 
to ask for demonstrations. And then, 
select one employee and give him the 
specific job of helping the do-it-your- 
selfers. He doesn’t have to spend all 
his time on this by a long shot, but 
he should know that he’s responsible 
for the Do-It-Yourself Center, and 
that he will get recognition for sales 
from that department! 


DON'T FORGET LITERATURE — Most 
manufacturers of tools and materials 
for the amateur make it 
a point to offer a number 
of informative, appetite- 
whetting booklets and 
leaflets describing their 
products and how to use 
them. Place this litera- 
ture in and around the 
Do-It-Yourself Center. 
You'll be amazed at the wonderful 
job it does in convincing hesitant 
beginners that they can do a particu- 
lar job themselves! And you know 
what this means in extra sales! 


WANT MORE HELP and 
hints on selling the Do- 
It- Yourself market? Then 
send for my _ booklet, 
“Easy Ways to Sell.” Its 
40 pages are packed full 
of articles and _ illustra- 
tions aimed at helping 
you sell more Black & Decker Utility 
Tools, as well as all the other do-it- 
yourself products you handle. It’s the 
perfect book for you to read and then 
give to that employee we spoke of 
above—-the one who’s going to take 
charge of your new Do-It-Yourself 
Center. The booklet is free—just mail 
the coupon below. 


Bob Davis, Dealer Service Dept. H653 


The Black & Decker Mfg. Co. 


Towson 4, Maryland 
Please send free copy of “Easy Ways to Sell.” 











Firm__- a ie ara skies ancaidale ; 
Address 
City Zone. State 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 








part of display is a watering guide 
showing how sprinklers should be 
used. Scovill Mfg. Co. 


For more data circle No. 43 on postcard, p. 121 


Power Equipment Booklet 

Illustrated booklet called ‘The 
Application of the Small 2-Cycle 
Engine to Power Equipment” is a 
reprint of a speech by Sheldon D. 
Pollow at a meeting of the Society 
of Automotive Engineers. Booklet 
includes 22 illustrations describing 
application, principles of operation 
and engineering and mechanical 
features of two-cycle’ engines. 
Power Products Corp. 


For more data circle No. 44 on postcard, p. 121 


Sharpening Stones Package 

Newly-designed blue and yellow 
packaging for sharpening stones 
uses company colors to promote 
sales appeal and aid in quick identi- 





fication of the product. Lid of each 
box clearly indicates in large block 
letters the nature of the merchan- 
dise within. Specific size and type 
data appear on ends to permit easy 
identification of packages when 
stacked on shelves. Packaging pro- 
gram includes 50 different sizes of 
boxes and 20 display items. Behr- 
Manning Corp. 


For more data circle No. 45 on postcard, p. 121 


Magnetic Holder Display 


Counter demonstrator features 
Magnagrip magnetic holder for 
kitchen utensils and tools. Unit 
does a three-in-one merchandising 
job by stocking the product, demon- 
strating its use and self-selling it. 
Occupying 9 in. of counter space, 
it consists of a wire frame on which 
is mounted a descriptive panel, a 
sample Magnagrip and a chain-se- 





cured spatula for self-demonstra- 
tion by customer. Base of unit 
holds 1 doz. Magnagrips, listing at 
$3.49 each. Demonstrator costs 
dealer $1.74 with initial order of 
1 doz, holders. Phelon Magnagrip 
Co., Inc. 


For more data circle No. 46 on postcard, p. 121 


Forged Hardware Deal 
Two special display promotions 
of forged iron hardware are being 
offered at a reduced price until 
May 31. Finished in four colors, 
display boards are 22% in. high 
and 18 in. wide. No. 54 display 
board (illustrated) features 23 
items of cabinet hardware; it is 
supplied with a quantity of the 
merchandise shown. No. 50 board 
displays 15 forged iron items for 
full size doors; it comes without 
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for More Satisfactory Profits from tovhel comers 
Pra Service Calls with MSP 




















lemon- lj . 
ing it, Quality Brass Trim 
—. Use MSP Brass Trim as replacements on your 
which service calls. It's more profitabl It" 
. protitable to you. It's more 
nel, a satisfying to your customers. MSP Brass Trim 
ain-se- works easily — doesn't balk! Your time on the job 
is less — your profits greater. And the trouble- 
free service and long life of MSP Trim wins friends 
and holds customers — as you will see when you 
stock and use this better trim. 
09 MSP “BEAVER” 
Elevated type patented 
direct compound lever 
feed: DuPont ‘Nylon, Re- tt . 
By Sell “more pipe cuts 
competitive installations. 
with less work 
H ra ” 
with al=el Geli 
mstra- ss 
f unit Once your customers have put a RI@aiD Cutter 
ie = on a pipe and seen how easily and cleanly it 
Pegi rolls through the metal, they won’t want any 





other kind. Smartly balanced for easy action. 
Tracks perfectly—and special malleable hous- 
ing, guaranteed warp-proof, keeps it that way. 
High alloy thin-blade or heavy-duty cutter 
wheels, practically no burr. It pays you to 


03 MSP BALLCOCK 
Quiet-operating elevated 
type direct compound 
lever action with guar- 
rd, p. 121 anteed DuPont Nylon Re- 
mewable Seat; by-pass 
construction. 


nagrip 





Se) §=6«HERE’S WHAT MSP NYLON 








< Os CU : ith leas 
| scams VOGneEnet stock and sell RiteiD’s “fast cutting with least 
, Fi The effect of electrolytic action upon effort’’— order today! 
1otions BRASS metal valve seats and plungers is 
being st shown by the pictures to the left. MSP BRASS DOUGLAS 
+ being Ww . See how the metal has been etched (heavy brass) pattern 
until away? The use of MSP guaranteed flush valve with lift THE RIDGE TOOL COMPANY © ELYRIA, OHIO, U.S.A. 
DuPont Nylon Valve Seats in wires, rubber gasket 
colors MSP Ballcocks remains untouched by ond brass lock nut 
ree | BRONZE @!ectrolysis. 102 x 1 in. overflow 
. high 1¥e-in. overflow tube 
lisplay Check with your favorite Jobber. also available. 
lisplay 


es 28 MANSFIELD 
PG Santtary Pottery, Ine. 


} 
of the Perrysville, Ohio 
board 


ms for Combining the Best in Materials and Crafts- 
vithout manship to Produce Truly Fine Vitreous China 











® 
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G. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE 


138 


ff Pt In | 





... there’s nothing better than a satisfied customer. We like it, you like it 

and the customer likes it. 

For guaranteed satisfaction for your customers, carry GRIFFIN HIGH SPEED 
Hand Hack Saw Blades. Griffin SHARPFLEX, Grifin HIGH SPEED 

and NEW GRIFFIN ... better blades for better metal cutting. 

In hand hack saw blades the GRIFFIN trademark is your guarantee of quality. 
GRIFFIN Blades are made from special analysis steels, carefully hardened 

and tempered to insure a top-performance cutting tool. GRIFFIN Hand Hack 
Saw. Blades are ideal for both the professional and the home handyman. 





Sales Agents: John H. Graham & Co. tnc., 105. Beane Girast, Mew York 6, W. ¥: 





TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 121. 





stock. Samples in all three finishes 
—dull black, Swedish and Olde Cop- 
per—are mounted on boards. Items 
displayed include latches, pulls, 
knobs, casement fasteners, H and 
H & L hinges. McKinney Mfg. Co. 


For more data circle No. 47 on postcard, p. 121 


Masking Tape Rack 


Deal M is a complete masking 
tape department in_ self-service, 
wrought iron finish wire rack. 
Measuring 1114x1214x26 in., it 
holds a complete assortment of the 
three fastest selling sizes of Mystik 
masking tape. There are 24 cello 
wrapped rolls 34x300 in., 12 cello 
wrapped rolls 114x300 in., 12 in- 
dividually boxed economy size rolls 
34 in.x90 ft. Mystik Adhesive Prod- 
ucts. 


For more data circle No. 48 on postcard, p. 121 
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TO HELP YOU SELL 


Caster Catalog 


New 20-page catalog on Floating- 
Hub shock-absorbing casters de- 
scribes construction features, lists 
types of casters and mountings 
available, and provides load ratings 
for each type and size. Designed 
to withstand shock of both vertical 
and horizontal impacts, casters 
come in wide range of sizes and 
types, with load capacities of from 
50 to 25,000 lb each. Bassick Co. 


For more data circle No. 49 on postcard, p. 121 





Glue Packaging 


Sure Grip White Glue now comes 
in an unbreakable squeeze bottle 
that is convenient and easy to han- 
cle. Each carton of newly packaged 


yupasnnaos 


squeeze 


bottle 





glue contains colorful display card. 
White glue can be used on paper or 
wood and forms a firm bond. New 
bottle contains 8 oz.; also available 
in half-pints, pints, quarts and gal- 
lons in glass containers. LePage’s, 
Inc. 


For more data circle No. 50 on postcard, p. 121 


Clamp Catalog 


Catalog No. C-50 features Har- 
grave Load Tested clamps, chisels, 
punches and masonry drills. Fur- 
nishes_ selection and application 
information on all types of clamps. 
Cincinnati Tool Co. 


For more data circle No. 51 on postcard, p. 121 


Gun Display Package 
Spring display package, promot- 
ing line of Savage, Stevens and Fox 
shotguns and rifles, is available free 
to dealers. Package consists of a 
colorful illustrated easel display 
card and a compact single unit gun 
stand. Easel card is lithographed 
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UNIVERSAL WINCH STAND 


The Fulton 280 Winch Stand 
provides a simple, inexpensive 
way to mount winch on any 
boat trailer, or any applica- 
tion requiring additional clear- 
ance for handle to turn. Made 
of heavy gauge steel — die- 
formed channel shape for ex- 
tra strength. A rope cleat pro- 
vides an extra safety feature. 
Finished in durable green 
baked enamel. 

Weight, 5 |b. 

List, ea. $5.00 






SENSATIONAL 


Low-cost 
ALL-STEEL 





Here’s a new winch for portable or stationary 
use in farm or general purpose work. Selling 
features that appeal: made of steel stampings 
for uniformity and smooth operation . . . gear 
ratio of 3 to 1. . . mechanical advantage of 
38 to 1 with empty drum, 9 to 1 with full drum 

. . easily taken apart for servicing . . . simple 
to dismount for moving . . . concealed internal 
gears guard against injury to hand or damage 
to rope . . . spring-loaded ratchet lock insures 
safe operation and permits mounting in any 
position. 


Model 230-A — capacity, 1,000 Ib. § 
30 ft. ¥% in. rope. List, ea. 9.70 


Model 245-A — capacity, 1,500 Ib., $]] 75 
45 ft. ¥% in. rope. List, ea. ’ 


FULTON TRAILER COUPLING 


NEW 


Type L-2, 6,000 Lb. 


LOAD CAPACITY 


This unique lever action coup- 
ling provides fast, positive op- 
eration and adequate take-up for 
wear. Automatic safety 
vents accidental uncoupling in use. 
Made of pressed steel — 2 in., one- 
piece steel ball with heat-treated bolt. 


Weight, 61/2 Ib. List, ea. 






latch pre- 






No. 0-7 TRAILER COUPLING 


All Fulton trailer coup- 
lings feature strong, weld- 
ed construction, heat- 
treated bolts, easily-operated hand 
wheel, positive safety latch, and die- 
formed steel balls. 

No. A-6 8,000 Ib., capacity. List, ea. $ 
No. B-6 6,000 Ib., capacity. List, ea. $ 
No. O-7 (shown) 4,000 Ib., cap. List, ea. $ 
No. O-6 For 2” pipe tongue. List, ea. ......$ 


Rass 


ano 


$9.35 


All prices slightly higher west of the Rockies. Send for FREE Catalog. 


THE FULTON COMPANY 


1912 S.82nd Street, Milwaukee 14, Wisconsin 
In Canada: J. C. Adams Company, Ltd., Toronto, Ontario 











Buy ATLAS! 
Boost Profits 5% 


Right! By using one source for tacks, 
nails, brads, glazier points, glides and 
thousands of other allied products, 
you can increase your profits on these 
items 5% and more. One source — 


ATLAS — means less paper work, 
prompter shipments, easier stock in- 
ventory — a saving in time that puts 
money in your pocket. 





These are just a few of thousands of 
ATLAS items. You know them; your 
customers know them — and depend 
on ATLAS quality. Ask your whole- 
saler for the complete list — and let 
him show you how “one source” buy- 
ing can bring you greater profits. 


Since 1810 


Atlas 


FAIRHAVEN, MASS. . 


TACK 
CORP. 


HENDERSON, KY. 


Makers of the largest variety 
of tacks and nails in the world. 
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TO HELP YOU SELL 


in bright colors and can be used as 
a counter or window display. Gun 
stand displays any shotgun or rifle 
in line. Savage Arms Corp. 


For more data circle No. 52 on postcard, p. 121 





Heating Pad Deal 

This ‘“7-pack” heating pad pro- 
motion offers a pre-packed carton 
display with each “7-pack.” Dis- 
play unit includes an assortment of 





all four heating pad modeis al- 
ready packaged. Dealer can also 
buy six extra pads of any one model 
at a special price. General Electric 
Co. 


For more data circle No. 53 on postcard, p. 121 


Fasteners Merchandiser 
Merchandiser displays complete 
line of hollow and solid wall fast- 
eners and gives instructions as to 
uses. Included are wood screw 
anchors for solid wall installation 





and Hang-Rite utility hangers for 
use with hollow or solid wall 
anchors. All merchandise is dis- 
played openly for self service. 
Spaces are provided for pricing. A 
pocket contains free Do-It-Yourself 
instruction bulletins. U. S. Expan- 
sion Bolt Co. 


For more data circle No. 54 on postcard, p. 121 


| 
| 








CATCH 
SHOPPERS’ EYES 
and their 


DOLLARS 


with 
National 
Linoleum 
Binding 


Colorfully Packaged to Sell 
On Sight 


Just display this convenient, self- 
service carton on your counter 
and see how fast National and 
Columbia Binding moves. Each 
colorful box contains a dozen clear 
plastic packages of %” linoleum 
binding—12 feet long, conven- 
iently Sageine—y for fastening and 
with the nail supply enclosed. 
Available in brass, aluminum or 
stainless steel. 


It’s good business to sell 
the complete National line: 
te WEATHERSTRIPPING «+ Thresholds « 


Spring Bronze « Metal and Felt Sweeps 
¢ Door and Window Sets 


®& SPECIAL ROLLED MOLDINGS 
*& BINDING AND EDGING 








Order from your jobber today— 


or write us for additional details! 






NATIONAL METAL 
PRODUCTS COMPANY 
(e 


1001 Ridge Avenue Pittsburgh 33, Po. 
P.O. Box 9965 
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TO HELP YOU SELL 


Lockset Display 


Display mount features the “600” 
series of locksets. Mount consists 





of an attention-getting modern free | 





form design. Center of mount re- 
volves, showing the display 
from all angles. Color scheme is 
black, gray and red. Kwikset Locks, 
Ine. 


For more data circle No. 55 on postcard, p. 121 


Fishing Line Displays 
Rain-Beau’s new fishing line dis- 
plays are attractive, give 100 pct 
visibility to the package, and allow 
customer inspection of product. 





Displays come in three models each 
holding 1 doz. plastic packages. One 
contains trunk-type boxes, another 
the fly line pancakes, and the third 
flat rectangular boxes containing 
two spools. Sealand, Inc. 


For more data circle No. 56 on postcard, p. 121 


Fixtures Catalog 

New general catalog has been is- 
sued on company’s line of store fix- 
tures and builders’ hardware and 
clothes closet fixtures. New items 
include nylon sliding door sheaves, 


fibre track and glides, lightweight | 
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NEW! 
No. 7B LIGHT GREEN 
SALES MERCHANDISER 
“TOOLS STAND-OUT 
LIKE JEWELS” 


40% DEALER 
NET PROFIT 








MORE SALES OF PAINT AND WOOD SCRAPERS 
WITH THIS NEW SPEEDSTER SCRAPER SALES 
MERCHANDISER, 





COMPLETE HOME REPAIR TOOL DEPT. FEATUR- 
ING BLUE DIAMOND PUTTY KNIVES AND 
SCRAPERS, WOOD SCRAPERS, GLASS CUTTERS ETC. 






MANUFACTURING CO., 


FAST SELLERS FOR HOME REPAIR AND PAINT 
CUSTOMERS FAMOUS BLUE DIAMOND PUTTY 
KNIVES AND SCRAPERS. . 


PICK-UP PLUS SALES 
WITH THIS COUNTER 
MERCHANDISER OF 
PLASTIC RAZOR BLADE 
SCRAPERS, 


NEW! 


a, 


Write For This — _ 
New Catalog ~ i ° 
SOUTHBRIDGE, MASS., U.S 





FREE! 

















The Verdict 
is for Safety! 


The splendid safety record of the 
bicycle industry in this country is 
dramatically emphasized when com- 
pared to the situation in England. 
Apparently disturbed by the ineffi- 
ciency of external brake-pads in wet 
weather, the British Minister of Trans- 
port issued the following edict, “Use 
the internal expanding type of brake 
if you can. I hope manufacturers will 
note this.” 

This statement by the British Minister 
of Transport points up the importance 
of safer braking and leaves no doubt 
as to the contribution internal expand- 
ing coaster brakes have made to 
America’s outstanding record of safe 
bicycling. 

Let’s keep bicycling safe for American 
bike riders—STOP accipeENts—GO 
AMERICAN—BU Y BENDIx*—the safety 
proven internal expanding brake. 





REDUCING ACCIDENTS INCREASES SALES 


Talk safety—sell safety and watch your sales 
volume grow. There is no safer coaster brake 
than Bendix—performance proven for over 
half a century. 

*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION of Bendix 
ELMIRA, NEW YORK 


Export Sales: Bendix International Division 
205 East 42nd St., New York 17, .N. Y. 
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New Displays and Other 
Dealer Sales Helps 


extension drawer slides and over- 
head all-glass track assemblies. The 
clothes closet fixtures section is 
printed in color, and has illustra- 
tions showing applications of the 
products. Knape & Vogt Mfg. Co. 


For more data circle No. 57 on postcard, p. 121 


Garden Tool Set 

Two-piece set of English garden 
tools is attractively packaged in a 
display self shipper, which is print- 
ed in two colors and has a price 





spot. Tools have polished ends, cen- 
ter section of bright red enamel, 
and handles finished with a lustre- 


gloss varnish. Overall length of 
tools is 14 in. John H. Graham & 
Co., Ine. ' 


For more data circle No. 58 on postcard, p. 121 


Merchandiser Catalog 
Spacemaster Catalog 55-S con- 
tains 128 pages and more than 650 
illustrations of merchandising 
equipment. Included are wall sec- 
tions, counter set-ups, island units, 
signing equipment, glass shelving, 
splicing and binning equipment. 
Catalog is free on request. Reflector 
Hardware Corp. 
For more data circle No. 59 on postcard, p. 121 


Brass Cabinet Hardware 


Added to Amerock colonial cab- 
inet hardware line are three new 
items in highly polished solid brass. 
Finish is protected against tarnish 
with a heavy baked-on plastic lac- 


P¥ictor Bait Bucket 


means BIGGER 
PROFITS 


SNUG-FITTING Lup 
OF MOLDED FIBRE 







At their low price, your 
fishermen customers will 
buy two or three of these 
sturdy VICTOR bait buckets—they’ll 
really build profits for you! Four sizes- 


No. 4, $ .89 No. 10, $1.50 

No. 6, $1.00 No. 20, $3.50 
Shipped nested for minimum storage 
and display space. Liners also avail- 
able. Order from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. » Pascagoula, Miss. 


> THE TRADE CALLS 


for 
*§ DYKEM 
73743003 


St) Cx 
= agi as 


Dies and 
= Templates 







Popular package 8-oz. can fitted with 

akelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
23058 North 11th St. «© St. Lovis 6, Mo. 
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- Giving 


As advertised in 


Ome workshop fans 
a Steer your way 


Ads like the one at the right are continually steer- 
ing readers of the SATURDAY EVENING POST to your 


store. 


These ads are directed to home workshop fans — 
your customers. By pointing out that your power 
tools have Jacobs Chucks, you put these ads to work 


for you. 


Your customers know that Jacobs Chucks are a 
sign of quality manufacture. The Jacobs Manu- 
facturing Company, West Hartford 10, Connecticut. 
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IF IT’S A 


JACOBS 


IT HOLDS...Business for You 


This is the famous 
Jacobs Hex-Key Drill 
Chuck with the 1000 
to 1 gripping leverage 
ratio. Designed to pro- 
vide ease of operation 
and great gripping 
power. 






















1000 TO 1 GRIPPING LEVERAGE 
RATIO is yours when you use the Jacobs 
Rubber-Flex Hex-Key Chuck on your 
home shop electric drills. This fine chuck 


has been especially designed to provide 


ease of operation and xreat kiupping 
power Twist drills and accessories will 
not slip when held in this Hex-Key Chuch 
with its one piece Rubber-Flex Collet 

A SIMPLE TURN OF THE WRIST provides 
the gripping power in the Jacobs Rubber 
Flex Hex-Key Chuck. A quarter turn of 
the Hex-Key on the cam-actuated locking 


device develops the thrust resulting in a 
powerful grip on the drill shank. Like all 
Jacobs Chucks, this chuck’s performance 
gives you great accuracy and long life 
thanks to typical Jacobs precision manu 
facturing and engineering. You'll tind 


Jacobs Chucks on top quality home shop 


power tools. The Jacobs Manufacturing 


Company, West Hartford 10, Connecticut 


IF IT’S A 


JACOBS CHUCK 


iT HOLDS 











TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 121. 


POLISHED 


BRASS 
COLONIAL 





quer, Line includes “H” hinges for 
both flush and % in. offset doors 
and matching pulls for doors and 
drawers. All have the colonial heart 
pattern. Each item is individually 
packed in colorful window envelope 
that gives full visibility. Packed in 


dozen-unit quick-service display car- 
tons. American Cabinet Hardware 
Corp. 


For more data circle No. 60 on postcard, p. 121 


Trade-In Deal 

Consumers can trade in any old 
can opener for $1.00 on Swing- 
Away can opener, No. 607R-W or 
No. 1409RM-WM, which list for 
$3.98 and $4.98 respectively. Offer 
good from June 1-July 15. Promo- 
tion stock, No. 61, includes 6 can 
openers; 2 each of models, 607R- 
Red and 607W-White; 1 each, mod- 
els, 1409RM-Red and 1409WM- 
White. Retail value of deal is $19.88. 
Retailers and distributors get usual 
discount. Swing-A-Way Mfg. Co. 


For more data circle No. 61 on postcard, p. 121 


Hand Cleaner Sampler 
Samples of waterless hand clean- 
er are now available in Sta-Pak foil 
packets which are printed in black 
and gold, with a picture of the 1 qt. 
container on front side and instruc- 
tions for use and copy on the re- 
verse. Each sample packet contains 
enough cleaner for one application. 








Samplers come in attractive three- 
color display carton. Stapo Chem- 
ical Co. 


For more data circle No. 62 on postcard, p. 12! 


Planning Display 

A 15 x 12-in. color folder shows 
how to plan for extra display space 
in retail stores. It provides a guide 
for solving space and traffic prob- 
lems. The plan, entitled, ‘Here’s 
How to Use Every Inch For More 
Sales, Greater Profits,” is available. 
S. A. Hirsh Mfg. Co. 
For more data circle No. 63 on postcard, p. 121 


(Resume reading on page 14) 








Pressure Queen a 


Pressure Princess ca E> 


CAMPBELL-HAUSFELD Portable Compressors 
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are getting the 





In the pages of these magazines your customers /| 
story of Campbell-Hausfeld | 
thrifty, trouble-free Portable Compressor Outfits. 
They are learning the many jobs they can do them- 
selves with our paint sprayers... 
ture and fenders. . 
trucks . 
of pests and parasites . 


. inflate tires... 


Pressure Maid: single cylinder, direct drive, pis- 
. priced low 
for the mass market. Pressure Queen: 
only portable four cylinder compres- 
. . Spray paints 
without pulsation. Pressure Princess 
and Tankmobile: single cylinder com- 
pressors for heavy duty. PT-24 ma- 
terial tank: eliminates refilling spray 
gun cup. Write for literature, nam- 
ing your jobber. THE CAMPBELL- 
HAUSFELD CO.. 215 Railroad Ave- 


ton type compressor .. 


sor on the market . 


nue, Harrison, Ohio. 


refinish furni- 
. paint houses, barns, tractors, 
rid livestock and pens 
/. lubricate cars, trucks 
and tractors. Stock the Complete Line of Camp- 
bell-Hausfeld Compressors. 



























PT-24 | 
Heavy Duty 
Material Tank | } 
| = 
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UMFORMITY 


Uniformity, quality and good looks make Warren-Teed 
Mattocks the easiest to sell, easiest to use tools you can stock. 
Finished attractively in Dutch Blue, they'll help sell themselves. 


























> | Controlled forging techniques make all Warren-Teed Mattocks 
on uniform in size, weight and in the shape of the cutting edges. They're easier 
s~~- | to swing ... the curved blade knifes through clay faster. Careful heat 
poe treating helps hold true, sharp cutting edges longer. 

Wig Note the fishtail on these mattocks. It reduces the amount of dirt that 
tay clings to the blade. Check the accuracy of the eyes. They are uniformly sized 
=/ | for perfect handle fit. Mattock weights are stamped cleanly on each tool. 
ni, 


A Order Warren-Teed Mattocks today, point out these easy-to-see advantages 
EW and watch them sell. If you want more information just ask us. And if your present 
wy Warren catalog needs replacement, ask us for a new copy. That's Catalog 853. 


WARREN-TEED. 


trade mark 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices . . . Warren, Ohio 
Export Division . « 30 Church St., New York 7, N. Y. 
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HARDWARE AGE FOR APRIL i 
Hardware Briefs: Stratton & Terstegge of the board of directors for Riche 
Elects C. F. Atkinson the past two years. Prior to Make 
° s his association with the com- 
Turney Opens 4th Store in Cleveland; Directors of Stratton & pany he had been with Bel- Joh 
» Terstegge Co., Louisville, nap Hardware & Mfg. Co., advan 
Vandervoort Expands Appliance Dept. naraware wholesalers, have {ouisville, wholesalers. pink 
Cleveland, O. — Turney & Metz Hardware Co. and elected Charles F. Atkinson James L. Meagher, general of the 
Hardware Co.’s recently Mrs. Riddle recently cele- * vice-president, according to manager of the Anchor Divi- ering 
opened Westgate store is the brated their golden wedding 2” ~-panrremaneagapiate by Wilton sion of Stratton & Terstegge, Oklah 
largest of the four operated anniversary with an open H. Terstegge, president. and Merle E. Robertson, Richa: 
here by the company. The house. Mr. Atkinson continues to president of the Liberty Na- ware ( 
new store has 7,000 sq ft of en serve as general manager of tional Bank & Trust Co., sale fi 
space on two floors. Ted Hillsboro, O. — The 105th the wholesale hardware divi- were also elected directors. Mr. 
Hirshman and Fred Kless anniversary of Fairley ‘iM, @ position he has held Johns 
own the company. W. V. Hardware Store was cele- for the last ten years. Affili- been 
Horn i mannger of the rated recent wth «big Sd Tahar con's ener Diamond Expanson a 
estgate store. sale. Promotion include oe : a om 
; ; mailing 15,000 spring sale Opens New Branch 
Lansing, Mich.— VanDer- catalogs and a two-page Diamond Expansion Bolt 
voort Hardware Co. plans to newspaper advertisement. Co., Garwood, N. J., has Lane 
expand its appliance depart- saeco opened a new branch at 1863 
ment and has named Henry Greencastle, Ind.—Joe Y. Wazee St., Denver, Colo. 
J. Plotnick, former depart- Todd celebrated his sixth an- Milton W. Allen and Son has Thr 
ment store appliance official, piversary of ownership of been named representative. tial a 
to be manager of the depart- Greencastle Hardware with by Le 
ment. a two-day open house. The a ae New | 
Muskegon, Mich. — Glen- oe recently was remod- Joe Timmer Retires factur 
side Gardens Hardware has i oe Joe Timmer, head of a ae 
side + seetrhes oo — Conway, Ark. — For the hardware or 4 oe The 
etic é : second time in six months City, has retired after 57 vice-p1 
Princeton, Ind. — Utley Massey Hardware Co. has years in business. He and his South 
Hardware Co. has opened a been robbed. John Henze, wife plan to do some travel- ness; 
new sporting goods depart- (Continued on page 158) CHARLES F. ATKINSON ing. 
ment in its remodeled base- 
ment. Frank Coomer is man- ° 4 
nwdhans. Pennsylvania Lawn Mower Dealers Entertained 
Morristown, Minn. —- Wil- Ee oy ; 
kowske Hardware Co. cele- ‘ 
brated its 60th birthday re- 
cently, serving coffeé and re- 
freshments to customers. 
Evert Wilkowske operates 
the store started by his 
father, Frank, in 1894. 
Noblesville, Ind.—Chester 
Blann has opened another 
hardware store here, a self- 
service store with his son, 
Ed Blann, as manager. 
dent i 
Columbus, O.—Robert W. cleane 
White, former wallpaper Fish 
company official, has bought charge 
Deem Hardware & Paint Co., = = wares 
Tactices & tee ae These Wyoming Valley, Pa., hardware dealers attended a recent sales meeting of the Pores 
“ ees PR gio a Pennsylvania Lawn Mower Div., American Chain & Cable Co., held at Kingston, Pa. k 
ss retiring after 21 years A. M. Tinker, sales manager of the Pennsylvania Mower division, outlined sales, advertis- MATEO 
in business. ing and merchandising plans, and said there was need for a new approach to lawn mower compa: 
ae ogee selling, based on a thorough knowledge of the product. He added that power lawn mower years 
Albion, Ind.—Roy K. Rid- sales had increased greatly in recent years, topping the million mark for three consecu- dents 
dle, senior partner of Riddle tive years. sales « 
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Richards & Conover 
Makes Appointments 


John Nicholson has been 
advanced from the traffic de- 
partment to sales manager 
of the hard surface floor cov- 
ering department by the 
Oklahoma City branch of 
Richards & Conover Hard- 
ware Co., Kansas City whole- 
sale firm. 

Mr. Nicholson succeeds 
Johnston Murray who has 
been named credit depart- 
ment manager of the Okla- 
homa City branch. 


G. L. Farkell Retires 
From Janney Company 


George L. Farkell has re- 
tired from Janney, Semple, 
Hill & Co., Minneapolis, 
Minn., after 45 years with 
the firm. He began his ca- 
reer in the cutlery depart- 
ment, taking over the posi- 
tion of cutlery buyer upon 
the retirement of the late 
P. S. Janney. Mr. Farkell 
also served in the display 
rooms of the company’s 
North Star building. 


Landers, Frary & Clark Appoints Three 
Sales Vice Presidents at Annual Meeting 


Three new vice-presiden- 
tial appointments were made 
by Landers, Frary & Clark, 
New Britain, Conn., manu- 
facturers of Universal elec- 
tric housewares, at its an- 
nual meeting on April 8. 

They are: Ralph R. Jugo, 
vice-president in charge of 
South American export busi- 
ness; Lee Moss, vice-presi- 





LEE MOSS 


dent in charge of vacuum 
cleaner sales, and Stanley G. 
Fisher, vice-president in 
charge of the electric house- 
wares division. 

Bret C. Neece, president, 
said the appointments 
marked the return to the 
company’s policy in former 
years of having vice-presi- 
dents in charge of major 


sales divisions. 
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Mr. Moss joined the firm 
in 1921 as a vacuum cleaner 
salesman. He severed his as- 
sociation for three years, re- 
turning in 1924. In 1934 he 
was made sales manager of 








STANLEY G. FISHER 


the vacuum cleaner division, 
the position he held prior to 
his new appointment. 

Mr. Fisher was emvloyed 
by Landers in 1946 in the 
dishwasher sales depart- 
ment. Four years later he 
was made sales manager of 
the electric housewares di- 
vision. 


P. T. Wyatt Retires 

P. T. Wyatt has retired as 
secretary of Job P. Wyatt & 
Sons Co., Raleigh, N. C., 
after 68 years with the firm. 
Mr. Wyatt joined the com- 
pany in 1891. 











True Value Chain of Retail Stores 
Ranning Cooperative Ads in Chicago Papers 


Hibbard, Spencer, Bartlett 
& Co., Evanston, Ill., whole- 
sale hardware firm, has em- 
barked on an experimental 
retail advertising campaign 
in conjunction with its new 
“True Value” store program. 

Full page ads, under the 
“True Value” ensignia, are 


True Value iden- 
tified by large red and yel- 
low signs, are a voluntary 
chain of hardware stores. 
Though individually owned, 
they use Hibbard guidance 
on store budgeting and op- 
erating, and in planning 


stores, 


sales promotions. 





consistently being run in the 
Chicago Daily News and the 
Chicago Tribune. 

It is expected that 15 to 
20 of these cooperative ads 
will be run from now until 
the end of the year. At pres- 
ent, the experiment is being 
made in the Chicago area 
only. 


Henney Motors to Keep 
Present Reo Policies 

No change in any of the 
present Reo policies will be 
made by the Henney Motor 


Co., Inc., when it acquires 
the assets of Reo Motors, 
Inc. 


In a recent statement by 
J. S. Sherer, Jr., president, 
and Sam Briggs, vice presi- 
dent of Reo Motors, Inc., it 
was pointed out that C. Rus- 
sell Feldman, president and 
principal stockholder of the 


An advertising committee, 
composed of G. F. McIntyre, 


Hibbard’s vice-president in 
charge of sales, J. E. Stone, 
sales promotion manager, 


and a representative group 
of dealers from Chicago and 
outlying areas, meets regu- 


larly to decide which items 
will be advertised. 
Henney Motor Co., has ad- 


vised the management of Reo 
that the company’s business 
will continue to be carried on 
under the Reo name. 

Mr. Feldman said, “We 
want to reaffirm to Reo 
people, Reo distributors and 
dealers, and Reo customers, 
that it is Henney’s intention 
to continue Reo Motors as an 
operating entity with all the 
vigor at our commana.” 

“There is not the slightest 
intention to alter or destroy 
the well-established Reo name 
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News of the Trade 





B. D. Kurtz Honored As salers, Mr. Rubin is making 


"Man of the Month" the new catalog and data 
sheets available to everyone 


Bernard D. Kurtz, presi- jn the trade who requests 
dent of the L. H. Kurtz Co., them. 
vholesaler in Des Moines, ——_ ¢ 
and president of the Kurtz 
Co., in Mason City, Iowa, Rust-Oleum Opens 
was honored as the “Man of New Plant Facilities 


the Month” in a recent issue . 
; ed » The Rust-Oleum_ Corp., 
of Business & Industry, a : 
, : Evanston, IIl., manufacturers 
magazine published about ‘ , 
. : of rust preventive products, 
Des Moines industry. be ; 
officially opened its new and 
enlarged plant facilities in 


Evanston, March 19. 
° e : ; 
Joseph Hall Co. Names Rust -Oleum field  repre- 


Rubin, Sales Manager sentatives and civic and 
Samuel Rubin has been ap-_ local authorities attended the 
pointed sales manager of the opening day ceremonies. 
Joseph Hall Co., manufac- 
turer of shelf hardware and 
specialties, 3420 


in either trucks or power 
lawn mower fields. Products 
of Reo will continue to be 
merchandised aggressively,” 
Mr. Feldman added. 

The offer by Henney *to 
purchase the assets of Reo 
has been accepted by the Reo 
board of directors. This offer 
is still subject to approval 
of Reo stockholders. It is ex- 
pected that, if approved by 
Reo stockholders, the trans- 
pte would be effective about 

Aug. 31. 





WEBSTER G. LARSEN 


W. G. Larsen Retires, 

Was Cory Chicago Mor. Cory Corp. vice president 
Webster G. Larsen, Chi- and general manager, and 

cago territory manager of “Web” convinced Harvey 
a ap Pam & rhAare as \ ‘ > Or ati 

Cory Corp., for 21 years, has Cory that the corporation nar Ae Lowe Brothers 

retired. During that period, and its products should carry Pullders , Ad Bolick 

he sold Cory Nicro stainless ihe Cory brand name. Market St., Phila., 4 vance Sone 

steel housewares and — Mr. Rubin has already de- Sidney R. Bolick has been 

IF resh’nd-Aire electric appli- veloped new package assort- named manager of Lowe 


ances in metropolitan Chi- California Gift Show ments for the trade, includ- Brothers’ Kem Products 
cago, northern Illincis and The 39th California Gift ing several self-display hard- fjvision, Dayton, O. 
northern Indiana. Show will be held in Los An- ware units that are slated He will coordinate and di- 
Mr. Larsen joined Cory in geles, July 25-30. Exhibitors forthe home handy-man mar- rect all sales and merchan- 
1933 when the firm was will be in the Biltmore and ket. dising activities. Mr. Bolick 
called the Glass Coffee Alexandria Hotels, the Brack Although the Joseph Hall joined Lowe Brothers’ in 
Brewer Corp. Shortly there- Shops, Merchandise Mart line of shelf hardware is sold 1947 as a sales representa- 
after, H. G. Blakeslee, now and individual locations. exclusively through whole- tive in Oakland, Calif. 


WEATHER-TITE 
SASH LOCK! 


made in non- rusting cast aluminum 


(Also oa Brass) 

A brand new addition to the famed Ives line of competitively- 

priced quality aluminum hardware! Jam-packed with exclusive 
Ives features that really sell! Modern, streamline design— 
Locks securely, eliminates drafts and rattles—Bigger Dollar 
Volume because preference for ay 
WEATHER-TITE makes it easy to — 
convert conventional sash fastener 
sales and increase dollar volume 
by as much as 100%. 





WE 












Dealer Counter Dighey, 


Actual working model dramatically demonstrates the selling 
features of the Ives WEATHER-TITE Sash Lock! Makes customers STOP 
TO TRY—STAY TO BUY! Requires only 4” x 6” of counter space. 


ORDER ‘EM FROM YOUR IVES WHOLESALER... TODAY 
fi om ym oneY lie of O Ouality Finish Hardware 


a <3) B . “ 
t— 2 ea 


~ ph pS 
aoe Ts 


i: H. B. IVES CO. NEW HAVEN, CONN., U.S.A. 
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Pioneer Power Tool 
Sales Manager Named 
Joseph A. McCabe has 
been appointed sales man- 
ager of the Power Tool Div., 
Pioneer Gen-E-Motor Corp., 





JOSEPH A. McCABE 


Chicago, manufacturers of 
power lawn mowers, portable 
electric tools and generators. 

Mr. McCabe was formerly 
regional manager of Porta- 
ble Electric Tools, Inc., Chi- 
cago. 


Lock Company Elects 
Lowe V-P of Sales 


Sargent & Greenleaf, Inc., 
tochester, N. Y., has elected 
Carroll L. Lowe vice-presi- 
dent in charge of sales. Mr. 
Lowe also was elected a 
director of the Rochester 
Lock Co. 

Mr. Lowe is vice-president 
of the Empire State Build- 





CARROLL L. LOWE 


ers’ Hardware Club, aud a 
member of the American So- 
ciety of Architectural Hard- 
ware Consultants. 


Langley Elects Nelson 
Sales Vice-President 


Howard M. Nelson, sales 
manager of the fishing tackle 
division of Langley Corp., 


News of the Trade 





San Diego, Cal., has been 
elected vice-president in 
charge of sales. 

Mr. Nelson joined Langley 
late last year. He had been 
sales manager of Stratton & 
Terstegge Co., Louisville, 
Ky., wholesale hardware 
firm. 





Bandoli Named Director 
of Plomb Tool Company 


Marvin S. Bandoli, vice- 
president of sales, marketing 
and distribution of the Plomb 
Tool Company, Los Angeles, 
has been elected a member 
of the board of directors. 
Morris B. Pendleton, presi- 
dent of the company, has also 
announced that as of March 
23, Mr. Bandoli has_ been 
given additional responsibili- 
ties in three wholly-owned 
subsidiaries. 

Mr. Bandoli is a director 
of the P & C Hand Forged 
Tool Co., Milwaukie, Ore., a 
vice-president of Penens 
Corp., Schiller Park, IIl., and 
a vice-president and director 
of Proto Tools of Canada, 
Ltd., London, Ont., Canada. 


Continental Screw Co. 
Sales Head Resigns 


Continental Screw  Co., 
New Bedford, Mass., has an- 
nounced the resignation of 
David D. Davis. director and 
vice-president of sales. 

He has been associated 
with the company for 34 
years. 


his home. 594 Rockdale Ave.., 
New Bedford. Mass. 





Master Lock Increases 
Production Capacity 


Master Lock Co., Milwau- 
kee, Wis., has increased its 
padlock production capacity 
one-third. The increased fa- 
cilities include two four-story 
section additions to the com- 
pany’s plant, 
total floor space to 217,000 
sq ft. 


New Socket Screw Plant 


Standard Pressed Steel Co. 
has completed a $10,000,000 
phase of a continuing pro- 
gram of expansion and mod- 
ernization at its Jenkintown, 
Pa., plant. The company, 
manufacturers of socket 
screw products, plans addi- 
tional expansion later. 
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Present plans call for | 
a short rest and vacation at | 


bringing the | 


Put this eye-catching 


DICKS-PONTIUS 


box on your counter and 
watch ‘em reach! 








@ Highest quality D-P white Caulking 
Compound in a giant Collapsible Tube! 

@ It's a ‘‘do-it-yourselfer’s’’ dream! A 
dealer's, too! 





White & 


Perfect for dozens of home mainte- 

‘AU KIN nance jobs. 
i @ Tube has built-in applicator tip and 
| 4M UNI cap that screws over it during storage. 
neers connate @ Ten tubes to the compact display box. 


Each tube contains 1/10 gal. of fa- 
mous, top quality D-P white Caulking 
Compound. 


It’s Nationally Advertised! 


Popular Mechanics 
Popular Science 
Family Handyman 





The Dicks-Pontius Company * Dayton, Ohio 


Alexandria, Virginia » Decatur, Georgia + Dallas, Texas 
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Fleischmann Co. Joins 
Holthouse & Hartup 


The Fleischmann Handle 
Co., was recently acquired by 
Holthouse & Hartup, Inc., 
Waynesboro, Tenn. 

No change in the operating 
or sales policies of Fleisch- 
mann is planned. 

Fleischmann handies will 
continue to be marketed un- 
der the same name. It is 
expected that the combined 
inventories of both companies 
will provide better service 
than in the past. 

General offices of Fleisch- 
mann are being moved to 
Waynesboro, Tenn. 


Cleveland Cap Screw 
Opens in Los Angeles 


A new West Coast sales 
office and warehouse has been 
opened by the Cleveland Cap 
Screw Co., Cleveland, O., in 
Los Angeles at 4703 E. 48 
St. The operation is in 
charge of John E. Harring- 
ton, until recently manager 
of the fastenings department 
of Triangle Steel & Supply 
Co., Los Angeles distributor. 

Previous to his Triangle 
connection, Mr. Harrington 
was with Russell, Burdsall 
& Ward Bolt & Nut Co., in 
a sales capacity. 

Complete stocks of bright 
and high carbon hexagon 
head cap screws, flat, fillister 
and socket head cap screws, 


square head set screws, 
milled studs and_ semi-fin- 
ished nuts will be main- 
tained. Some manufactur- 


ing facilities are planned. 


Joins 25-Year Club 


Irving Shaiman, executive 
vice-president and _ general 
manager of Shane & Hayes, 
Inc., tool distributors of 
Brooklyn, N. Y., has been 
elected to membership in the 
firm’s 25-Year Club. The 
ceremony was marked by a 
presentation of a watch to 
Mr. Shaiman. 


John H. Graham & Co. 
Makes Appointments 


John H. Graham & Co., 
New York, manufacturers 
representatives, has ap- 
pointed P. J. Connors man- 
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P. J. CONNORS 


ager of sales of LifeTime 
Fiberglas Screening, and 
William C. Burch to the 
sales staff handling the same 
product. 

Mr. Connors has been sell- 





WILLIAM C. BURCH 


ing for the Graham firm for 
more than six years, spe- 
cializing in the sale of cord- 
age products through the 
Northeast part of the coun- 
try. Mr. Burch was formerly 
associated with Sun Oil Co. 
and American Export Lines 
Ine. 

Raleigh Wholesaler 

Gets H. D. Hudson Line 


Job P. Wyatt and 
Co., Raleigh, N. C., whole- 
salers of seeds and aHhied 
lines, has been made a dis- 
tributor of the H. D. Hudson 
Mfg. Co., Chicago, line of 
sprayers and dusters, poul- 
try equipment and livestock 
equipment. 


Sons 


Kwikset Lock Expands 


Kwikset Locks, Inc., Ana- 
heim, Calif., has opened a 
new 35,000 sq. ft. building 
to augment its manufactur- 
ing facilities. 

The company is also step- 


ping up production in- its 
Powdered Metal Products 
Division. 


D. J. O’Conor, Jr., Heads 
Formica Company 


The Formica Co., Cincin- 
nati, has elected D. J. O’Con- 
or, chairman of the board 
and his son, D. J. O’Conor, 
Jr., to succeed him as presi- 
dent, 

Mr. O’Conor, Jr., joined 
the firm in 1941 as a project 
engineer. He was assistant 
chief engineer in 1943, vice- 
president and assistant to 
the president in 1947, and 
executive vice-president since 
1948. 


Sheffield Paint To Mark 
Silver Anniversary 


Sheffield Bronze Paint 
Corp., Cleveland paint manu- 
facturer, will celebrate its 


25th anniversary during 
June. 
Sheffield’s business was 


built on aluminum paint. 
Several years ago it began 
to market aluminum paint 
in Aerosol cans and today 
it is selling 15 other paints 
in pressurized cans and 
claims to be the largest 
manufacturer of paint in 
such dispensers. 

About 90 pet of the firm’s 


aluminum paints are mar- 
keted through hardware 
stores, paint dealers and 
jobbers. 


Metallizing Engineering 
Building New Plant 


Metallizing Engineering 
Co., Long Island, N. Y., man- 
ufacturer of the Metco lawn 
sprinkler, is constructing a 
“garden type” plant in West- 
bury, Long Island. 

The one-story building will 
occupy 65,000 sq ft. It will 
include 20,000 sq ft of office 
space and 45,009 sq ft for 
manufacturing, testing and 
shipping areas. 


Western Appliance Gets 
Steel Kitchen Franchise 

Western Appliance Co., 
Wichita, Kan., has _ been 
awarded a_ Republic Steel 
Kitchens franchise covering 
western Kansas. 

Byron W. Callaway is head 
of Western Appliance’s Re- 
public Steel Kitchens divi- 
sion. He will be responsible 
for full kitchen planning, in- 
stallation and training pro- 
grams for all dealers. 


Three Oster Salesmen Honored by Firm 





John Oster, Sr., chairman of the board of John Oster 
Mfg. Co., Racine, Wis., awards gold watches to three 
West Coast Oster sales representatives who have served 
with the company for 20 years. Left to right are: Claude 
Herbert, John Oster, Jr., president of the Oster Co., 
John Oster, Sr., Charles G. Putman, and Leroy Herbert. 
Mr. Putman has an organization of six salesmen, cover- 
ing the hardware trade primarily. The Herbert brothers 
handle Oster electrical hardwares. 
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The only clothes line dryer on the market with 
ROP-LOC patented hooks that eliminate knot- 
tying forever! Constructed of High Carbon, 
durable two inch heavy steel tubing, finished 
in baked enamel, each unit has four ROP-LOC 
hooks and is complete with nuts and washers 
for installation. All nuts ond hooks are 
cadmium plated. Both permanent and 
removable type posts are available. 
ROP-LOC T-Posts are packed two to 


@ carton. 


BASEMENT CLOTHES LINE DRYER 


NOW a basement dryer that guarantees enough 
air for quick drying of clothes! Lines are placed 





a full foot apart, and the entire unit folds up 
and out of the way when not in use. Using 
the famous, patented ROP-LOC hooks that 

eliminate knot-tying, each unit is finished in 

baked enamel and is installed in a few 
minutes with simple home tools. 

Packed six to each master carton. 


Patented CLOTHES PROPS and 
ACORN CLOTHES POSTS 





Patented ROP-LOC features — positive grip and anti- 
skid bottom. Clothes Props are approximately eight 
feet in length, are galvanized or finished in baked 
enamel ond are packed twelve to a bundle. Acorn 
Clothes Posts feature the famous ROP-LOC hooks in 
@ grouping of three; all hooks, caps, etc., being 
cadmium plated. Packed two to a box, ROP-LOC 
Acorn Clothes Posts are available in both 84 
inch and 93 inch lengths. 


String a line all over the lot and never tie a single knot 


WRITE © WIRE © PHONE 


ROP-LOC propucts company 


16110 BROOKPARK ROAD @ CLEVELAND 11, OHIO 





FREE MERCHANDISING AIDS AVAILABLE! 


@ NATIONAL ADVERTISING SUPPORT @® MATS AND ELECTROS 
® CATALOG SHEETS @ POINT OF SALE MATERIAL 
@® GLOSSY PHOTOS* @ LOCAL SUPPORT PLANS 
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HAWKINS Prefabricated 
ADJUSTABLE RAILINGS 


Customers up to 200% 


GUARANTEED TO FIT ANY NORMAL 
PORCH OR STEP ARRANGEMENT 





Simply combine the 
proper amounts of 
level and bevel rail 
with posts and orna- 
ments from informa- 
tion on customer's 
rough sketch. 


Use indoors or out. 





Low cost and quick service mean 
volume sales with good profit margin 


ADJUSTABLE 
WINDOW GUARDS 


Attractive, simply-designed 
wrought steel. Fit any win- 
dow. Installed or removed 
quickly with special key. 
Sell over the counter for 
customer installation. 

















Get the complete story now ... write, wire or phone 


HAWVIKINS IRON CO. 


Birmingham 4, Ala. 












315 North 4th Street 
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The BAR that 


os 


HOLDS CLOTHES 


IN CLOSETS, TOO! 
CLOSET HANGER BARS are a gratify- 


ing convenience for every clothes closet 
in every home. That puts them in 
demand for new homes, remodeling, 
or “adding-to” by the “handy- / 


man” of the house. 


SHELBY CLOSET HANGER BARS 


are made strong — no welds 


to break. They're easy to in- 
stall and are adjustable to 
fit any space—four sizes, 
18” to 128”. 


f 
Display them and you'll f 


sell them! 





profits! 





NEATLY 



















ELBY SPRING HINGE CO. 
SHELBY, OHIO 





CLOSET HANGER BAR 
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News of the Trade 








New appointments, new territories, etc. 


MANUFACTURERS’ SALESMEN 





Forsberg Mfg. Appoints 
Three Representatives 


Forsberg Mfg. Co., Bridge- 
port, Conn., has appointed 
three representatives in 
southern territories. They 
are: 

Walter C. Todd, Dallas, 
Texas, for Arkansas, Louisi- 
ana, Oklahoma, Mississippi 
and Texas. 

J. Bruce Oliver, Jackson- 
ville, Fla., for Alabama, 
Florida and Georgia. 

L. W. Tucker, Memphis, 
Tenn., for North and South 
Carolina, Virginia and Ten- 
nessee. 


Sales Staff Changes 
Made by Keystone 


Keystone Steel & Wire Co., 
Peoria, Ill., has made some 
changes in the sales staff of 
its industrial division. 

Norman F. Gebauer, field 
salesman, has been appointed 
director of a newly formed 
district comprising all terri- 
tory west of the Mississippi 
River except Iowa and Min- 
nesota. 

Smith T. Randol will take 
over Mr. Gebauer’s St. Louis 
territory. 

Ronald H. Clifton will 
cover Indiana except for 
three northern counties. 

Tom Mason, formerly the 
Indiana salesman, was as- 
signed to Ohio. 


Hodgman Rubber Names 
Three Representatives 


Three representatives have 
been appointed by Hodgman 
Rubber Co., Framingham, 
Mass., manufacturers of 
Plast-A-Ply waterproof 
sportswear. 

Irvin Bentley will cover 
part of the Midwest and 
Southwest territories, includ- 
ing Texas, Arkansas, Lou- 
isiana and Oklahoma. He 
joined Hodgman in 1952, as- 
sisting in the manufacture 
and distribution of the Plast- 
A-Ply sportswear line. 

Arthur G. Graham, Jr., of 
A. G. Graham, Jr. & Asso- 
ciates, New Orleans, La., 
manufacturers  representa- 
tives, will represent the firm 


in Alabama, Georgia, Missis- 
sippi, North and South Caro- 
lina and Tennessee. 

Joseph E. Edison, a fac- 
tory representative for the 
sporting goods field for more 
than six years, will cover 
Iowa, Kansas, Missouri and 
Nebraska. 





R. E. Keenan Appointed 
By Hamilton Beach 
Robert E. Keenan has been 
named regional representa- 
tive by Hamilton Beach Co., 
Division of Scovill Mfg. Co., 





ROBERT E. KEENAN 


Racine, Wis., for northeastern 
Pennsylvania and northern 
New Jersey. His headquar- 
ters are in Allentown, Pa. 





Western-Winchester 
Adds to Sales Staff 


Joe Burkhart, Omaha, Neb., 
Otis McCollum, Stuttgart, 
Ark., and Don Fancher, Mil- 
waukee, Wis., have been ap- 
pointed Western-Winchester 
sales representatives for Olin 
Industries, Inc. 

Sydney R. James, Excel- 
sior, Minn., has been added 
to the sales staff of the cen- 
tral region of the Arms and 
Ammunition Division of Olin 
Industries. 

Mr. McCollum will work 
under W. H. Reedy, Memphis 
district manager. Mr. Burk- 
hart will work under G. L. 
Nichols, Kansas City, Mo., 
district manager, and Mr. 
Fancher will work under 
T. L. Smith, Minneapolis, 
Minn., district manager. Mr. 
James, working under Mr. 
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Smith in Minneapolis, will 
cover southern Minnesota 
and all of the South Dakota 
territory. 





Westinghouse Makes 
Three Appointments 


William J. Case, Jr., has 
been appointed manager of 
sales training for refrigera- 
tors and freezers of Electric 
Appliance Div., Westing- 
house Electric Corp., Mans- 
field, O. 

He has been associated 
with Westinghouse _ since 
1952, when he joined the 
company’s graduate student 
training program. Mr. Case 
was named a sales assistant 
in the refrizerator-freezer 
dept. in 1953. 

J. Russell Carney has been 
appointed retail finance rep- 
resentative for the Eastern 
Consumer Products Region. 
He was formerly finance rep- 
resentative for the company’s 
Middle Atlantic Region. 

Mr. Carney will make his 
office in New York City, suc- 
ceeding Preston B. Ray who 
moves to the Northwestern 
consumer products region 
with headquarters in Chi- 
cago. Mr. Carney joined 
Westinghouse in 1950. 

James C. Sheehan has 
been named branch manager 
of the first Westinghouse 
Credit Corp. office to be es- 
tablished. Prior to his new 
assignment, Mr. Sheehan 
was Central region retail 
finance representative for 
Westinghouse. He joined the 
company last year. 

Capitalized at 10 million 
dollars, Westinghouse’s new 
credit organization supple- 
ments its six-year-old equity 
plan. 





Olin Electrical 
Sales Appointments 


The following sales ap- 
pointments have been an- 
nounced by Olin Industries, 
Electrical Division, New 
Haven, Conn.: 

James E. Miller to be as- 
sistant sales manager and 
stationed at the division’s 
headquarters in New Haven. 

Ralph J. Mennemeyer, dis- 
trict sales representative, 
covering Georgia, Florida, 
parts of Alabama, South 
Carolina, and _ Tennessee, 
with headquarters in Atlanta. 

Benjamin E. Swenson, up- 
per Midwest sales represen- 


News of the Trade 





tative, making his headquar- 
ters in Milwaukee. 

Chris H. Christensen, dis- 
trict representative, cover- 
ing the Michigan area and 
making his headquarters in 
Detroit. 

Dale Nolder, to cover 
parts of Ohio, Michigan, and 
Indiana, with his headquar- 
ters in Columbus. 

Edward W. Penno, sales 
representative for parts of 
Illinois, Indiana, and Mich- 
igan and making his head- 
quarters in Chicago. 

Wesley S. DePierris, with 
headquarters in Seattle, to 
cover Washington, Oregon, 
North Idaho, Wyoming and 
most of Montana. 

Andrew’ Strasser, with 
headquarters in New York, to 
cover the Bronx, Westches- 
ter, part of Long Island and 
North Jersey. 





Exact Level Appoints 
Harold N. Fitting 

Harold N. Fitting has 
been named by the Exact 
Level & Tool Mfg. Co. to 
represent them in the states 
of Ohio and Indiana. 

Mr. Fitting who resides 





HAROLD N. FITTING 


at Fort Wayne, Ind., will 
sell the complete line of Ex- 
act Levels with distribution 
through the wholesale hard- 
ware trade. 


Sullivan Named Revere 
District Manager 


W. F. Sullivan has been 
appointed New York District 
sales manager of Revere 
Copper and Brass, Ine., 
Rome, N. Y. He _ succeeds 
Joseph Lovett who resigned 
from Revere to become a 
manufacturers’ agent. 

Mr. Sullivan was a mem- 
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sell 
more 


locks 


DEALER 
REVOLVING 
DISPLAY 
STAND 


TUBULAR LOCKS 
can’t be beat for 


FAST INSTALLATION 
QUALITY #& PRICE 


Smart, modern in design = Factory assembled, 
self-aligning—installs quickly = Solid brass one- 
piece knobs # Lock and inside parts of heavy 
gauge steel, cadmium plated # 5-pin tumblers 
# Patented push-button in chamber and bath sets 


OUR 25TH YEAR! MANUFACTURERS OF 
BUILDERS’ HARDWARE EXCLUSIVELY 


NATIONAL HARDWARE 
CORPORATION 


OZONE PARK 16, NEW YORK, N. Y,. 
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New appointments, new territories, etc. 


MANUFACTURERS’ SALESMEN 





ber of the Rome Manufac- 
turing Co. Division sales 
staff until 1948, when he was 
moved to the New York City 
office. 





W. F. SULLIVAN 





William Neilson Joins 
Disston Hardware Div. 


William Neilson has been 
named to represent the hard- 
ware division of Henry Diss- 
ton & Sons, Inc., Philadel- 


a jn Bigg, 





WILLIAM NEILSON 


phia, in Mississippi, Lou- 
isiana and Texas. Before 
joining Disston he sold hard- 
ware and marine supplies 
for Empire Steel Co. 
Willard S. Drackley has 
joined the sales force of Na- 
tional Ideal Co., Toledo, O., 
manufacturer of poultry 
equipment. He formerly sold 


Wearever aluminum and 
most recently operated a 
Firestone store in Tracy, 
Minn. 





Maytag Co., Newton, Iowa, 
has appointed three regional 
sales managers. They are 
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Don H. Fisher, assigned to 
the Kansas City branch, and 
Edmond R. Wade and James 
E. Kaldy, to the Newark, 
N. J., branch. 





Robert Whittum is the 
new assistant to Frank 
Smith, Ocean City-Montague, 
Philadelphia, representative 
in the New England-New 
York State area. He will 
visit dealers to discuss mer- 
chandising and sales promo- 
tion techniques. Mr. Whit- 
tum has worked with the 
Fishmaster Sporting Goods 
Co. and in the Fishing 
Tackle Dept., Sears Roebuck 
& Co., Quincy, Mass. 


Preway, Wisconsin Rap- 
ids, Wis., has named J. A. 
Lloyd to represent its line 
of home cooking and heat- 
ing appliances in Alabama, 
Georgia, Tennessee, and east 
Florida. Robert Hughes will 
handle the firm’s home cook- 
ing and heating appliances 
in eastern Pennsylvania, 
southern New Jersey, Mary- 
land and Delaware. 

Prior to joining Preway, 
Mr. Hughes was a sales rep- 
resentative for Sunbeam 
Corp. in the New England 
states. 


Sales representative for 
Minnesota for Landers- 
Segal Color Co., Brooklyn, 
N. Y., is George M. Curry. 
He will handle sales of the 
Lasco line to wholesale and 
retail paint firms. 





Gries Reproducer Forms 
Three New Departments 


Gries Reproducer Corp., 
New Rochelle, N. Y., has re- 


organized its sales division, 
establishing new sales, order 
and advertising departments, 
all under the supervision of 
Joseph Sakes, director of 
sales. 

Named to the three de- 
partments are: Carl L. 
Chase, sales manager, and 
Jack Maher, assistant sales 
manager and _ advertising 
manager; Peter White, man- 
ager of the order depart- 
ment; Jake J. McDermott, 
sales department engineer, 
and Edward L. Brancato, 
sales correspondent. 


News of the Trade 





Olin Arms Division 
Appoints Two Salesmen 


Wayne Daniels has been 


appointed to the sales staff 
of the central region of the 
Arms and Ammunition Div., 
Inc., 


Olin Industries, East 





WAYNE DANIELS 


Alton, Ill. His territcry will 
be southern Illinois and east- 
ern Missouri. 

Mr. Daniels joined Olin’s 
East Alton plant in 1941. 





BRAD INGALLS 


Disston Sales Staff Studies Plans 


iba ge 





Prior to his new appoint- 
ment, he was group leader 
in the packing department. 

Brad Ingalls has _ been 
added to the southern region 
sales staff of the Arms and 
Ammunition Division at 
Memphis, Tenn. He will 
cover Louisiana and south- 
ern Mississippi. 

Mr. Ingalls joined Olin’s 
Winchester plant in 1951. He 
served both in the plant and 
on the Arms and Ammuni- 
tion Division headquarters 
sales staff. 





Wm. G. Bacon Named 
Gits Sales Manager 


William G. Bacon has been 
appointed general sales man- 
ager of Gits Molding Corp., 





W. G. BACON 


Chicago. He was formerly 
sales manager of the house- 
wares division, following sev- 
eral years as a member of 
the company’s field sales 
force. 





William P. Gillespie, right, sales manager of the hard- 


ware division of Henry Disston & Scns, Inc., Philadel- 
phia, addressing national sales meetinz last month, at- 
tended by Discton hardware salesmen from all parts of 
the country. Product, engineering and packaging de- 
velopments, and advertising and promotion plans were 


discussed 
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SELLS BEST 
BEST 
QUALITY NAMED 








i EXTRA HEAVY WEIGHT 
hh) / PURE WHITE STRAIGHT 
“ 2 IE ARE GRAIN HICKORY 


BEAUTIFUL DISPLAY 
PACKAGE—METAL AND 
WOOD WEDGES—HANDLES 
IN CELLOPHANE 


CRAFTSMEN AND OTHERS 
ALWAYS WANT TO BUY 
AND USE THE BEST 
REPAIR HANDLES 


SELL THEM PURE WHITE 
GOLD SEAL HANDLES— 
ary, THEY ALWAYS SATISFY 
















SEE 
YOUR 
JOBBER a, 
SALESMAN v 


LA PIERRE-SAWYER HANDLE CO., JACKSON, MO.—(For Over 50 Years! 















Save when you remodel — 
use HIRSH pre-bilt shelving 


e pre-bilt units cost less in the first place 
e cut maintenance costs 
e cost nothing to change 





it’s so easy—you can do it yourself! 
you get all these advantages—and more—with Hirsh pre-bilt shelving 





Pre-Bilt Shelving comes in three- and six-foot units. 
Uprights, Hirsh-wood shelf boards, extruded alumi- 
num ticked molding, sway braces or center panels, 
screws, nuts, bolts, and complete yet simple instruc- 
tions are included with every unit. 


ready to assemble — nothing more to buy. Pre-finished, too! 


easy to assemble — no skilled labor or special tools needed. Simple, easy-to- 
follow instructions. 


increased shelf capacity —as much as ten percent more merchandise can be 
displayed in the same area. 

super-strong — high-strength steel engineered for maximum support. 

adjusts to meet any changes — whether in store arrangement, merchandise, 
or package sizes. Hirsh pre-bilt units never grow old! 












AVAILABLE COAST TO COAST THRU YOUR WHOLESALER OR EQUIPMENT DEALER. 
S@eeeeeeeeeeeeeeeeeeeeeeeeee 











send in this handy : s. A. Hirsh Manstocturing Co. HA-4 
8051 C 
coupon today! J-S> $ Skokie Hlincis 
Brin aie ntene ep to date oth e@ Gentlemen: Please send me literature and 
we 4 preteen P . complete information on Hirsh Pre-Bilt 
pre-bilt shelving by $ Gondolas and Wall Shelving. 
. ——O——————————————E 1. — 
S.A. Mtg. Ce, 3 -—<_—___________— 
8051 Central Park Ave. - Skokie, Ill. gC aa onuinemen 
ORchard 3-6610 @ city ( ) state_ 
* 
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FLEXON 


German Process 
SOFT MONOFILAMENT 


\GINAL 


..-and still the BEST seller 
because it’s the FINEST! 


she ORD 





Recocnizep as the outstanding soft monofila- 
ment on the market, FLEXON is treated with 
Sunset’s exclusive German softening process. It’s 
almost unbelievably pliable, slick as glass, invisible 
in water, small in diameter, with high knot test 
factor. An extremely versatile line, ideal for spin- 
ning, excellent for bait casting and trolling. 


2 4 6 8 10 12 15 18 24 Ib. test 
1.20 1.40 1.60 1.80 2.00 2.40 2.80 3.20 3.60 per 100 yds. 


Up to 60 Ib. test, Mist and Camouflage color. 
Attractive plastic box packaging, 2 or 6 connected. 





@ Order from your jobber. | 





~~ WO LEXON CASTS LIKE THIS | 
ee ce ee eC 
a 


wg 





— NOT LIKE THIS 











SUNSET LINE & TWINE CO. 


Two factories to serve you 





PETALUMA, CALIFORNIA * FLORENCE, ALABAMA | 
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| the William 





News of the Trade 








NEWS OF 


MANUFACTURERS AGENTS 





F. T. Rockwell Becomes 
Manufacturers’ Agent 


Formation of the Fred 
Rockwell Co. as manufactur- 
ers’ representative with 
headquarters at 324 First 
St., North, Minneapolis 1, 





FRED T. ROCKWELL 


Minn., has been announced 


| by Fred Rockwell. The com- 


pany will cover Minnesota, 
North and South Dakota and 


| part of Wisconsin. 


Mr. Rockwell was formerly 


associated, in an executive 
capacity, with Our Own 
Hardware Co., wholesalers 


of Minneapolis. 





Brady Establishes 
His Own Company 


William Brady, connected 
with the jobbing trade in 
Southern California for 
many years, has organized 
W. Brady Co., 





WILLIAM W. BRADY 


5526 Vineland Ave., North 
Hollywood, Calif. 


He will represent the 


Bradson Co., manufacturer 
of hose attached lawn and 
garden sprayers in Southern 
California. Mr. Brady in- 
tends to specialize in garden, 
plumbing and housewares 
products. 





Mulloy To Represent 
Lau Blower Lines 


L. E. Mulloy & Associates 
has been appointed to repre- 
sent the portable window and 
attic fan lines of the Lau 
Blower Co., Dayton, Ohio, in 
the six New England states. 





Molly Corp. Names 
New Representative 
L. Graham Barr, Jr., Or- 


lando, Fla., has been ap- 
pointed North and South 





L. G. BARR, JR. 


Carolina representative for 
the Molly Corp., Reading, 
Pa., manufacturer of Molly 
screw anchors and _ utility 
plugs. He is a principal in 
the Perry-Walker-Barr Co., 
Nashville, Tenn. 





Lincoln Cahn Appoints 
Morris Herman 


Lincoln Cahn & Asso- 
ciates, Geneva, O., manufac- 
turers representatives, have 
appointed Morris Herman to 
their staff. He will head- 
quarter in Cleveland, and 
cover a territory compris- 
ing parts of Ohio and West- 
ern Pennsylvania. Mr. Her- 
man was formerly sales 
manager of Ballonoff Metal 
Products Co., Cleveland. 
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Dupree Joins Staff 

Of Sloan Associates 
Mancil Dupree has joined 

the staff of George A. Sloan 

& Associates, Little Rock, 

Ark. He will help cover 





MANCIL DUPREE 


Oklahoma, Texas, Arkansas, 
Louisiana and Mississippi. 

He was sales manager of 
Bush-Caldwell Co., Little 
Rock, and formerly with 
Fones Bros. Hardware Co., 
Little Rock. 


J. H. Morrison Jr. Opens 
Sales Agency in Texas 


John H. Morrison, Jr., has 
established a manufacturers’ 
agency at 3514 Suffolk Drive, 
Houston 6, Texas. He plans 
to cover the states of Texas, 
Oklahoma, Louisiana’ and 
Arkansas. 

Mr. Morrison was associ- 
ated with the Lumite Div. of 
Chicopee Mills, Inc., from 
1947 to 1954. Prior to that he 
was associated with the Di- 
orama Corp. of’ America. 


Riser & Simmons Named 
To Represent Waring 


Riser & Simmons Co. will 
represent Waring and Dura- 
bilt products of Waring 
Products Corp., a subsidiary 
of Claude Neon, Inc. 

Harry E. Riser will handle 
the state of Washington with 
headquarters in Seattle. 
Bland Simmons will handle 
Oregon with headquarters in 
Portland. 


Bridgeport Brass Names 
Four Additional Agents 
Bridgeport Brass Co., 


Bridgeport, Conn., has ap- 
pointed four additional 


News of the Trade — 


agents to handle the com- 
pany’s line of Aer-a-sol prod- 
ucts. They are: 
Brokerage Co., 
Va.; Common & Co., Jack- 
sonville, Fla.; John Salzer 
& Co., Tampa, Fla., and 
David M. Miller Co., Scran- 
ton, Pa. 


Roanoke, 


Perry To Represent 
Molly in Virginia 

Coleman R. Perry, of the 
Perry-Walker-Barr Co., 
Nashville, Tenn., has been 





COLEMAN R. PERRY 


appointed Virginia represen- 


tative for the Molly Corp., 
Reading, Pa., makers of 
screw anchors and _ utility 
plugs. 





Midland Names Morey 
Director of Sales 


Harold E. Morey has been 
appointed director of sales 
by the Midland Co., South 
Milwaukee, Wis., as part of 
the company’s program to 
increase its sales in the farm 
and garden implement mar- 
ket. 

George F. Bingham con- 
tinues as sales and advertis- 
ing manager. 

Mr. Morey 
director 
of the Studebaker Corp. 


was assistant 





Hobby Craft Show 
Scheduled in June 


Kramer’ Brothers, Ince., 
Baltimore, Md., will hold its 
5th Annual Toy Train and 
Hobby Craft Show, June 6- 
13, at the Sheraton Belve- 
dere Hotel, Baltimore. 

Special attention will be 
given to attending dealers on 
how to make their own toy 
train displays. 


HARDWARE AGE, APRIL 29, 1954 


Virginia 


of owner relations | 





DeM sports 
equipment 








Hat H+H 
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the hardware store 
partners since 1840! 


Draper-Maynard, one of the 
most reliable business names in 
the nation, has been associated 
with hardware stores for more 
than a century. And during 
those eventful years, D&M has 
kept pace with a modern line of 
sports equipment, priced right. 
If you're not now handling the 
D&M line— it'll pay you extra 
profits to do so. Contact your 
wholesaler or write direct. 
Complete catalogs available. 


Ff 
a 


Draper- Maynard 
Sports Equipment 


CINCINNATI 32, OHIO 
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it’s the JACKSON 
a | 
SPREADER-CART 


JAX DELUXE 





For home or garden ... an all-time 
Jackson favorite. Carefully engi- 
neered for better balance and 
easier handling. Features a Jackson 
special—front-brace support of 
tray! Comes knocked-down to save 
you space. 


LAWN ROLLERS 





Atype for every need. Drums are of 
heavy gauge steel that is elec- 
trically welded and rounded to 
prevent sod cutting. Removable 
lugs for sand or water ballast. 
leavy-duty adjustable scrapers. 





You can’t kid your 


customers . .. they buy 
quality! That’s what 
Jackson had in mind 
when they designed the 
new 2-in-1 Spreader-Cart. 


Only Jackson gives you both 
a spreader and a cart... 
in one top-quality piece of 
equipment, at one price! 
Convert from an ample 
spreader (with corrosion- 
resistant agitator assembly 
for handling all types of fer- 
tilizers or seeds) to a sturdy, 
large-capacity, all-purpose 
cart with just a flick of the 
wrist! This top-quality item 
promises to be an all-time 
best seller! Use this popu- 
larity to increase your 
profits. You'll get more sales 
when you stock the sensa- 
tional Jackson 2-in-1 
Spreader-Cart. 


2-in-1 Spreader-Cart and Jax Deluxe are shipped one or three to a carton. 


Jackson 


HARRISBURG, 
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Oldest and largest wheelbarrow 


gD 519 


MANUFACTURING COMPANY 
PENNSYLVANIA 


maker in America 





News of the Trade 











HARDWARE BRIEFS 








(Continued from page 146) 


| manager, reported nine guns 


were stolen. 





Minocqua, Wis. — Fire 
caused considerable damage 
to the basement and first 
floor of the Woodruff Hard- 
ware Co. store. 

Farley, Mo. — Two build- 
ings were destroyed by a 
fire at the Farley Lumber & 
Hardware Co. plant. 








Plainfield, N. J—The rear 
of a one-story concrete block 
building of North Stelton 
Hardware Co., Stelton Rd., 
in Piscataway Township, 
was destroyed by fire. 


Worthington, Pa.—A 450- 
lb safe was stolen from Reed 
Hardware store. Thieves 
broke in on a Saturday night 








and removed the safe in a 
truck. 
Decatur, Edward A. 





Schultz has purchased the 
Tuscola Hardware Co., a 75- 


| year-old firm, from William 


M. Ferguson. Mr. Schultz 


was formerly a hardware 
salesman. 
Paterson, N. J.—Formal 


opening of the Doremus 
Hardware Store, 52 Wash- 
ington St., was held March 


| 19. Mayor Lester F. Titus of- 


| ceremonies. 


ficiated at  ribbon-cutting 


Edwin J. Mac- 


| Evan is executive vice presi- 
| dent. 


Grosse Pointe Woods, Mich. 
—Gasper Salaggio and An- 
thony Bommarito have open- 
ed a hardware store at 19341 
Mack Ave. The building is 
70x125 ft. Door prizes and 
gifts were given to customers 
on the opening day. 





Sharon, Stambaugh- 
Thompson Co., Youngstown, 
O., has opened a hardware 
store in the Hickory Shop- 
ping Plaza, here. The store 





offers self-service shopping. 
Edward A. Bailey is man- 
ager. 

Grand Haven, Mich. — 
Cooks Hardware _ recently 


held a four-day open house 
when more than $750 in 
prizes and souvenirs were 
given away. Jacob Cook and 
his sons, Edwin and Alvin, 
are owners. 


Los Angeles, Calif —Shan- 
non Crandall, Jr., president 
of California Hardware Co., 
has been elected a director of 
Pacific Mutual Life Insur- 
ance Co. Mr. Crandall! is also 
vice president of the Chil- 
dren Hospital, and president 
of California Institute Asso- 
ciates. 





Lockland, O.—The Hart- 
man-Bailey Hardware Co. 
has been sold to Carlson’s, 
Inc. The store will be reno- 
vated and self-service in- 
stalled. Ray Von Bargen is 
president of Carlson’s. Carl 
Von Bargen is manager and 
Jim Donovan is assistant 
manager. 





Spokane, Wash. — Morrie 
Cain has opened a Marshall- 
Wells store at N. 3409 Ar- 
gonne, in a new building 
which he plans to make the 
first unit in a neighborhood 
shopping center. 





Kingsport, Tenn.—A self- 
service hardware department 
has been added to the W. B 
Greene Co. store. 





McMinnville, Tenn. — El- 
kins Hardware Co., formerly 
the Morford-Ross Hardware 
Co., held an open house re- 
cently for its enlarged and 
redecorated store. Mr. and 
Mrs. C. Grey Elkins and 
Brown Moore operate the 
store. 





Highland Heights, O. — A 
shopping center to be opened 
here in June has 3,400 sq ft 
set aside for a hardware 
and appliance store. 





Cherry Valley, N. Y. — 
Stevens’ Hardware store is 
being remodeled after a re- 
cent fire. A panel ceiling and 
new lighting system is being 
installed along with a new 
plate glass front. 





Blythe, Calif. — Imperial 
Hardware Co. has taken out 
a $75,000 building permit for 
a building to be part of a 
new shopping center on N. 
Spring St. 


Hardin, Mo. — The 40- 
year-old Willeford & Hilton 
Hardware Co. has been pur- 
chased by Kenneth S. and 
Helen B. Paton who will op- 
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For the 14” electric drill owner 


Let him see the 
ALL-NEW Snell 
8 piece, self-selling 


=SPEED-BOR 
BIT SET 





© Faster, cleaner boring 
in all wood, plywood, 
pressdwood, plaster, 
plastics, etc. 

© Bit sizes: 4" - %” - V2" 
s <-m « ~ 1. 

© Perfect for — boring overhead — at an angle — 
in hard to reach spots — mortising — doweling. 

® Bits packed and protected in handy permanent 
plastic case, in eye-catching orange and blue 
display box, with instruction booklet. 


Dealer Cost: *1.65 each—List: $2.49 


SNELL DIVISION, 
PARKER 


MANUFACTURING CO. 
WORCESTER 1, MASS. © U.S. A. 


























Count on PLYMOUTH 
to come up with the BEST! 







n se¥inkler 


NEW! 
PLYMOUTH 


TRANSPARENT Jenylide 


LAWN SPRINKLER 


Suggested Retail 25-ft. $3.75 


law 
= 


Exclusive new design! Always lies flat. Extruded for 
extra strength... of sparkling, brilliant, transpar- 
ent plastic. 


GREEN TOP 
cA onuglilé 
Suggested Retail 25-ft. $2.98 
Green side up to sprinkle! Red side up to soak! 
Priced for volume sales! 





Also ask your jobber for the 


PLYMOUTH  Mnylidé 


GARDEN HOSE 


PLYMOUTH Featherweight 
WORTHMORE Featherweight 


in opaque or Transparent 






quiet ~ oF 

” Guaranteed by» 
Good Housekeeping 
Ga Soy J 


4s wud 














PLYMOUTH RUBBER COMPANY, INC. 


Originators of Plastic Garden Hose 
CANTON, MASS., U.S.A. 

























ALLIED pee 
e elling’ 
Wheel Display 


ASSORTMENT No. 100 | 
Puts You in the Profitable 


SMALL WHEEL Business - 
AT A MINIMUM INVESTMENT! 





a 












FOR COUNTER, 
WINDOW, 
FLOOR 

USE! 


EACH WHEEL 


PSST 3> > Assortment Includes: 


Two each of 13 proven, 


2 6 ee be — ia L y gy sizes, 5” to 12” 


. 1/2’' axle bore. 
6 — Axle Bushings, to 0 is et to 7/16"’ dia. 
6 —Axle Bushings, to reduce bore to 3/8”’ dia. 

1—Complete Wheel Display, as pictured, in attrac- | 


Cash In. a tive colors —size: 27” 


x 19-1/2” x 13”. 


On the BIG= Fast Growing 
“Do It Yourself” Market! 


@ There're thousands of uses and needs for small wheels —in homes, 
factories, schools, on farms—for replacement and repair of all sorts 
of rolling products ... plus the big “do it yourself" trend and the home 
craftsman and hobbyist market... that can mean year around volume 
and PROFITS for you just by placing ALLIED Wheels on display in your 
store NOW! 


ALLIED WHEEL PRODUCTS, INC. 
27 Broadway e Toledo 4, Ohio 


THIS COUPON RIGHT NOW 
TO OBTAIN COMPLETE DETAILS! 


ALLIED WHEEL PRODUCTS, INC. 
| H © 27 BROADWAY e TOLEDO 4, OHIO 








NAME _— 
ADDRESS ——_____ 
city —— STATE 
My Jobber Is: 


























| 


INDIVIDUALLY BOXED |° 


| Co., Chattanooga, 


| 1891, 


| Mfg. Co., 





News of the Trade 








HARDWARE BRIEFS 





erate it as the Hardin Hard- 
ware Co. 





Hartville, O. — Harry 
Deardoff and Harry Hume 
have opened the D. & H. 





Hardware & Supply Co. 
store. 

Sigourney, lowa — The 

| hardware department of 


| Wimmer’s Department Store 


has been reopened following 
a store enlargement and 
modernization program. 
George Stites is department 
manager. 





Wichita, Kan. — Dean 
Rhodes has been appointed 
manager of Kidwell’s Hard- 
ware new self-service store 
at 949 S. Broadway. He is 
succeeded as manager of 
Kidwell’s Hardware, 2720 E. 
Kellogg, by George Lappin. 





Elizabethtown, Ky.—W. D. 
Price has opened his new 





Chattanooga loess 
New Name of Firm 


Chattanooga Royal Co. is 
the new name of Chatta- 
nooga Implement and Mfg. 
Tenn. 
The company, founded in 
manufactures Royal 
Chef barbecue grills and 


| Royal gas heaters. 





Strunk Equipment Buys 
Power Sprayer Line 


Strunk Equipment Co., 
manufacturer of chain saws, 
has purchased the Weller 
Bay Village, O. 
This company has been mak- 
ing power spraying equip- 
ment under the trade name 


| Master Mister. 


This new product will be 


| marketed by the sprayer di- 
| vision of the Strunk company. 


Sales will be handled from 
Coatesville, Pa., where the 
company’s main offices and 
manufacturing plants are lo- 
cated. 

Plans are being formulated 
for increased manufacturing 
facilities and for the distri- 
bution of this new sprayer 
line. Two of the sprayers 
are completely new. Oppor- 
tunity to handle the new line 
will be offered first to present 


and building peach 


Price Hardware Co. store on 
S. Main St. 





Center Moriches, N. Y.— 
Mr. and Mrs. Frank Savage 
recently held a grand open- 
ing for their new Savage 
Hardware Store on Main St. 





McComb, O. — Gerald E. 
Beam, former salesman for 
Wagner Hardware Co., 
Mansfield, O., has purchased 
stock in the Hall Hardware 
Co. here which has been op- 





erated since 1911 by A. B. 
and B. M. Hall. 
Elgin, Iowa — Clermont 


Hardware store has been re- 
modeled. 

El Reno, Okla. — Harry 
Jacobson and Ferd Merveldt 
have opened their new J. & 
M. Supply Co. store at 120 
W. Elm St. The store spe- 
cializes in hardware, paint, 


Strunk distributors and deal- 
ers. Present distribution 
covers farm equipment, in- 
dustrial, hardware and gar- 
den supply fields. 





Hardware Jobber To Be 
Honored at Dinner 


Mack Rosenberg, president 
of the R & B Supply Co., 
New York, N. Y., will be 
honored with a_ testimonial 
dinner by the East Side He- 
brew Institute, New York, 
May 23, for his 25 years of 
service to that organization. 

Mr. Rosenberg also served 
as president of the Empire 
City Supply Association, 
New York, from 1937-1941. 
He is also known as a liqui- 
dator and appraiser. 





MACK ROSENBERG 
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Kitehen Kaddie 


TRI-STATE 
Rigid Plastic 
“Tote-All’” 
is a Sell-All 


No. C-400 “Kitchen Kaddie” 
8” diam. x 82” high 
Individually packed: 

6 and 12 to case. 


Outdoors or in, summer is the season for the 1,000- 
and-1 job “Kitchen Kaddie.” It’s a picnic pail for pop ’n 
ice. A tight-lidded lunch basket for sand-less sandwiches 
—for damp beach gear on the way back. It’s “big capa- 
city”, yet feather-light and fabulously sturdy. And the 
stainless steel handle slips off for easy washing. Sparkling 
white with red, green, or yellow lids. 

Suggested Retail $2.98. 


“MASS”-IVE CONSUMER PROMOTION! 
re Trudy Star will carry the “Kitchen 
oN Kaddie” to 10,650,000 Trudy Star 
ad customers in June Good 

<a taka Housekeeping. These 
=i 6 women know her, look 
for her, buy by her! 


Guaranteed by > 
“i Good Househooping 


2745 severest maw 


COUNTER-to-CUSTOMER, TOO! Trudy Star labels on 
every Tri-State ‘Kitchen Kaddie” will flash ‘’Special-of- 
the-Month” from your counter to your customers. 


Order now from your jobber or Tri-State salesman. 


WORLD'S GREATEST ASSORTMENT OF RIGID PLASTICS 


TRI-STATE PLASTIC MOLDING CO., Inc. 


HENDERSON 9, KENTUCKY 


New York 
12 E. 41st St. 


Chicago Detroit St. Lovis 
176 W. Adams St. 18401 E.Warren 1089 Francis PI. 
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ATTRACT MORE SALES with 
these NEW handier to use 


Frozen Food Containers 


1 pt. - 1¥2 pt. 


- 1 qt. - 2 qt. sizes 


(yn FLEX BL1t 
Plastic 





Lustro-Ware Frozen Food Con- 
tainers provide handy, easy-to-use 
utility, fast freezing, compact 
storage and lifetime durability. 
Just demonstrate how the same 
cover fits all sizes . . . nest, stack 
and store in any combination and 
you have a customer that will buy 
no other. They like how easy 
they seal, open and empty. 


| 


This identical shape permits 
combinations of all sizes to 
STACK uniformly, compactly 

.. nests without wedging 
when not in use. 


Regardless of the containers you 
have in stock, it will pay you to get 
complete sales and profit infor- 
mation on Nationally Advertised 
Lustro-Ware. It’s America’s foremost 
line of plastic housewares . . . 
preferred by housewives every- 
where. Contact your supplier 
or use the coupon below 

. do it today! 










PACKAGED SETS for shopper 
stopping display and conven- 


ient thrifty customer purchase. Lar a rrennge 


F Guaranteed by a / 


» ela ataea ameiamaiannaaaed Good Housekeeping wi 






C245 apvraristo HS 

| Columbus Plastic Products, Inc. 

| Columbus, Ohio 

Please send complete information on Lustro-Ware Frozen Food 
| Containers. [[] New Catalog [_] Free Merchandising Aids. 
| 

l 

| 

! 

| 

| 

| 
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Pittsburgh Screw Names 
General Sales Manager 


A. Barr Comstock, Jr., has 
been appointed general man- 
ager of sales of Pittsburgh 





A. BARR COMSTOCK, JR. 


Screw & Bolt Corp. 

Mr. Comstock became a 
sales representative in the 
Philadelphia district in 1946 


James T. Brady 


James Thomas Brady, 70, 
founder and president of the 
Brady Hardware Co. with 
stores in Barboursville and 
Huntington, W. Va., died 
March 18. 





Arthur H. Deveney 


Arthur Hood Deveney, 73, 
proprietor of A. H. Deveney 
Co., manufacturers represen- 
tatives, Atlantic, Ga., died 
March 18. For the past 40 
years he had _ represented 
hardware manufacturers 
throughout the Southeast. 





H. F. Fenneman 


H. F. Fenneman, 79, presi- 
dent of the Ohio Valley 
Hardware & Roofing Co., 
Evansville, Ind., died re- 
cently while on vacation in 
Tucson, Ariz. 





Ralph R. Hanks 


Ralph R. Hanks, 61, a 
hardware salesman in Cleve- 
land, for almost 30 years, 
died March 31. Mr. Hanks 
worked in the sales depart- 
ment of three Cleveland 
firms. 
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CHARLES M. SUTLIVE 


and was appointed sales 
manager in the district in 
1950. 

Charles M. Sutlive, who 


joined the company in 1945, 
has been appointed the new 
sales manager in Philadel- 
phia. He had been manager 
of sales in the southeastern 
district with headquarters in 
Savannah, Ga. 


News of the Trade 





Wright Steel Names 
Carlson Sales Manager 


Walter H. Carlson has 
been appointed sales man- 
ager for hardware products 
and industrial wire cloth by 
G. F. Wright Steel & Wire 
Co., Worcester, Mass. Mr. 
Carlson was formerly assis- 
tant to the Wickwire Spencer 
Steel Corp. sales manager 





W. H. CARLSON 


OBITUARIES 


George F. Hornung 


George F. Hornung, 56, 
sales representative for the 
Black & Decker Mfg. Co. in 
its Cleveland sales and ser- 
vice branch, died April 6. 
He had been with the firm 
for 29 years. 





Clayton Lehman 


Clayton Lehman, 85, presi- 
dent of Lehman Hardware 
and Implement Co., Newton, 
Kans., died March 5. Last 
year marked the 65th year 
Mr. Lehman was associated 
with the firm. 





Michael Lentz 


Michael Lentz, 83, retired 
Yakima, Wash., hardware 
retailer, died March 11. Mr. 
Lentz started Lentz Hard- 
ware in 1911 with his 
brothers Jake and John. He 
retired 10 years ago. 





Neal D. Miley 


Neal D. Miley, 45, sales 
representative for Black & 
Decker Mfg. Co.’s Los An- 
geles sales and _ service 
branch, died of a heart at- 
tack, April 9. He had been 
manager of the wholesale di- 
vision of Maxwell Hardware 


in Los Angeles, prior to join- 
ing Black & Decker last 
year. 





John Miller 


John Miller, 48, owner of 
a hardware store in Cleve- 
land for the past six years, 
died March 25. 





George E. Quimby 

George E. Quimby, 65, for 
31 years a salesman for the 
Stowe Hardware & Supply 
Co., wholesaler in Kansas 
City, Mo., died March 23, in 
a Kansas City hospital. Mr. 
Quimby lived in Paola, Kans. 





Richard W. Scobell 


Richard William Scobell, 
New York City, manufactur- 
ers’ agent, died suddenly 
April 18. An agent for many 
years, he was at one time 
associated with Igoe Bros., 
Brooklyn, wholesalers. He 
was a past president of the 
Hardware Boosters. 

Surviving are his 
and one brother. 


widow 





William L. Schultz 


William L. Schultz, 63, re- 
tired vice president and gen- 


for industrial wire cloth, 

Edward J. Welch has 
joined the Chicago sales 
force of the company. Mr. 
Welch was with Wickwire 
Spencer Steel Corp. in the 
Chicago and Detroit districts. 





Hardwaremen Married 
in TV Ceremonies 


A lot of people around the 
country recently watched 
two hardwaremen get mar- 
ried. 

The ceremonies were per- 
formed on the “Bride and 
Groom” show of the Na- 
tional Broadcasting Co., tele- 
vised from the Radio City 
Chapel in New York City. 

The bridegrooms were: 

Charles G. Holt, advertis- 
ing manager of Poe Hard- 
ware & Supply Co., Green- 
ville, S. C. 

Donald B. Bush, with Val- 
ley Hardware Co., dealer in 
Charlestown, W. Va. 


eral manager of Hamilton 
Metal Products Co., Hamil- 
ton, O., died April 8. Asso- 
ciated with the metal box 
business for more than 40 
years, Mr. Schultz joined the 
Hamilton firm in 1948 and 
retired last year. 





Clarence E. Smith 


Clarence E. Smith, 52, 
manager of the pricing de- 
partment of Blish, Mize & 
Silliman Hardware Co., At- 
chison, Kans., wholesale 
hardware firm, died Feb. 26. 
Mr. Smith joined the com- 
pany in 1923. 





Henry L. Swoope, Sr. 


Henry L. Swoope, Sr., 74, 
owner of the Kanawha 
Hardware Co., Charleston, 
W. Va., died March 3. Mr. 
Swoope opened his hardware 
store business in 1926. He re- 
tired last year after suffer- 
ing a heart attack. 





Carlos W. Welcher 


Carlos W. Welcher, 86, 
Iowa City, Iowa, retired 
hardware dealer, died March 
21. 
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whe A report in pictures of 
mar- | people and events a committee handling New England's 2!st Housewares 
° Show, in South Armory, Boston, Sept. 12 to 15, includes: 
» per- in the hardware trade Seated, |. to r., Betty Parks, secretary; Bob Paschal, chair- 
and man; Jack Hildreth, ex-chairman; Frank Dolphyn and Hugh 
“i R. Rooney. Standing, Al Strunck, Bill Cary, Al Rosen, Rich- 
tel “ ard C. Shinnick, Thomas McKeigue and Harry Barber, pub- 
om licity director. 
City 
‘ity. 
‘e: 
rertis- | Some ex-presidents of the Paint & 
Hard- Wallpaper Assn. of Greater Chicago 
‘cm. who attended a “Past Presidents Night,” 
. were: Front row, |. to r., Richard 
Koretz, George Frederick, Lee Schroe- 
: Val- der, George Warner, Joe Saks, Lewis 
ler in Davis, Maurice Wallbrunn, Charles 
Novak. Back row, I. to r., Edgar Koretz, 
Ralph Bergman, Roy Ekstrand, Roger 
eee | Nelson, William Bergman, Cleve Amis, 
secretary. 
nilton Merchandising and promotion plans 
[amil- plans were discussed at the semi-an- 
Asso- nual meeting of Spectro-Matic Associ- 
1 box ates in Chicago by these executives 
an 40 representing member companies: B-B 
dd the Paint Corp., Cowman-Campbell Paint 
3 paar Co., DeBoom Paint Co., Felton-Sibley 
an & Co., Ford Paint & Varnish Co., John 
P. Cochran Co., Lehman Bros. Corp., 
Marshall-Wells Canadian Cos., Mer- 
chants & Manufacturers Paint Co., 
Mount Royal Color & Varnish Co., 
Norfolk Paint & Varnish Co., Rockford 
, 52, Paint Mfg. Co., Sampson Paint & Color 
ig de- Co., Stebbins & Roberts, Inc. and Uni- 
ize & versal Paint & Varnish Co. 
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Shooting and eating kept these members of the Western-Winchester home office staff of J. T. Boone, sales manager, 
busy and happy at the spring Schuetzenfest held on the farm of Earl Malonna, head of Winchester’s custom gun section. 
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Bru-tone 
Decorator twins 


BUILD SALES 





for BRU-TONE SCRUBABLE ALKYD 
FLAT and BRU-TONE SEMI-GLOSS 
wall finishes! Yes sir, the news is spread- 
ing fast—BRUNING BROS. twin prod- 
ucts in matching pastel deep-tone colors 
bring in more paint profits than ever, 
now that the BRU-TONE decorator 
twins are at work in Store Displays and 
in National Advertising. 


Watch for these two sales - catching sprites! 


Write for information on display material for 
your store! 


BRUNING BROS., INC. 


4209 E. Chase St., Baltimore 5, Md. 


Get EXTRA mes 


1 @) 34 2 ws 


with 





TANDROTINE is preferred by both painters and 
home-owners for use wherever a high grade paint, 


enamel, or varnish thinner is needed. 


IT’S PROVEN That is because Tan- 

IT’S ECONOMICAL DROTINE is such an excel- 
IT’S a Quality THINNER lent thinner and cleaner 
of brushes, as well as a 
remover of grease. It also 
dissolves wax and does a 
hundred other household 
tasks. TANDROTINE has a 
high flash point, a pleasing 
odor, long leveling and 
even flow. It is slow drying. 







ORDER 
TANDROTINE Today! 


Get ready for 
EXTRA Sales, 
MORE Profits. 


mp ) 
TURPENTINE & ROSIN FACTORS, INC. 











Get your supply now! 
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HENRY ANTOINE 
GROSS, SR., employee of 
Stauffer, Eshleman & Co., 
Ltd., New Orleans whole- 
sale hardware firm, com- 
pleted his 50th year with 
the company on Nov. 20, 
last year. He started work 
at the age of 14, as office 
boy with the New Orleans 
company. His hours were 
from 7 a. m. to 6 p. m. He 
advanced to order runner, 
to floor salesman, contract 
builders’ hardware sales, traveling salesman and 
then assistant manager of the builders’ hardware 
department. In 1922 he was appointed to his pres- 
ent position as manager and buyer of that depart- 
ment. He specified the hardware that went into 
most of the large public buildings built in New 
Orleans during the past 31 years. He is active in 
business, civic and fraternal affairs of his com- 
munity. At present he is Consul Commander of the 
Woodmen of the World and has held every office in 
his camp. He belongs to the New Orleans Builders 
Hardware Club, the National Contract Hardware 
Association, the Construction Industry Associa- 
tion of New Orleans. He likes to watch the fights 
on TV and until a recent illness was a devoted 
fisherman. He devotes much of his spare time to 
cultivating flowers. He will mark his 65th birthday 
in August. 
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“Sagless” Lavatory 


Spring Pivot-Hinges 










Ball Bearing 
Single or Double Acting 


~(CHICAGO)— 
SPRING HINGES 


@ Top of Door 
and Stile Flush 
in any Position 





TYPE AD7227 


Attachments for Application 
to Marble or Glass 


There is a growing tendency among architects to 

specify that the top edge of toilet stall doors shall 

be flush with the top of the hanging stile. Hinges of 

this type were used in the New Statler Center in Los 

Angeles . . . equipped with Chicago Spring Hinges. 
“Spring Hinges of Quality" 





Chirag 













fas tla \clo) S.A. NEW YORK 












ANOTHER > 
Chicago seal st! 


IT'S THE NEW 


““Stack-Pack”’ 
PULLEY CONTAINER! 


*Patented 
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MR. DEALER... 


To make your selling 
easier Chicago Pulleys now come 
to you in these attractive red, white and blue 

display packages. All sizes are clearly marked 
and each package hes the patented inter- 
locking feature to keep your stock 
always looking neat and trim. 










ASK YOUR JOBBER 
about Stack-Pack's 
**THEY CAN'T FALL OVER" 
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QUALITY 
TAYLOR MADE 
RIM AND BEVEL 


elo Ge) aE 


Packaged with 


YOUR Distributor’s 
LABEL! 






Black wrinkle enamel case and 
brass plated trim. Standard size, Ex 
ellent for new and replacement sale 


MODEL 1000: Broad Beve! Inside Lock 
Set 







This is the year it pays to beat your own drum 
- to give EXTRA value with your trusted 
label. And Taylor is the outfit to march 
along with. Give your customers a real show .. . 
sell °em more and better for less. Let 
Your name, Your label take the credit! 


WRITE TODAY FOR FULL DETAILS 


Mokel Gxerey TW, Bd 


PHILADELPHIA 32, PENNSYLVANIA 


MANUFACTURER OF NIGHT LATCHES, DOOR KNOBS, 
KEY BLANKS AND BUILDERS' HARDWARE SINCE 1922 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


standing with a supplier the same 
way you would with your line of 
credit, by consistent and favorable 
performance.” 


Business Loan Rate 
Remains Unchanged 


Average rates of interest 
charged by New York banks on 
business loans made during the 
first 15 days of March remained 
practically unchanged from last 
December, reports the Federal Re- 
serve Bank of New York. New 
York banks usually set the inter- 
est-charge pattern for the nation. 

The average rate charged on 
short-term loans to business con- 
cerns was 3.41 pct in the first half 
of March, compared with 3.44 pet 
in the first half of December and 
3.25 pet in March a year ago. 

The completion of this regular 
quarterly survey on March 15 pre- 
ceded by just two days the reduc- 
tion in the prime lending rate 
from 3.25 pct to 3.0 pet charged 
by the banks. Last year in March, 
an increase in the prime rate to 
3.25 pet from 3 pct followed a com- 
parable survey. 


Claims Color Video 
Introduced Too Soon 


There will be no large-volume 
sales of color TV sets until the in- 
dustry can offer a 21-inch picture 
at a reasonable price, Dr. W. R. G. 
Baker, vice-president of General 
Electric Co., contends. 

The TV industry is in the untena- 
ble position of having announced, 
under political and competitive 
pressure, a new service to the pub- 
lic without having the technological 
ability to deliver the service within 
the standards and economic limits 
acceptable to the public, Dr. Baker 
says. 
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Expect Million Or More 
Housing Starts in 1954 


New housing starts, this year, 
will be about a million, or higher, 
Leo J. Pantas, general manager of 
tne Yale Lock and Hardware Divi- 
sion, predicted at the Southern 
Wholesale Hardware Distributors 
convention in New Orleans. 

Mr. Pantas said that while some 
construction may be down a little, 
“it now appears that heavy and in- 
stitutional construction will be 
higher in 1954 than last year.” 





February Hardware 
Sales Down Slightly 

While February retail hard- 
ware sales were slightly less 
than they were in the like month 
of the past two years, the Janu- 
ary-February total was higher 
than that for the first two 
months of 1953. 

The February total, unadjust- 
ed for trading day differences, 
was estimated at $162 million by 
the U. S. Dept. of Commerce. 
This was $3 million lower than 
in January and $5 million lower 
than in February, 1953. 

The unadjusted sales _ esti- 
mates of the U. S. Dept. of Com- 
merce follow: 


(millions of dollars) 


1954 1953 1952 


January 165 166 166 
February 162 167 170 

2-month total 327 323 336 
March 200 190 
April : 219 229 
May 234 244 
June tok 232 233 
July ee 236 214 
August ae 228 216 
September eee 231 224 
October Ds 256 233 
November 237 219 
December rn 297 290 


2,703 2,628 











April Department 
Store Sales Down 13% 


Department store sales in the 
week ended April 3 dropped 13 pct 
below the same week a year ago, 
reports the Federal Reserve Board. 

The Board says part of the ex- 
planation of the drop is that 
Easter came two weeks later this 
year than last. 

Aside from this special factor, 
however, department stores have 
not been doing as well, so far this 
year, as they did a year earlier, 
the Board notes. Department store 
sales from Jan. 1 through April 3 
were 6 pct under the like 1953 
period. 

All 12 Federal Reserve districts 
reported lower sales in the week, 
compared with the like week a 
year ago. The biggest sales drop 
was reported by merchants in the 
San Francisco district, where dol- 
lar volume was 19 pct under year 
ago levels. 

A table on sales performance by 
area follows: 


Percentage of change 
—Week-ending—4 wks end Jan. | to 
Apr.3 Mar.27 Apr.3 —? 


I inscssc008 —!2 —I3 —o0 _ 
New York ....... —8 — 4 —7 —2 
Philadelphia .—8 —22* —13 —7 
Cleveland . 7 —I15* —I5 —I0 
Richmond 6 —9 —?9 —5 
Atlanta ..... . —10 — 8 — 8 4 
Chicago ........ —I4 —Ii! —I! — 6 
St. Louis ... —Ii —\6* —I2 —5 
Minneapolis .—l4 —I4 —13 —2 
Kansas City —!5 —!! —13 —7 
Dallas ...... . —B —ii —!2 —8 
San Francisco —!9 —'4 id —?9 
U. S. Total —13 —il —lil —6 


*Revised. 


Decline Continues For 
Mail Order Firms 


Sales of Montgomery Ward & Co. 
in March dropped 22.8 pct below the 
like 1953 month, for the company’s 
worst year-to-year sales skid since 
January, 1952. 

Other mail order house sales con- 
tinued the decline that began last 
summer. Sears, Roebuck & Co. sales 
were 12.2 pct under March, 1952, 
and Spiegel, Inc., was down 17.3 
pet. 

The Sears’ decline was slightly 
worse than the firm’s February 
slump, but not as bad as January’s 
decline which was the worst since 
July, 1951. 

Neither Sears’ nor Ward’s ex- 
plained current sales slumps. How- 
ever, mail order executives have 
pointed to this year’s late Easter, 
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the HIGHEST QUALITY gun 
in the LOW PRICE field! 





Caulking Gun 


Calbar 
caulking guns are 
precision made to contractor 
specifications of heavy-weight 
metal . . . no wires or thin sheets to 


bend or twist or break . . . yet they cost no 
more than inferior models. Last for 
years .. . SO easy to operate that 

they sell themselves. Handles 


8%” caulking cart- CALBAR 

ae PAINT & 
Ris VARNISH CO. 
jobber can Manufacturers of Technical Products 
supply you 2612-26 N. Martha Street, Phila. 25, Pa. 


‘Home Owners’ Cartridge 








CELEBRATING OUR 150th YEAR 
OF ROPE MAKING-—1804-1954 


‘MANILA ROPE ee 


ee 


LET THIS NEW PACKAGE 
BE YOUR SILENT SALESMAN 


In hardware merchandising, it’s display 
that counts. . . that’s why the new Fitler- 
designed rope container is a sure-profit 
addition to your impulse sales. The Blue 
and Yellow label identifies Fitler Brand 
Manila Rope and the Red and White label 
identifies Fitler Brand Sisal Rope. 


THE EDWIN H. FITLER CO. 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. 


YOUR COMPLETE CORDAGE LINE 
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Outstanding Values that Sell Fast! 








Ne. 520 
WIDE! 
99¢ RETAIL 


No. 1517 
aeuey $1.49 RETAIL 





Master's complete line enables you to 
fill any need . . . meet any price! 
Shown here are four of Master's 
wide variety of bikelocks . . . ask 
your jobber for information on the 
entire line. 





| | Master Jock Qapame. Milwaukee 45, Wis. AB-10 


© Worlds sienna Padlock Manufacturers 


(T'S A FACT 


HELLER 
FIXTURES 
MOVE 
MERCHANDISE 
FASTER 









Ask for 
Catalog No. AH 


W. €. HELLER & CO. 
MONTPELIER, OHIO 
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Makes 
paint stick 


Removes rust 


Prevents rust 


Packed 1 doz. 
in display case 





For prices and sample, write 


THE KLEAN-STRIP CO., INC. 
2340 S. | derdale, M mphis 6, Tenn. 





Better Built by 


BUCKLEY 











pAdjustable 
FOLDING TABLE 














Genuine Formica top, 24x18”, with 
solid Masonite backing. Sturdy tubu- 
lar steel legs with lusterized finish. 
No sharp edges. Finger-tip adjust- 
ment, 2012” high for children; 2312” 
for adults. Folds flat for storage. 


SEND FOR CIRCULAR 


BUCKLEY 


Manufacturing Co. 
Precision Metal Products 


4225 W. Lake St., Chicago 24, Ill. 
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bad weather in the Southwest, in- 
dustrial lay-offs and confusion over 
excise tax cuts. 


Mail order houses claim their 
sales suffer more than those of de- 
partment stores in a declining mar- 
ket because mail order operations 
are tied to catalog prices. 


V. A. Appraisal Rate Soars 


Appraisal requests on proposed 
construction during the first quar- 
ter of this year are 65 pct above 
the corresponding period in 1952, 
reports T. B. King, assistant dep- 
uty administrator for loan guar- 
anty, Veterans Administration. 


Farmers Will Soon Accelerate Buying 
Says Professor of Agricultural Economics 


Farm buying, a highly sensitive 
area of the economy since 1951 and 
an important prop to retail busi- 
ness, may soon show a change for 
the better. 

Dr. Earl L. Butz, head of the 
Department of Agricultural Eco- 
nomics at Purdue University, says 
there is evidence that both farmers 
and farm leaders are recovering 
from the “near panic” attitude of 
the past eight or nine months and 
will soon be back in the market for 
machinery, supplies and consumer 
goods of virtually all kinds. 

The agricultural economist says 
a few months of relative price and 
income stability will “help jar 
farmers loose from their supercau- 


tiousness and bring them back into 
the spending ranks again. 

“The decline in farm prices has 
about run its course. For the past 
year we have been in a period of 
relative price stability, mostly on 
the soft side, but still within the 
limits of stability,” Dr. Butz says. 

Both farmers and farm leaders, 
the economist realize 
that the “‘economic binge” the na- 
tion was on a couple of years ago 
Was war-stimulated, and could not 
be expected to continue indefinitely. 

The relative stability of the past 
year is reassuring, particularly 
after the abrupt two-year decline 
in farm prices which was evidently 
stopped about a year ago, he says. 


says, now 


Store Owners Urged to Give More Thought 
To Rear Door Protection; Precautions Offered 


Store owners, who frequently 


| spend as much as $50 on secure 


front doors, often settle for a $1 
skeleton key type door-lock on the 
rear and basement doors, the Mas- 
ter Lock announced after making a 
survey among police officials and 


| retail store associations. 


The need for extra protection at 
the rear of stores and small busi- 
ness establishments is even greater 
in areas where police regularly 
check only front entrances, the lock 
firm pointed out. This practice re- 
stricts illegal entry to an even 
greater extent to back doors. 

The company suggested these 
four common sense rules to retail- 


|} ers: 


1. Don’t make it easy for the 
burglar. A skeleton key type door- 
lock can be opened with the simplest 
burglary tool. Slide bolts can be 
slipped or filed. Hooks and eyes are 
easily unscrewed or cut. 

2. Select a protection device that 
can’t be opened. Quality type lamin- 
ated pin tumbler padlocks, for ex- 


ample, provide maximum protec- 
tion, both in case-construction, and 
the locking mechanism. Multiple 
key changes prevent crooks from 
obtaining master keys. 

3. Use a strong pinless hinge hasp 
which conceals screws to prevent 
crooks from getting around your 
padlock. Attaching your padlock to 
a chain when not in use during the 
day will prevent loiterers from 
switching padlocks, a trick that 
often gains entrance to a store. 

4. Changing padlocks frequently. 


March Retail Sales 
5% Lower Than in 1953 


Retailers rang up $13.3 billion 
in sales during the month of 
March, according to an advance 
estimate released by the Dept. of 
Commerce. 

The preliminary March figure 
for total U.S. retail sales exceeded 
by 10 pct the $12.1 billion in sales 
actually recorded for February. At 
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NOW! NEW LOW PRICE on 
FLEXO-SPACE Self-Service Island 


ANNOUNCING 
our new low prices 
on FLEXO-SPACE 
Self - Service Is- 
lands. Here is your 
opportunity to fol- 
low the trend of 
thousands of ag- 
gressive merchants 
like yourself and 
modernize your 
store with Self- 
Service fixtures. 
Do it with FLEXO- 
SPACE at a saving 
of 50% over com- 
petitive Islands. 
FLEXO-SPACE gives you Self-Service, Mass Display and 
300% more Selling Space than one flat-type counter. Yes, 
in only 12¥%2 Sq. Ft. of floor area you get 50 Sq. Ft. of 
selling space. Raise or lower the middle shelves every 2” 
within 15 adjustments. FLEXO-SPACE is a complete 
Island! Your customers shop on 4 sides from 5 large 
Self-Service shelves. The time-saving and money-making 
advantages of FLEXO-SPACE have been “Tested and 
Proved” by thousands of retail merchants. New amaz- 
ingly low prices on FLEXO-SPACE at almost 50% less 
than you expect to pay. Without obligation write for FREE 
catalog on FLEXO-SPACE and other Self-Service fixtures. 
Do it now — Today! 





Mirs. write for special extra low prices. 


ADD SALES COMPANY 


825 York Street Manitowoc, Wisconsin 














Faster Tarmover with 










because FIBRO outsells all other paper drop cloths 3 tol 


PACKAGED TO SELL 

An eye-catcher . . . cello- 
phane wrap 
MERCHANDISED TO SELL 
Colorful, self-selling 
package. 

YEAR ‘ROUND REPEAT 
SALES 


For indoor and outdoor 
use. In popular 9’x 12’or 
other sizes. 

Dozens of uses for easy 
soles: 

COVERS: 

Furniture, floor, rugs, 
KEEPS OUT DUST, DIRT. 
PROTECTS: Cars, plantings. 


Competitively priced. 


Sold only thru qualified 
wholesalers. Write for 
name of the one nearest 
you. 


brushes, paint, 


Paper Drop Cloth! . . 
really fast-action sales! 
Also Fibro Plasti-Tarp 
seamless 1-piece, 9’ x 12’. 





ILLINOIS 
lee) ite): 7- Sale), | 


FIBLECO 


4646 N. Clifton Ave. 
Chicago 40, Illinois 
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FIBROgpPAPER DROP CLOTH ¢ 


A volume seller that ties in perfectly 
for bigger profits in the do-it-your- | 
self trend. Every purchaser of tools, 
lumber, etc. is a 
ready-to-buy prospect. Display Fibro 
. and watch 


















MAIL 
BOX 


This sturdy, attractive, 
Cast Aluminum Mail Box 
enriches the entrance of 
any home. Available in 
Sprayed Brass or Dead 
Black finish. Individually 
packed with screws. 


Write for Catalog No. 12 
illustrating our line of build- 
ers’ Hardware Specialties. 











e’s a Home... 
‘There's a Market! — 







FACTURING 


PENNA. 








BRAIDED 


PICTURE 
CORD WIRE 


ON SPOOLS, IND. BOXED 


Wr. Retailer: 


Why not buy the products 
which are beautiful to look at as 
well as being of the highest 
quality. This, Mr. Retailer, 
means satisfied customers who 
will come back for more. We 
will be happy to forward our 
descriptive circular on our en- 
tire line of Spool and Coil As- 
sortments, Aerial Wire, etc., 
upon request. 


SOLD THRU JOBBERS 
ONLY! 


Ps 


ten, “sess ” \) 


eae "s]ene 





IN SIZES 0 TO 6 





INCLUSIVE 





15’ & 25’ COILS 
LOOSE 





15’ & 25’ COILS 
IND. BOXED 


, WIRE CORPORATION 


JAMAICA 
(StAND NEW 


AVE 
YORK 















Also sold with 
2 Tool Wheels 






of the 


wise buyer. 


Wheels. 






PUTTY KNIVES and SCRAPERS 


Not only are they the best in quality — 
enuine rosewood handles, securely locked 
3 brass rivets; high carbon cutlery steel 
blades, tempered and ground under 
water, but... they are packaged for eye 
appeal, each mounted on colorful card, 
and wrapped in acetate to insure ‘‘factory- 
freshness”. 


HEAVY DUTY 
TOOL GRINDERS 


Bullt to meet the approval 
articular mechanic 
and priced to sel! the value 
Equipped with Pre- 
cision Ball Bearings for smooth, 
friction-free operation and long 
life. Oil-sealed to eliminate greas- 
ing and wear. You'll find it easier 
to sell WISSOTA Grinders and 


Because they are 


GOODELL 





ONLY ONE CLAMPING NECESSARY! 


Operator controls clamped sickle in movable holder 
which permits special attention to sections which 
need more grinding. Weight of sickle bar is easily 
controlied to prevent blue edges. Eliminates diffi- 
cult to control rigid clamped grinding. Yes, only 
Wissota offers these distinct advantages of speed, 
accuracy and flexibility in this type of grinder. 


e wees PROJECT IN FRONT OF FRAME 

—Allow a“ 3 ty: tee to wheels. 

+ Bsavy TY (t/3 H.P. | wees 
MOTOR ona behind and ai 

* Hy the HANDLES DIFFICULT’ JOBS WITH 













MADE IM OUR OWN PLANT! 


A COMPLETE LINE 
OF FULLY VITRIFIED 
ABRASIVE WHEELS 
AND SICKLE CONES! 


FACTURING 


THE GOODELL M-1 MERCHAN- 
DISER on your counter or wall (it 





THE M-1 ASSORTMENT INCLUDES 
6 3” Bolstered Scrapers @ 98¢ $5.88 


12 1%" Bolstered Putty Knives @75¢ 9.00 
12 3” Scrapers @75¢ 9.00 
24 1%" Putty Knives @ 50¢ 12.00 
PLUS FREE METAL DISPLAY RACK 
Total Retail Valve $35.88 
Cost to you, only 21.53 








you MAKE Fut 40% pron oF $14.35 
een 
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pies only 814 x 7” of counter space) 
uts these professional tools OUT 
—- THEY CAN BE SEEN AND 


GOODELL 


COMPANY 


Antrim, New Hampshire 














the same time, however, it was 5 
pet under the $13.9 billion of re- 
tail sales reported in March, 1953. 

The jump from February to 
March in actual] dollar sales 
sulted, partly, from the fact that 
there were 27 shopping days dur- 
ing March and 24 in February. 

An increase was experienced by 
every type of retail store, with 
biggest increases registered by de- 
partment stores, groceries, auto- 
motive equipment suppliers, ap- 
parel stores and sellers of lumber, 
building and hardware items. 

The fact that March’s retail 
sales were 5 pct under March, 
1953, resulted in part from a later 
Easter this year than last. 


re- 


High Marriage Rate 
Maintained Last Year 


The future market looks en- 
couraging. The total of marriage 
licenses issued in 1953 in the 
United States was very close to 
the figure of 1952. A 0.2 vet boost 
was recorded. 

The license rate dropped very 
slightly—9.9 per 1,000 population 
compared to 10.0 in 1952, reports 


the National Office of Vital 
Statistics. 
Marriage license issuance 


dropped off sharply during the 
last two months of 1953. At the 
end of 10 months, the rates for 
1953 and 1952 had been identical. 


A table showing percentage 
changes in areas follows: 
Rn Oo a tea 0.2% 

NEW ENGLAND ..............cccccecscee 0.1 
MIDDUE ATLANTIC ............00000000 — 63 
EAST NORTH CENTRAL ................ 2.9 
WEST NORTH CENTRAL Tae as Seti 7.0 
eee 1.3 
EAST SOUTH CENTRAL ee ee oe 22 
WEST SOUTH CENTRAL ................. 12.2 
Re a a a ee 25 
iI ARN a se aoemiaeeie as 0.3 





HARDWARE HUMOR 


ELECTRICAL GooDs } 








© Hardware Age, 1954 


"Electric Blanket with long 


cord... me walk in sleep." 
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America’s Most Complete and < 


HY-KO -— Gams 


FOR THE JOBBING TRADE 


“STANHO” Keys, Pins and other 
products are precision made to close 
tolerances from selected stock . . . the 
finest obtainable. All types and sizes. 


he ually Lene 


and other Stanho products 
Bulk or Packaged 


HORSE SHOE NAILS 


\\ WRITE for DESCRIPTION 
wo and PRICES 


STANZARD 


FIORSE NAIL CORP 





ame HOUSE NUMBERS | 
LETTERS * SIGNS | 


... ALL LIGHT REFLECTING! | 
Made of highest quality aluminum, | 
enamel and light-reflecting beads. | 








uy ————_" 


Day and night visibility. Won't | 
rust, break or fade. Weather re- 
sistant. 





FREE DISPLAY RACKS AND WINDOW SIGNS 


House Number 
Assortment 


NEW WROUGHT IRON 

LAWN MARKER 

Another HY-KO first! 

Made to accommodate HY-KO 

Reflecting House Numbers. Im- 

mediate Delivery! 

@ Crafted of %” steel. : 

@ Copper plated suspension 
Ss. 


ring 
@ Double sided Aluminum 


number bracket, riveted for 
strength. 
Pointed ends for easy in- 
sertion. 
@ Heavily Lacquered for last- 
ing beauty. 
PRODUCTS CO. 
5026 WOODLAND AVE., CLEVELAND 4, OHIO 

















N e KEYSTOCK N 


Another —"STEELBAR" BiLD-N-REPAIR 
f STEEL ASSORTMENT fF 


wt 














Special Just cut 
Cold Finished to length, file JUMBO, OVERSIZE 
; PLASTIC 
Sq. Steel Key or grind, pores 
Stock and fit 
& . 
Each Bar Each Bar | 
Rust Resistant within standard 
Coated Steel Tolerance 
This attractive combination Display Case fF; 
or Stock Carton FREE 1 
Every Hardware Store ¢ Farm Supply Store ¢ Builders’ x. / 
Supply * Power Tool Dealer ¢ Factory Store Room ¢ i - omes 
Machine Shop should have one of these new driver ach with Paw ’ Brecker ‘a ativentive ak 
versize unbreakab! ck- \ ke 3 
BILD-N-REPAIR STEELBAR. cewes pe aearerere shock & males “ote 
No. 200 ASSORTMENT CONTAINS: amber plastic handle. Guersnteed ageinst 
co” 7.) rey ......Keystock npered tool Pick Up Screws dcfawe in, saeeueat 


GeO o6...cvvccssess 1.1... .+.Keystock steel blades. ead Wolds Them «cam we 


SomEee Bee 6s. «60 wee ae ‘sa ...Keystock ‘ 
ti fiw) ee riicdiik << eraatcrereanel Keystock eee a 
Sm Bee ee . .cvecseves és deine eee Keystock Gentlemen: 
Sas Tee DEE éees c0eeees oe ......Keystock | Please send me at once...... doz. #3788 i 
*3—1/2” x12” , 


ee ey eee eT Keystock (0 Full Information 


AN EXTREMELY GOOD PROFIT ITEM OXWALL TOOL | Name 
e ress | 











BADEN STEELBAR COMPANY state st, Baden, Pema. | | 208 Brntway J Giryey Mme Sit 


ae as as = JObber’s Name o am an ae a 
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McGill “CANT MISS” 


mouse &:rat traps 





Complete 
Information 


McGILL METAL PRODUCTS CO. 
MARENGO- ILLINOIS 


METAL FLOATS 


Engineered To Your Specifications 














@ Made of copper, plain 
steel, copper plated steel, 
all types stainless steel, 
aluminum, brass, monel, 
pure nickel, Admiralty or 
Everdur, or any suitable 
metal for open tank and 
all pressures. 





COLUMN 


@ Seamless copper ball 
floats carried in stock in 
diameters of 3", 4", 5" 
6", 7", 8", 10" and 12" —_ 
for open tanks and pres- 
sures of 25, 50, 100 and 
150 Ib. Floats in special 
sizes and pressures— 
MADE TO ORDER. Stain- 
less steel ball floats larger 
than 12" diameter can 
be made up specially. 
Write for METAL FLOAT 
catalog. 








FLAT CYLINDRICAL 


FLOAT MANUFACTURERS 
ENGINEERS © METAL FABRI- 
CATORS © COPPERSMITHS 
e BRONZE FOUNDERS 





CYLINDRICAL 


ARTHUR HARRIS & CO. 
DEPT. HA, 210-218 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 
Since 1884 





CYLINDRICAL 
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Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


Ace Dealers Distribute 
750,000 Circulars 


Distribution of the annual Spring 
Bargain Book, consumer sales cir- 
cular of Ace Hardware Corp., Chi- 
cago, was increased to 750,000 


copies, this year. 
A feature of this circular is a 4- 





page rural insert which was used 
by dealers in farm areas. 


Breck Associates 
Distribute Circular 


Breck Associate Stores, located 
throughout New England, have 





been distributing a 24-page consum- 
er circular, featuring spring lawn 
and garden merchandise. 

A feature is a loss leader 3-piece 
gardening set, offered at 39 cents 
with a coupon. 


Department Stores Netted Only 2.4% Last Year 
Despite Record Expenditures by Consumers 


Department stores chalked up a 
net profit, after taxes, of only 2.4 
pet in 1953—despite record con- 
sumer expenditures. The total was 
the same as in 1982. 

Net profit from merchandising 
operations for the fiscal year 
ended Jan. 31, 1952, slipped to 3.3 
pct of sales, against 3.4 pct a year 
ago. 

This is the high spot of a special 
report of the Controllers’ Congress 
of the National Retail Dry Goods 
Association based upon a survey 
of merchandising and operating 
statistics of 238 department and 
apparel specialty stores whose 
sales totaled over $3.2 billion. 

The survey finds that department 
store operating expenses in 1953 in 
all functional categories continued 
to rise faster than increases in 
zross margin. As a result, although 
total earnings before federal in- 
come taxes amounted to 5.0 pct, 


final net gain after taxes was 
shaved to 2.4 pct. 

Operating expenses of depart- 
ment stores with annual volume 
over $1 million rose sharply from 
32.6 pct of sales in 1952 to 33.0 pct 
in 1953. 

Although total department store 
sales climbed 1 pct last year, phys- 
ical volume of goods handled over 
the counter dropped 1 pct. There- 
fore, the increment in sales can be 
attributed to the slightly higher 
average salescheck, which went 
from $4.23 to $4.29. 

Inventories in department stores 
averaged 6 pct above 1952. 


Television Prediction: 

6 Million Sales in ‘54 
Courtney Pitt, financial vice- 

president of Philco Corp., says he 

would not be surprised to see the 

TV industry sell more than 6 mil- 


HARDWARE AGE, APRIL 29, 1954 





lion 
to 6 


to a 
that 
will 

M 
pect 
roor 
The 
in 1 
ind 
brin 
witl 
mill 


If 
sales 
tatio: 
foun 

Th 
snap 
a rec 
and « 
year. 
spent 
wise 
dise. 

Th 
purcl 
ings 


HARI 


used 


cated 
have 





»} Was 


epart- 
olume 
from 
3.0 pet 


t store 
phys- 
d over 
There- 
can be 
higher 

went 


stores 


vice- 
ays he 
ee the 
6 mil- 









lion receivers this year compared 
to 6:75 million in 1953. 

He reports TV inventories down 
to a good working basis and adds 
that it is even possible that there 
will be price increases this year. 

Mr. Pitt says his company ex- 
pects further growth in sales of 
room air conditioners this year. 
The belief is, he reports, that sales 
in 1954 will rise by 50 pct for the 
industry over 1953. This would 
bring unit volume to 1.25 million 
with a retail dollar volume of $45 
million. 


Nation's Economy 
Marked by Stability 


The steady decline in business 
operating rates since mid-1953 has 
begun to taper off, says Martin R. 
Gainsbrugh, chief economist of 
the National Industrial Conference 
Board. 

On the basis of weekly indicators 
for March and early April, he says, 
“It is at least possible to argue that 
‘stability’ has become as accurate 
a description of businesg conditions 
as ‘decline.’ ”’ 

Mr. Gainsbrugh cautions, how- 
ever, that the evidence thus far 
does not yet point to firmness at a 
new plateau, much less a new ad- 
vance. He says caution should be 
particularly emphasized in late 
1954. 

Recent surveys of anticipated 
consumer spending for durables 
and homes, and anticipated outlays 
of business for plant and equip- 
ment suggest continued declines in 
these important final markets dur- 
ing 1954, he reports. 


Savings Bond Sales 
Soared in 1st Quarter 


If you’ve been wondering why 
sales have not moved up to expec- 
tations, part of the answer can be 
found in Government bond sales. 

The American consumer has 
snapped up U.S. savings bonds at 
a record peace-time rate in March 
and during the first quarter of the 
year. It is apparent that money 
spent for these bonds could other- 
wise have been spent for merchan- 
dise. 

The Treasury Dept. reports that 
purchases of Series E and H sav- 
ings bonds in March totaled $474 
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More profit on 


wate HOUSEWARES 


with these 
high-quality 
fast-selling 


BRUSHES 


Put this good-looking dis- 
piay of quality household 
brushes in a good traffic 
spot and watch your brush 
sales climb. Profits, too 
—not just 33144%, but 
a full 374%%—for you. 


colorful merchandise ... 
appealingly displayed 


Kellogg @ Brushes 


famous name... famous brand 


KELLOGG BRUSH MFG. CO. 
Westfield, Mass. 





as advertised in.. 
and guaranteed by 


GOOD HOUSEKEEPING 





To OR g REFUND OF 


one by © 
Good Housekeeping 


NN 
“Oras ADVERTISEO nese 









- Will not bind, 

stick or warp 
2. beautiful, natural Conroe 
finish 


3. water and rust-proof, 
requires no paint 


FAWSCO Manufacturing Division HA-4-29-54 
Cuyahoga Falls, Ohio 


4. complete with working 





[ l 
| 
signal flag | Send me prices on all-aluminum mail boxes. Packed 6 | 
5 tai teat | to shipping carton; shipping weight — 20 Ibs. l 
. corrug ottom... 
lock catch ; Name ; 
| Address | 
| City | 


MAIL THIS COUPON TODAY 


Please print name and address plainly. | 








BIG YEAR ‘ROUND AD PUSH IN 





EXCITING 
NEW 
PLANTABBS 
PACKAGE! 





Means More Profit! 


Get on the bandwagon. Stock 
Plantabbs! Show ’em! Now— 
with more regular LIFE ads to 
back you up all year ’round— 
you’ll sell more than ever before! 
Write for new display carton...or 
contact your wholesaler! Quick! 


FULTON’S 


PLANTABBS 


COMPLETE PLANT FOOD TABLETS 
Plantabbs Corp. Dept. AH 


Baltimore 1, Md 





you’Ll FIND IT 


PROFITABLE 


to send us your Fence and 
Metal Specialties orders 










To cash in on this easy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 
share? Write for catalogs today. 





Stewart Iron Railing lron Picket Fence 
OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 
Stewart Chain Link Settees 
Wire Fence Window Guards 


THE STEWART IRON WORKS CO., INC. 
2137 Stewart Block, Cincinnati 1, Ohic 
Experts in Metal Fabrications since 1886 








| million—about 20 pct above a year 


| 
| 


ago and the highest March figure | 

| in nine years. | 
During the first three months of 

| this year E and H 


bond 


| amounted to $1.4 billion. This rep- 


resents a gain of 15 pct over the | 


like 1953 month and the highest 
for any quarter since 1945. 
The March and 


sales figures were exceeded only 


during World War II. 
The first quarter bond sales are 


| at an annual rate of $5.5 billion. 


Wholesalers’ Sales 
Slightly Higher 


Sales by the nation’s wholesalers 


| totaled $8.1 billion in February, a 


| slight gain over January but still | 
| lower than a year ago, reports the | 


Commerce Dept. 
Wholesalers’ February sales were 


| $86 million above January, on an 


| million lower than 


but about $134 
in February, 


unadjusted basis, 


| 1953. 


These sales helped wholesalers 


| trim their inventories a little be- 


low the end of January, but, despite 
this, stocks were still higher than 
at the end of the like 1953 month, 


| the Department reports. 





| placed wholesalers’ 


inventory figures 
stocks at the 
end of February at $11.9 billion, 
about $13 million below the pre- 
vious month and $417 million above 
year-ago levels. 


Unadjusted 


Improvement Noted 
In Labor Situation 


Labor Secretary Mitchell says 
the nation’s job situation is get- 
ting better, even though employ- 
ment and weekly earnings con- 
tinue to drop. 

Mr. Mitchell bases his optimism 
chiefly on two jobless pay statis- 
tics: a drop of 80,000 in the num- 
ber of insured unemployed dur- 
ing March and a drop of 20,000 in 
the average number of new claims 
for unemployment compensation 
that month. 

The reason for this improve- 
ment, he says, is that employment 
is declining more slowly now in 
non-durable goods production, al- | 
though the decline is continuing | 
at a fast pace in durable goods 


sales | 


first quarter | 






od top om. =a 
fa a => TRAFFIC = 
Er STOPPER! = = 


ae from our long line 
of fireside furnishings 


POLISHED 
BRASS BASKET 
Areal special that 
will pull traffic 


only $00 



















No. 99D POLISHED 
BRASS FIRE LIGHTER 
Outstanding value that 
will stop buyers $ 3 60 


only 








A sturdy, rugged 
_ grate to make 
shoppers buy. 

A terrific value 







7 — 


= 


+" Fernande Rd., West 
“he ANGELES 39, CALIF. 









DAISY 


HEAT PROOF 


MATS 


In SIX 


NON-FADING 
COLORS 
* YELLOW 
« BLUE 
« GREEN 
« GRAY 
* RED 
¢ WHITE 


STOCK AND DISPLAY NEW 
DAISY RUBBER MATS 


Write at once for Display Rack Deal. Pro- 
| vides complete line of DAISY Rubber Mats 
|in Vivid-X colors. Fast turnover — better 
than 45% profit. Tops in Quality. 


SCHACHT RUBBER MFG. CO. 
| Dept.H + Huntington, Ind. 
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manufacturing and allied fields. 

The Labor Department’s survey 
of payrolls nearest March 15 
shows employment in durable 
goods manufacturing 150,000 be- 
low the like period in February, 
while non-durable goods factories 
showed only a 11,000 drop. 

The survey found the number of 
non-farm jobs at 47.3 million, 
down 130,000 from February and 
1,397,000 from the like week a 
year ago. It also found factory 
employment at 15,873,000—a drop 
of 161,000 from the month before 
and 1,262,000 below mid-March of 
1953. 

The Agriculture Department, 
meanwhile, reports farm employ- 
ment in the week ended March 27 
at 7,278,000—about 850,000 more 
than a month earlier, but about 2 
pet under a year ago. 

The Department says this drop 
was due mainly to unfavorable 
weather in some parts of the na- 
tion in late March. 


Loan Money Rate 
Lowered Once Again 


In a move interpreted as en- 
couraging the money market to 
offer short term loans to business 
and individuals, the Federal Re- 
serve Board approved a lowering 
of the discount rate at Federal 
Reserve Banks from 1% pct to 
1% pet. 

The lowering of the discount 
rate is the second in less than 
three months—the first time in 
years two such actions have been 
taken so close together. It con- 
tinues and reinforces the current 
reserve policy of “active ease” in 
the money markets. 


Construction Remains | 


Bright Spot in Economy 


Outlays for new construction in 
March were equal to those of 
March, 1953. They totaled $2.5 
billion and, for the first full quar- 
ter, outlays totaled $7.3 billion, a 
new high and slightly above the 
$7.2 billion spent in the same pe- 
riod last year. 

The Dept. of Commerce, which 
reports the figures, says the 
March total was almost 10 pct 
above February $2.3 billion, a | 
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ROTO-EDGER 


America's most talked about and popular line of 


Lawn and Garden 
Edging, Trimming and Shearing Tools 


With Exclusive and Patented Self-Equalizing Scissor-Action 
FOUR MODELS PLUS OTHER QUALITY PRODUCTS 


© Fully Adjustable © As Necessary as a Lawnmower 
© Self-Sharpening Scissor-Action © Will Add Beauty to Any Lawn 


© Shears, Left or Right Hand © Less Back Bending and 
Kneeling on Ground— 


© Ruggedly Constructed © Replaces the Use of Hand 
© No Rivets Are Used Shears and Knives in Most 
@ All Parts Are Replaceable Cases for All-Around 

© Unconditionally Guaranteed Yard Work 


WHY SETTLE FOR LESS WHEN YOU CAN BUY THE BEST? 


Higher Priced Than Some But Better Quality and 
Mechanics 


4, ™4i. + 
Vusact* 


ROTO-EDGER 
No. 30 DE LUXE 





Order from your jobber or write to 


Earl L. Chadwick Co. 


Sole Sales Agents 
P. O. BOX 4100 e PORTLAND 8, OREGON 
MANUFACTURD BY 


ROTO-EDGER Division 
of Car Blocking Inc. 


1952 Kienlen Ave., St. Louis 20, Mo. 





! Trade-Marks Registered 
Patent No. 2,660,854 





















PROFITABLE * MARKET 


Believe it or not, more than 6 million horses and mules 
aeed shoeing each year—and today their owners are look- 
ing to YOU to supply them. Horseshoes are a high-profit 
item...come packaged 10 pair to the box—easy to store, 
shelve, and sell. Stir yourself: Write now to Dept. H-1 for 
name of distributor, free catalog and pricing information. 








YOUR CUSTOMER LOOKS FOR THIS TRADE MARK——> _ 
It signifies the 
WORLD’S LARGEST 
MANUFACTURER OF 
HORSE AND MULE SHOES. 


MANUFACTURING CO. 


Joliet, Ilinois 














lowing conditions prevail: 


2. with a frontage of 75 feet or more, 
3. a valuation of $15,000 up, and 


in “Estate Sign Kit A’ 


bother or additional cost to you! 


letters and is and replenish 





price-tag each item in your display. 


cluded with your first order at no extra cost. 


call. 









McNULTY 


esign Studios, in. 


MILFORD, CONN. 


since 
1946 





WILL LAWN SIGNS OF THIS QUALITY 
SELL IN YOUR TERRITORY? 


Our experience — since 1946 — shows that McNulty 
Estate Signs will sell, in volume and with attrac- 
tive profits to you, in neighborhoods where the fol- 


1. Homes 25 feet or more from the street, 


4. owners averaging under 50 years of age. 


If a substantial number of your customers answer 
this description, you can profitably invest $133.50 
and sell it for $222... 
on a guoranteed-sale basis, and with your inventory 
of letters and numerals kept up to date at no 


Here's how it works: You pay for only the frames, 
and we ship with them a normal assortment of 
approximately 400 letters and numerals. Once every 
eight weeks our man stops in, checks your stock of 
it as needed, 
and suggests what frames you should order from us 
to keep an adequate supply of materials on hand. 


Since there is a flat price on the signs, you can 
And, inciden- 
tally, the handsome display post illustrated is in- 


Write for details—or ask for our man to 


ASK ABOUT OUR ECONOMY SIGNS, WEATHERVANES, MAIL BOXES AND OTHER PRODUCTS. 





McNulty Estate Signs are cast from govern- 
ment-standard aluminum alloy, the frames 
and brackets dipped in flat black lacquer. 
Letters are 2'/,"" high, full-surface reflec- 
torized for daytime readability at night. 
Your discount is a cool 40°%—mighty at- 
tractive on such distinctive, saleable quality 
merchandise. 


















( Here's the one that \ 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 








STICKS ANO STAYS pur it WORKS BETTER. 
a = 


| 



























Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 

ear.” What’s more, 

urham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ib. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 






in POWDER Form 


176 











SUPERIOR HEAVY DUTY 
ALL-STEEL LEG and 
WORK BENCH ASSEMBLY 








@ Makes work benches 6 ft. long 
and as much as 3 ft. wide. 
® Complete with all hardware. 


e All holes drilled for mounting top 
and shelf. 


e Made of high quality 14 gauge 


steel. $ 995 


Write for full details about this and other 
Superior products 


SUPERIOR 


PRESSED STEEL COMPANY 
Lansdowne St., Cambridge 39, Mass. 











gain in which the bureau says was 
about the one to be expected nor- 
mally between the two months. 

After allowing for seasonal! fac- 
tors, the Labor and Commerce De- 
partments say, total first quarter 
outlays ran at an annual rate of 
$36.1 billion—well above the $34 
billion forecast for 1954 by both 
these agencies. 


Unemployment Claims 
Decline During March 


New claims for unemployment 
compensation dropped in the week 
ended March 20, reports the Bu- 
reau of Employment Security. The 
drop was 16,900 below the week 
before. The total for the week 
was 293,706 new claims. 

The claims reflect layoffs among 
about 36 million workers covered 
by state jobless insurance. 

The general dip in new claims 
began in January. At 293,706 this 
month, the total was 30,453 below 
a month earlier, but still well 
above the 169,759 a year earlier. 

Jobless persons continuing to 
draw unemployment compensation 
in the week ended March 13 to- 
taled 2,187,100, reflecting a drop of 
13,500 from a week earlier. This 
compared with 2,178,411 getting 
compensation checks a month 
earlier and with 1,029,855 a year 
earlier. 

The bureau meanwhile issued a 
detailed breakdown of its mid- 
February job estimates. It 
showed, among other things, that 
in the Feb. 13 week there were 
2.5 times as many “long-term” un- 
employed workers this year as a 
year earlier. 

Total workers out of a job for 
15 weeks or more this February 
came to 630,000, in sharp contrast 
to a total of 246,000 a year earlier. 


Radio, TV Output Down 


Factory production of radio and 
TV receivers during the first two 
months of the year dropped more 
than 40 pct below levels achieved in 
the same 1953 months, reports the 
Radio-Electronics-Television Manu- 
facturers Association. February TV 
production increased slightly from 
the January level. 
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8 Attention-compelling 
iy counter display carton | 
es of 12, each in 
7 transparent bag. 


Longer lasting, . 
wear-resisting 
tough 3/16” 
yt al 
42” long.. 
each with "7 
hardwood hendlie. ‘Rugg. 
NYLON Starter Ropes are ideal 
for power lawn mowers or any 
other power source. 





| ph] 


“All-Purpose” quality e | | 


rope in vivid, 


sales-producing counter ee Ss Se ae 
RU GG display carton. bs gs el 






READY-PAK 


dela: Snow-White Sisal 
in pre-measured, 
connected coils... 
sizes 1%", 9g", V2”. 


Pure Manila or 





ORDER FROM YOUR JOBBER, OR WRITE 


THE E. T. RUGG COMPANY 


51 MILLER ST. NEWARK, OHIO 




















Cemetery Vase 
Bouquet Holder 





Portable Picnic Snock Toter Steel Adjust. Window Ventilotors 


— + ae 








Gorden or Household Tool Holders Sub Irrigating Galv. Plont Boxes 











Plont Boxes * 3 Complete Lines 


Seed Storter & Af. Violet Trays All Stee! Watering Cons 





\ 





Hose Hangers * 2 Complete Lines Heavy Duty Golv. Humidifiers Top-0-Stove Ovens 








ae 








Top-0-Stove Boke All 


Self Attaching Window Shelf 












Portable 


ac citanan Through your wholesale distributor or write direct 


NOW AVAILABLE 
Send for Your Copy 





109-135 MEEKER AVE 


NEWARK 5.N. J 


HARDWARE AGE, APRIL 29, 1954 











“Just Squeeze the CAN’’ 
for 20% MORE PROFITS! 


* 40% Profit Line in Popular 
Price Range—45 to 69¢ 


* Squeeze Can eliminates 
stocking dusters and 
refills 


* A Complete Pesticide Line 


THE ALL PURPOSE DUST FOR 
FLOWERS AND VEGETABLES 


Controls over 60 insects and dis- 
eases .. . specially made for the 
‘backyard’ gardener. No messy 
mixing ... 1 Ib. squeeze can 
only 65¢! 





TURF -KARE 


New soil insect 
killer and ani- 
mator. Contains PAgeZia 
millorganite and bay 
chlordane. One v. 
pplication con- 
trols Jap beetles, 
scrubs, etc. Con- 
centrated formu- 
lation. 


DUST-AWAY 


New crabgrass 
and chickweed 
killer for spreader 
application. Con- 
tains millorgan- 
ite, lime and P.C., 
also acts as a soil 
invigorator and 
sweetener. 











FOR COMPLETE INFORMATION WRITE: 


BONIDE CHEMICAL CO. 


Garden Specialists for 27 Years! 
UTICA 4, NEW YORK 








to latch on to the line 
that boosts SALES and PROFITS! 


Mow-Masier 


7 Great New Rotary Power Mowers including the 
sensational lightweight self-propelled Model 205! 


PROPULSION 


3 Grand New Reel Power Mowers from 18” to 21” cut! 


A limited quantity of the popular "Home Lawn Care”’ 








booklets are available. Order your supply NOW. 
ax PROPULSION ENGINE CORPORATION 
Subsidiary of Food Machinery and Chemical Corp 


we 7th St. and Sunshine Rd., Dept. 10, Kansas City 15, Kas. 


Please send details of your profit plan on the complete home power mower line! 


NAME sesidiaciianeceianmasaeaiiatessaeiniemanined — sateen 
Ti ceicecssinittinrinninmanciitinitinncnins nit 

CITY — STATE 

Exclusive territories for Jobbers and Distributors still available. Write today. 























»  LOCK-EASE* 
|Graphited LOCK FLUID 


For year-round lock main- 
tenance and best protection 
against sticking — rust — 


freezing. 4-oz. “Drop or 
Stream” can, 39c. Order from 
> your jobber. 
4 American Grease Stick Co. Ag 
' Muskegon, Michigan 


: 0 PRODUCTS 
aus Stainless DOOR-EASE Stick 























Lubricant in two sizes, 15¢ and 
39c:; AMERICAN Dripless Oil in 
4-oz. oiler, 29c. 


MINIT-MAKE 
Shel ‘n Table BUILDERS 


Trade Name Reg 






















FURNITURE 
in Minutes 
WITH THESE INTERLOCKING PARTS 


plus BOARDS CUT TO SIZE AT LOW 
COST BY LOCAL LUMBER — 


> + 
U Shelf 


Top WROUGHT 
Bracket Bracket IRON FINISH 


parts lide 


; TOGETHER 
U.S. and Canadian Pats. Pend. 


Sensational Sales 
FROM SMALL COUNTER SPACE 


ASK YOUR JOBBER—OR WRITE US FOR DETAILS 
‘JOHN CLARK BROWN '#¢ 


ONE MONTGOMERY ST. W} 
BELLEVILLE 9,N J. AGM OLTY GADGETS 


THE ONLY FACTORY SOURCE FOR A LARGE LINE 
OF GADGETS—MORE THAN 60 GADGETS 





RODS 


10” 3 y," 


78" HARDWOOD ||’...- 
13" 
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Promotions 


Manufacturers’ New Merchandising Plans 


3-Month Promotion 
On Youngstown Kitchens 


Special promotion material is 
offered Youngstown Kitchens deal- 
ers in connection with special prices 
on two cabinet sinks, for a three- 
month period beginning May 1. 

A promotional broadside, included 
in a dealer kit, spotlights a 54-in. 
cabinet sink and a 54-in. wall cab- 
inet unit at a package price “as low 
as $1.75 a week.” 


Ekco Offers Dealers 
Cooperative Ad Plan 


A special cooperative advertising 
plan for retailers is being offered by 
Ekco Products Co., Chicago, to help 
introduce Flint-Ware, its new line 
of stainless steel cookware. 

Two sizes of newspaper mats fea- 
turing the 7-in. skillet at a special 
promotional price are available. 
After using a mat in newspaper ad- 
vertising, the retailer submits a 
tearsheet to the company and in re- 
turn receives free items of Flint- 
Ware. 

The plan, in effect until May 30, 
gives dealers a chance to tie-in with 
Ekco’s $200,000 introductory adver- 
tising campaign on the new line. 


Schlage Ads Stress 
Do-It-Yourself Theme 


Schlage Lock Co., San Francisco, 
has developed a complete advertis- 
ing and merchandising package for 
the use of retail distributors, who 
care to take advantage of the com- 
pany’s national consumer magazine 
advertising program, which has a 
do-it-yourself theme. 

The program has been developed 
around Schlage’s new Re-boring 
Jig, which is expected to create new 
sales of lock sets to homeowners in 
the replacement-remodeling—do-it- 
yourself market. 

A company bulletin sent to dis- 
tributors explains how the Schlage 
lock replacement tool makes it pos- 
sible for the home owner to him- 


self replace his old, worn-out locks 
with new locks. 

The program points out the prof- 
its to be realized from the use of 
the replacement tool as a rental 
item. 

The dealer promotion package in- 
cludes easels, banners, ad mats, 
radio and TV spots. 


Picnic Promotion Has 
Tie-in Possibilities 

The American Bakers Associa- 
tion suggests that the nation’s hard- 
ware stores have a fine promotional 
opportunity via a tie-in with the 
baking industry’s third “July is 
Picnic Month” promotion. 

The association has pointed out 
that every hardware store has, in 
nearly every department, items 
which go along with outdoor eating 
and which can be effectively pro- 
moted in connection with picnick- 
ing. 

Some suggested possibilities for 
tie-in sales are such items as out- 
door grills, barbecue tools, meat 
tongs, can openers, flashlights, char- 
coal bricks, outboard motors and 
coffee pots. 


Brush Maker Protests 


U. S. Ban on Bristles 


A strong protest against the 
importation of Chinese bristles, 
whether in the form of paint 
brushes or of bristles alone, has 
been registered with the Govern- 
ment by Benjamin Fastov, presi- 
dent of the Colonia] Brush Mfg. 
Co., Boston, and chairman of the 
Paint & Varnish Brush Division 
of the American Brush Manufac- 
turers Association. 

If Chinese bristles are not com- 
pletely prohibited from entering 
the country, Mr. Fastov proposed 
as an alternative that American 
industries should be permitted to 
import the bristles which go into 
brushes valued at not more than 
$24 per dozen wholesale. 

In making his protest to the 
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Se See me ey 


Moline Wire Stretchers are made 
with Malleable Iron Parts 














How are you fixed 
on Wire Stretchers ? 


When good customers come rushing in at the last 
minute for supplies—such as a wire stretcher—be 
ready to send them back to the job with a strong 
Why not have a 


effective Moline Wire Stretcher. 
few on hand? Order Now! 


MOLINE IRON WORKS 


MOLINE, ILLINOIS, U. S. A. 


We'll gladly supply you with these 
other agricultural and industrial 
items, too: Tackle Blocks, Hay 
Tools, Load Binders, Rope Hoists, 
Wire Rope Clips, Clevises. 
few on hand? Order Now! 


WHEN YOU ARE LOOKING 
FOR A CERTAIN PRODUCT 


and only the trade-name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number of 
HARDWARE AGE for that particular 
trade-name. You will find it listed 
alphabetically under the product 
heading of the item in question. 








There alongside the trade-name you 
will find the name of the manufacturer 
who makes it. The address of the 
maker will also appear with the firm 
name arranged alphabeti-ally in the 
same list. 


Keep this Merchandise Directory Num- 
ber where you can reach it quickly 
whenever you need help in buying 
hardware products. 


HARDWARE AGE 


100 E. 42nd Street, New York 17, N. Y. 











| order in early. Then set this attractive com- 


| 2314A North 8th St. 










































"“C"' Clamps 

Variety of Jaw openings 
and throat sizes. Spe- 
cially heat treated malle- 
able iron. Screws fitted 
with sliding cross bar 
handles cap. 1” to 8 


4g ee ene aeeee 






: HAND TOOLS 





DO iT YOURSELF 


buyers are big profit op- 
portunities —especially 
when they buy power and 
larger tools. Suggest they 
need B&C Hand Tools for 
operations such as saw- 
ing, filing, gluing, routing, 
drilling, etc. Suggest the 
best—suggest B&C. 


Also SUGGEST B&C 


® Bench, Woodworker’s 
Sawhorse and Utility 





Quick Acting Clamps 
Malleable —_ Pe ow Steel 
beam. 1” x 5 Jaw will 
not slip under pressure 
Cap. 6” to 72”. 





Vises D 

' rill Press Vise 

® Tap Wrenches, Lathe be eld ecunttactios 
Clamp Dogs Use flat or on side. Sta- 


tionary Jaws has V slot 
for holding round work. 
Width opening of jaws 3”. 


® Bench Grinders 
See Your Jobber or Write 


Quality, Low Priced Hand Tools Since 1925 





THE Brite & COTTON merc. co. 


D STREET @ BRIDGEPORT, CONN 








Feature Them 
For Fathers Day 


Here is a most practical combination gift for 
any man with a gun—a complete gun clean- 
ing outfit of the very finest quality— 


A HOPPE GUN CLEANING PACK 


and 


A HOPPE GUN CLEANING ROD 


Talk with your jobbers today — and get your 








| bination up front where gift seekers can see it. 


FRANK A. HOPPE, Inc. 
Philadelphia 33, Penna. 4 
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Director of the Division of Foreign | 
Assets Control, of the U. S. Trea- | 
sury Dept., Mr. Fastov asked why 
the prohibition applies only to | 
paint brushes containing hogs 
bristles valued at more than $24 
per dozen. 

“If it is our intent,” Mr. Fastov | 
wrote, “to keep American dollars 
for bristles out of China, it is just 
as important to keep these dollars 
out for 3 in. bristles as well as for 


Millions Are Being Spent; 
For DO-IT-YOURSELF | 
POWER TOOLS 


You can get more than your share 
of this profitable business with a | 
stock investment of less than 
$150.00. .. with a basic assortment 
of nationally advertised Speed Way 
Tools on this permanent steel 
stock display. In your window, on 
counter, floor or island, this self- 
selling display permits buyers to 





hold tools, stillis pilferproof. Once : : | -_ 
in the hand beautiful SpeedWay 6 in. bristles.” utility 
Tools are practically sold. You The brush manufacturer pointed | hook! 


can't use space more profitably. out that “over 90 pet of the brushes 


(units, not dollars) manufactured 
in this country sell for less than 















- = 4: a $24 wholesale. Since you are stop- GRO e po 
jobber or Coe | 7 ping our Allies from exporting ex- | one- 1ece actual 
an 4 ; - pensive brushes to us, their next | an 
dealer's en ele ~ | step will be to export less expen- | 
catalog a» a — | sive brushes to us, all made with | UTILITY HOOK 
et a Chinese bristles.” 
suggested ae / 9A 
tool assort poe | This, he averred, will throw out re 5< 
ments. a | of work a great many more Amer- Bag Ang hmmm fodoces — 

~ | ican workers than have already | <td "any other uses. |. a Stor 18 


real hook for fast selling! 
Bright plated finish in packages and carded. 


been thrown out of work due to the See your jobber today for immediate delivery 











a 
Spee? VMANUFACTURING co. 
1836 So. 52nd Ave. ¢ Cicero 50, Ill. | 












Sharon's 
CURTAIN 
STRETCHER BOLTS 












Cash in on 
curtain washing time! 
@ 3/16" x 2%" bolt—extra 
large wing nut. 
@ Electro galvanized—36 in 

package. 
Ask your jobber 
or write us 












Shavon Bil and Scheu Lo. 








BOSTON 10, MASS. 


importation of expensive brushes. 





Business Urged To 
Take Up the Slack 


The president of the Amer- 
ican Bankers Association says 
business itself must take up the 
slack in the economy and fore- 
stall Government moves to bol- 
ster the economy against a 
recession. 

Everett D. Reese says that 
private business, demanding 
less Government in business, 
finally has gained a hearing. 
But, he adds, most persons, “not 
reckoning the consequences,” 
seem to like “the pleasant ef- 
fects” of Government help and 
shots in the arm. 











Household Washer Sales 
Gain 18% in February 


Factory sales of standard-size 
household washers in February rose 
18 pct above sales for the previous 
month, but 9.6 pct below sales in 
the same 1953 period, reports the 
American Home Laundry Manu- 
facturers’ Association. 

Sales of washers totaled 295,171 
units in February, compared with 
249,956 in January and 326,604 
units in the like 1953 month. 

(Resume reading on page 15) 








Jobber Inquiries Invited 
















161 Beechwood Av., New Rochelle, N. Y. 
Telephone: NEw Rochelle 3-8600 


World's Foremost Producer of Small Die Castings 











METAL FOLDING PLAY SETS 








Send for Catalog J-52 
CROWN PRODUCTS CO., 666 Lake Shore Dr., Chicage 31 














SUNSHINE 


Tharch Shocks 


GENUINE 
CHAMOIS SKIN 
FULL COD Olt TANNAGE 


MADE IN USA 
Ask Your Jobber for Our Double 
Duty Chamois Double Value! 
“EASIER TO USE 
“LASTS LONGER 
“CLEANS BETTER 
HOYT & WORTHEN TANNING CORP HAVERHILL, MASS 











His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in January. With 
best wishes for your continued success.” 
Sincerely yours, 


A Satisfied Advertiser 
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SEE THIS CONDENSED CATALOG 


of July 23 issue 


and Order From Your Jobber Today 
FAULTLESS CASTER CORPORATION, Evansville, ind. 





GREENLEE HAND TOOLS 


Well-illustrated 12-page book on 
GREENLEE Hand Tool line . . . auger 
bits, chisels, gouges, drawknives, turning 
tools, spiral screw drivers, push 

drills and many more. 


=, 


me" GREENLEE 
Send today for your 
free copy of this informative book. 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 





on Pages 147, 148, 149, 150 


HARDWARE AGE DIRECTORY 










You Make News 


What you do is news to thousands of other 
hardware dealers who read HARDWARE AGE. 
They’re interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
others who read the News of the Trade regu- 
larly in HA. Don’t worry about style. Just 
give us the facts briefly ; we'll do the rest. Ad- 
dress your note to the Editor, HARDWARE AGE, 
100 E. 42nd St., New York 17, N. Y. 




















| 








the only successful rubber tire roller skate is 


made by CHICAGO 








Fam MARSHALLTOWN 


(\MARSHALLTOWN 
Ny 


MARSHALLTOWN TROWEL COMPANY -«- 





MARSHALLTOWN, IOWA 











CHROME | 
BRASS PIPES wt Be 
Vg" to 4" sizes | wo 
BRASS TUBING Or 
19", 1Y%4", 13", 12" O.D. Le 
Write to: 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, . 
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DEALERS & JOBBERS WANTED| 


“QUICK - SHARP" | 
MOWER SICKLE SHARPENER 


| 
2 
3 


4 


BORST COMPANY, MOLINE, ILL. | 


HAIR-LOC 


Amazing New Liquid 

S-W-E-L-L-S Wood 

* Penmtrates wood fibres— 
makes them e-x-p-a-n-d 


Sharpens sickle without 
permanently. 


removing from machine | 
e Quickest and easiest way 
to fix loose chair rungs, 
legs, handles, dowels. 


Saves time and money 


Sickles stay sharp longer | 
after using “Quick- | 
Sharp" | 


Low in price—good profit | 
i 


dove-tails, ete. 


yam A Fast-Selling Impulse Item 
Write for Free Samples and 
Literature 
CHAIR-LOC CO. 
Lakehurst 3, N. J. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Each additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
MEE Srtavdpbadondtesndeessedeceses 


Each additional word........... 
Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandi literature, 
catalogs, etc., will net be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for r iling. 








No agency commission allowed. 


HARDWARE AGE is published 
Thursday. Classified forms ciose 
prior to publication date. 


every cther 
15 days 


Remittance must accompany order in form 
of check or money order, not currency of 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








REPRESENTATIVES WANTED 


Salesman with established following among retail 
Hardware dealers, Lumber yards, ete. We offer qual- 
ity lines of tools, Garden accessories, Homefurnishing 


specialties, ete., in a net price, illustrated 132 page 


catalog. Quick service. Liberal freight allowances. 
No objection to non-conflicting side lines. Commis- 
sion Basis. Interstate weer Co., Inc., 40 Hudson 


Street, New York 13, N. 














OLD ESTABLISHED NEW YORK HARD. | 


WARE JOBBER, member National Wholesale 
Hardware Association, and distributor of na- 
tionally branded lines of hardware and tools, seeks 
men accustomed to earning $7,500 to $10,000 or 
more a year. Following among hardware stores, 
lumber yards, etc. essential. Fine opportunity for 
selected men to become part of progressive or 
ganization. High commissions. State full parti- 
culars including territories you 
plies held strictest confidence. 
care of Harpware Acer, 100 East 
New York 17, N. Y. 


EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 
tien sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re 
peat business. Address: Box A-870, care of Harp- 
ag Acz, 100 E. 42nd St., New York 17, 


“EXCELLENT OPPORTUNITY FOR AG- 
GRESSIVE YOUNG MAN, hardware experience. 
Birmingham or Nashville residence preferred to 
handle fasteners, tools and builders hardware 
Manufacturers Representative in Alabama, Mis- 
sissippi_ and Tennessee. Wholesale trade only. 
Give all particulars first letter, information will 
be held in strictest confidence.” Address: Box B- 
775, care of Harpware AcE, 100 East 42nd Street, 
New York 17,N. ¥ 


MANU FACTURER’S REPRESENTATIVF 
WANTED—Salesman now calling on hardware 
and variety stores with two or three non-conflict 
ing lines. We offer a good staple line of 19¢, 39¢ 
and 79¢ paints. low-priced gallon paints and a na- 
tionally advertised line of popular priced paint- 


42nd Street, 











now cover. Re- | 


Address Box B-778, | 





on a commission hasis. This merchandise has mas¢ | 


market appeal. 
good prospect. Write advising age, territory cov 
ered. how often vou cover it and lines now carrie! 
Address: 


Fast 49nd Streat New York 17. N Y. 


MANT! FACTU RER’S REPRESFNTATIVES 
CALLING ON HARDWARE STORES. plumh 
ing and electrical supply stores. automotive stores 
chains and industrials to sell high quality Shef 
field Steel hack saw blades. band saws, etc. Ev 
clusive territories onen. In reply give limits of 
territory covered. E. R. Samsey & Co.. Toled> 
14 Mhin 

EXCLUSIVE. PROTECTED, ESTABLISH 
ED TERRITORIES OPEN in Jersey and Con 
necticut for salesman selling hardware, builde: 
supply dealers; fine line hardware specialties 
capable large volume to retailer; straight commis 
sion basis; lifetime connection. Address: giving 
full particulars to Address: Box B-770. care of 
7 a Ace, 100 East 42nd Street, New York 
17, 


MANUFACTURERS REPRESENTATIVE 
WANTED BY aationally known manufacturer. 
Presently calling on hardware distributors in Min- 
nesota, Wisconsin, and the Dakotas. Give exact 














area covered, frequency of coverage, lines now 
carried, references. Address: Box B-803, care of 
Harpware Ace, 100 East 42nd St., New York 
T, a © 


182 


Rox R-765. care of Harnware Acer, 100 | 


Fvery store selling paints is > | 





PAINT SALESMEN WANTED: We manu- 
facture several complete lines of popular priced 
paints and are prepared to expand. We offer smart 
labels, good paint value, and aggressive manage- 
ment, We need salesmen to take the business from 
Paint, Hardware, Army, Navy, Lumber, etc. Side- 
line men acceptable. Many good territories open 
Commission. Address: Box B-760, care of Harp- 
ware Ace, 100 East 42nd Street, New York 17, 
N Y 











A LARGE CANDLE 


(Eastern, 


SEEKS commission representatives 

Southern, West Central States), calling on re- 
gional retail Variety and Drug Chains, indepen- 
dents, paper jobbers, hardware and general mer- 
chandise stores, Established, nationally advertised 


dinner and novelty candles. Send complete resume 

age, experience, lines carried. Address: Box 
B-790, care of Harpware Ace, 100 East 42nd St., 
New York 17. N. Y 





reli- 


JOBBERS WHO ARE established and 
able for distribution of paint, lacquers, paint-re- 
mover, manufactured by well known firm. Write 
for further information. Address: Box B-794, 
care of Harpware Ace, 190 East 42nd St., New 
York 17, N.Y pian Hy 

MANUFACTU RER’S AGENTS calling on 


hardware and pistes vay & heating wholesalers to 
represent plastic pipe manufacturer. Several choice 
territories open. Pump trade contacts desirable. In 
reply state present lines and territory now covered. 
Address: Box B-784, care of Harpware Acz, 100 
Fast 42nd St., New York 17, N. Y. 


PAINT BRUSH SALESMEN outstanding op- 
portunity for men now selling paint or allied line 











& having good following with paint, hardware, 
lumber, variety stores, etc. We manufacture pro- 
fessional, consumers & nylon brushes. Strong 


office backing. We pay highest commissions in the 
industry & Bonuses. Several protected territories 
open. Send full details in first letter. Address: 
Box B-792, care of . 2 Ace, 100 East 42nd 
St., New York 17, ee 


eee "REPRESENTATIVES 
CALLING ON THE retail building material and 
Hardware trade to sell a very complete line of 
lock and latchsets and many other Builders’ Hard- 








ware items. In reply, give territory covered and 
the extent of vour training in Builders’ Hardware 
selling. Address: Box B-789, care of HarRpWarEe 
AGF 190 Fast 42nd St.. New York 17. N Y¥. 


SALESMEN CALLING ON RETAIL H: ARD 
WARE Stores or places, where Imported Wood 
Screws, Stove Bolts, Twist Drills, Builders’ 
Hardware and other items could be sold. Good 
opportunity to increase your income and develop 
new business by offering the best products at low 
prices. Commission basis. Good territories are 
open. Address: Box B-781, care of Harpware AGz, 
100 East 42nd St., New York 17. N. ¥ 





MANUFACTURER | 


SHELF HARDWARE AND BUILDING 
SPEC IALTIES—Aggressive manufacturer has 
several choice territories open. Complete line of 
shelf hardware and building specialties for hard- 
ware wholesale—contract trade. Staples with good 
repeat. Backed by active trade promotion and 
special merchandise deals. Excellent financial ar 
rangement if you qualify. Write stating lines 
handled. territory. etc. Replies confidential. Ad- 
dress: Box B-763, care of Harpware AGE, 100 
East 42nd Street. New York 17, N. Y. 








REPRESENTATIVES WANTED 


To sell a new extensible clothes line prop of unusual 
salesmen. 


value Small scale sample available to e 

Experience has demonstrated sales in over 75% of 
contacts made. A liberal commission is offered which 
make possible exceptionally good earnings. We are 


looking for salesmen now calling on hardware and 
lumber yards trade. Good territories are still open. 
Write KAYWOOD CORPORATION, 1225 Milton 
Street, Benton Harbor, Michigan. 











MANUFACTURER OF FAST MOVING 
METAL flower boxes (Planters) wants established 
Hardware Agents to represent them in many parts 
of the country. Write for our proposition. Liberal 





commission, Write: Lee-Carver Stamping Com- 
pany, 116 Graymont Avenue, Birmingham, Ala- 
bama. 

WELL KNOWN PAINT-LACQUER-RE- 


MOVER-VARNISH manufacturer seeks salesmen 
calling on Hardware and Paint Stores and/or 
Jobbers in Brooklyn, Long Island, Bronx, West- 
chester, New York State, New Jersey and Con- 
necticut. Excellent Sideline, high commission and 
expenses, Address: Box B-793, care of HARDWARE 
Acz, 100 East 42nd St., New York 17, N. Y. 





MANUFACTURER’S AGENTS WANTED: 
Manufacturer’s Agents calling regularly on Hard- 
ware Jobbers. Our Stick-Tite Weatherstripping has 
been sold to Automotive Jobbers since 1933. Cus- 
tomers have found hundreds of uses for Stick- 
Tite around the home. Many territories open. 
Write G & G Products Co., Inc., Amelia, Ohio, 





Accounts Wanted 


MIDDLE ATLANTIC AREA—Covering whole- 
sale-contract hardware trade with line of shelf 
hardware . . want allied line. Territory now 
covers Eastern Penna., N. J., New York City, 
Del., Md., Washington, D. C. Excellent refer- 
ences, Have trade following. Can produce. What 
have you. Address: Box B-764, care of HaRpware 
AcE, 100 East 42nd Street, New York 17, N. Y. 








income producing 
are (1) 


Three well developed high 
territories are open. The territories 
Ohio and Western Pennsvlvania; (2) Michigan, 
Indiana, Kentucky and Western Ohio: (3) Ne- 
braska. Kansas, Towa and Northern Illinois ex- 
cept Chicago. Our companv is well established, 
AAA-1 rated and very progressive backed up with 
quality promotional material. Tf vou want to step 
into a top selling job in a territory where we are 
well-established and where the potential is almost 
unlimited, write us today giving us full details 
about yourself. Those aualified will be given a 
personal interview. Age 25-40. Experience in sell- 
ing housewares jobbers is desirable. Address: 
Box B-892, care of Harpw ARF. Acer, 100 East 42nd 
Street. New York 17, N. 


SALESMAN WANTED, Calling on Hardware 
Stores, Department Stores, Nurseries, Garden 
Supply Stores. We have the hottest garden item 
of the season. HOFF TOOL CORPORATION, 
199 Bleecker Street, Brooklyn 37, N. Y. 














‘MANUFACTURERS’ AGENT DESIRES 
ADDITIONAL LINES. Have been established 
in Pacific Northwest area, 9 years selling to whole- 
salers, hardware, variety and department stores. 
Good reputation, good coverage. Only quality 
items considered. Write Rex L. McQueen, 10012 
Old Pacife Hv. SW, Tacoma 9, Washington 








MFRS. AGENT COVERING ROCKY MT. 
and South West area seeking good Hardware or 
Plumbing line on Commission Exclusively only 
established 20 years. Address: Box B-788, care of 
Harpware Acer, 100 East 42nd St., New York 
i, w.. 

MANUFACTURERS—Do you want a manu 
facturers’ agent who wears out the soles of his 
shoes rather than the seat of his pants? Metropoli- 
tan New York and New Jersey. Address: Box B- 

100 East 42nd St., 


787, care of Harpware AGe, 
New York 17. N. Y. 
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Classified Opportunities Section 





Accounts Wanted 


Accounts Wanted 


Positions Wanted 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louisville. 
We will carry the account or you can bill direct. 
Inquiries invited. Write Ance Corporation, 7 Wood 
Street, Pittsburgh 22, Pa 











ATTENTION AMERICAN MANUFACTUR- 
=RS. Experienced Colombian business man pres- 
ently visiting U. S. A. seeks connections of Manu- 
facturers interested in the inexpensive introduction 
and promotion of their products in Colombia and 
Venezuela. Fullest information available as_ re- 
sult thorough study and research both these mar- 
kets. Early replies solicited for personal interview 
owing limited stay here. Address: Box B-797, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 








MANUFACTURERS’ REPRESENTATIVE 
desires one additional line to be sold through Hdwe. 
Jobbers, Chains and Dept. Stores. Territory cov- 
ered, Mich. and N. W. Ohio. 9 years with Hdwe. 
Trade. Write: J. B. Moulton, 684 Greafield Ct., 
Birmingham, Mich. 


ROCKY MOUNTAIN AREA—Representative 
traveling two men desires one additional quality 
line to represent to the Wholesale hardware, 
houseware, mill supply, Dept. Store and allied 
trades. Covering Colo., Wyo., Utah, Montana, New 
Mexico and El] Paso, Texas. Our policy limits us 
to five lines. All replies confidential. Address: 
Box B-785, care of HARDWARE AGE, 100 East 42nd 
St., New York 17, N. Y. 





ACCOUNTS WANTED: Attention Manufac- 
turers: Quality lines wanted for the territory of 
Northern Illinois, Northern Indiana and Southern 
Wisconsin by reliable and thoroughly experienced 
wholesale hardware salesman who is becoming a 
Manufacturers’ Agent, June 1. Aggressive and 
comprehensive coverage of Hardware Jobbers, 
Garden Supply Jobbers, Chain and large Hard- 
ware Stores who specialize in Contractors’ Sup- 
plies. Address: Box B-796, care of HARDWARE 
AGE, 100 East 42nd St., New York me Ee 








WANTED—Complete Line or single item— 
large and medium price mechanical and electrical 
machinery or equipment for any type of outler— 
we have sales floor—we have the guts and the 
knowhow—wholesale — retail — industrial — institu- 
tion—Address: . P. Conway, 1664 Montpelier 
Ave., Pittsburgh 16, Penna. 





EXPERIENCED MANUFACTURERS’ REP- 
RESENTATIVE in good standing with jobbers 
and Jarge distributors is interested in presenting 
aulity TOOL — HARDWARE — GARDEN 
EOUTPMENT or allied lines in Chicago plus the 
adjoining territory you want serviced. Address: 
Box B-800, care of Harnware AGE, 100 East 
42nd St., New York 17, N. Y¥ 





OHIO: ATTENTION MANUFACTURERS. 
Well known representative with following; live 
wire seeks additional line complete coverage for 
W holesalers Jobbers Denartment stores and 
Chains. Address: Box B-798, care of HARDWARE 
Ace, 100 East 42nd St., New York is ms Ue 





TWO MANUFACTURERS’ REPRESENTA- 
TIVES SELLING THE retail hardware, mill 
supply and lumber trades in Eastern Pa., Southern 
New Jersey, Delaware and Maryland desire qual- 
ity lines of power or hand tools and specialties. 
Will handle on a straight commission basis. Ad- 
dress: Box B-786, care of Harpware AGeE, 100 
East 42nd St., New York 17, N. Y. 





Help Wanted 


ARE YOU THIS MAN? 


We are looking for a man in his 30's, 
who knows wholesale hardware dis- 
tribution, to train for Sales Manager. 
Must have knowledge of Salesmen, 
sales meetings, sources of supply, mer- 
chandising and sales promotion. 








This is an opportunity for a man on his 
way up, not one who feels he has ar- 
rived. Company is young, vibrant, 
growing with plans that are having 
unusual acceptance. Location—Eastern 
Penna. 


Reply with full particulars—age, edu- 
cation, experience, family obligations to 


Address Box 8-767, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















MANUFACTURERS’ REPRESENTATIVES 
Sell 71,000 advertising novelties to business houses 
to supplement your income. Commission basis. 
Send $2.00 (refundable) for 10 unique samples, 


catalogue, etc. Write: Adelphia Specialty Co., 
Dept. HA-1, 1954 Hudson St., Cincinnati 12, 
Ohio. 


EXECUTIVE WANTED BY MEDIUM 
SIZED Eastern builders’ hardware manufacturer. 
Must be sincere, personable and hard working 
with thorough knowledge of builders’ hardware, 
also wholesale distributors and contract accounts. 
To start as Ass’t Sales Mgr. Please state full 
details—Confidential. Address: Box B-780, care of 
oe Acz, 100 East 42nd St., New York 17, 





EXPERIENCED HARDWARE SALESMAN 
TO CALL on long established accounts in Staten 
Island and New Jersey for a well established 
Hardware Jobber handling all leading lines. Ad- 
dress: Box B-799, care of Harpware Acz, 100 
East 42nd St., New York 17, N. Y. 








EXPERIENCED WHOLESALE HARDWARE 
MAN in buying, credits, collections, pricing, 
quotations, customers phone calls, Salesman needs, 
Catalog work, inventory, Expediting, etc. Good at 
hgures, and details, Graduate College Business 
Administration. Thorough knowledge of _ hard 
ware field, modest compensation acceptable. Would 
consider part inside and outside arrangement. Ad 
dress: Box B-759, care of Harpware Acz, 100 
East 42nd Street, New York 17, N. Y 


PRESENTLY EMPLOYED HARDWARE 


SALESMAN WITH faithful following of at 
least 50 accounts in the Philadelphia, Allentown, 
Reading area seeks responsible, capable jobber in 
Phila. or Allentown, with some established ac 
counts only. Address: Box B-783, care of Harp- 
WARE AGe, 100 East 42nd St., New York 17, N. Y. 





Business Opportunities 


NAILS FOR SALE—700 Kegs—Nails, original 
packing. Casing, Spiral Lead Head, Finishing, 
Coated, Box, Coolers, Duplex, Priced to sell below 
mill price. Call or Write Tick Brothers, Inc., 
P. O. Box 128, Paducah, Kentucky. 








OWNER BEEN IN BUSINESS FOR 
SIXTY YEARS — WANTS TO QUIT 
Real Estate and Inventory worth $95,000.00 
Can be bought with as little as $10,000.00 

to some quick buyer. Ask about very liberal terms. 


Joseph Binford & Son, Crawfordsville, Ind. 











HARDWARE STOCK & BUILDING. Place 
for sale consists of Hardware, Stock, Service Sta- 
tion with lift, also large storage & display room. 
Over 5000 ft. area of building. The up stairs can 
be for any use. The price is $25,000.00 with 
terms. Address: Box B-768, care of HaRpware 
Acz, 100 East 42nd Street, New York 17, N. Y. 





FOR SALE: Established Housewares, Sporting 
Goods, Paint, Toy and Hardware Business located 
in northern New York in area of St. Lawrence 
River development and Seaway construction. Op 
portunity for rapid growth and expansion; ill 
health reason for sale. Reply Box B-801, care of 
HaRpDWAaRE AGez, 100 East 42nd St., New York 17, 

Y 


FOR SALE: Established hardware store with 
excellent opportunities. All new stock and new 
hardware association fixtures, Located in Lower 
Delaware in a fast growing town, can be purchased 
with or without building. Inventory about $20,000 
and fixtures $9,000.00. Will sell at a bargain. A 
good going Business. Address: Box B-795, care of 
Harpware AGe, 100 East 42nd St., New York 17, 

¥. 4 





Business Opportunities 








SOUTHEASTERN MANUFACTURERS 
REPRESENTATIVE desires an additional line. 
Complete personal coverage of hardware and gar- 
den supply jobbers in Carolinas; Georgia; Florida: 
Alibama_and Tennessee. Good following estab. 
lished. Full information and references furnished 
upon receipt of inquiry. Address: Box B-782, care 
< “— Ace, 100 East 42nd St., New York 





SIX NEW ENGLAND STATES 


Comprehensive coverage by a hard-hitting, ag- 
gressive agency can be assured to manufacturer 
of merit desiring representation in this area 
through the hardware and allied trades. 


Address Box B-791, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
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lion. 


our client. 





CONSULTANTS IN 


WANTED TO BUY 


a successful business 


Making a consumer specialty product sold through hardware jobbers, department 
stores, and house furnishing stores. Annual sales, actual or potential, $1—$4 mil- 
Continuance of experienced staff essential. 
Eastern manufacturer whose reputation and experience would enhance the value of 
a product in the consumer field. We are management engineers compensated by 
Brokers protected. Replies held in confidence. 
phone LExington 2-3616, referring to advertisement No. 59. 


WELLING & WOODARD, 
52 Vanderbilt Ave., New York 17, N. Y. 
PLANNED 


Our client is a nationally known 


Please write, or tele 


INC. 





DIVERSIFICATION 
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SELL YOUR CUS l COLD — 
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WOULD YOU SPEND PENNIES 
TO GET A NEW CUSTOMER 
FOR YOUR STORE? 


Phone — Wire — Write for Free Brochure 





and Exciting Details About Proven Sales Builders 
Fresh-flown Orchids and Live Ivy 


GRAHAM W. DIBLE 


“The Orchid King" 
Dible Bidg., 8th & Wall, Los Angeles 14, Calif. 















FAST SELLING, NATIONALLY ADVERTISED 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 
gardens. Produces vigorous, beautiful growth in all plants quickly. Pays 
dealer 331°, profit. ae packaged for display. Does not deter- 
iorate, is dy ss and SAFE. Dissolves instantly in water for use 
l-oz. makes 6 gallons liquid plant food. 













Retails Your Cost = 
l-oz. pkt. 10c..... 72 to case wt. 7 Ibs...... $4.80 case GS oon" aN 
3-oz. can 25¢..... 36 to case wt. 12 Ibs..... . $6.00 case Ge 4 Henosheo be 
7-oz. can 50c..... 24 to case wt. 14 Ibs...... $8.00 case ~<a 
1-Ib. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case Lr5 soyrense YS 





Also packed in 10-ib., 25-Ib., 50-Ib. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 
























. designed with a gal in mind! 


@ LIGHTWEIGHT 
@ REVERSIBLE HANDLE 
@ REMOTE CONTROLS 
@ ALL 'ROUND SAFETY 


New York Sales Office and Display Room: 200 5th Ave 


VOGT BROTHERS MFG. CO., INC. 


14th and Main Streets, LOUISVILLE, KENTUCKY 

















The 


Original TOWNSEND 
Wire Stretcher 










enamel 




















SHOW IT.. Write 
today 
for 
Catalog, 
Page, 
Every fencing customer, Some Information 
and estate owner should own a wire ad 
stretcher to properly install and main- be 
tain his fences. With the Townsend wire Prices 
stretcher, one man can do the job quicker, easier, 
better. Many improved features make this favorite 
of 40 years even better. 
Manufactured and Guaranteed by 
KINZUA, PA. 








Successors to 
B. W. Townsend 





SHELDON-WELLS CO. 








p\ en ) (L LLs 


Ih Kealorons: 


IOTOTIES 


heve those Easy to Sell Features” 


Recognized superior by both the professionals and the "do-it-yourself" trade ... 


: Nicholls TROWELS, 


FLOATS, CEMENT TOOLS, DARBIES and 


, HAWKS have been engineered and designed to perfectly “fit” the 
“much wanted features” that 


_ job. Many years of research give 
¥ make Nicholls tools sell faster. 


ENTER SQUARE 


the NICHOLLS CARP les producer! 


has been @ leading 54 


Stock and Display Nicholls Tools 


For more sates easier tales - bigger profits | 


NICHOLLS MANUFACTURING COMPANY 


OTTUMWA, IOWA 





16 PAGE ILLUSTRATED 


s aaee alahalal & BUILDING SPECIALTIES 





aetoaee 





Just off the press! Our revised catalog is packed with 
money-makers . . . a complete line of shelf hardware items. 
And several pages in this new catalog cover special deals 
including free displays with bonus merchandise. 


Write for your free copy today! 
(our line is sold thru jobbers exclusively) 


JOS€PH HALL CO. 


3420 MARKET STREET PHILA. 4, PA 








COMPLETE STOCK OF GARDNER'S SPRINGS 


4-drawer cabinet No. 932 contains 402 precision-made industrial 
type plated Springs. 127 different sizes, in coded compartments . . . 


A COMPLETE 
STOCK! Boxed re- 
fills shipped at 
once {rom_ stock. 
Be ready to fill 
practically every 
call for Springs— 
order from _ your 
jobber or write us 


For Cartridge or 
Bulk Compound 


Precision made for longer life 
and better results. © All work- 
ing parts accurately machined. 
© Extra heavy gauge barrels. © Uses all 








Two and one-drawer cabinets also available. 


Gardner Wire ie So. ay _ 


CHICAGO 50, ILL 


today! 








Sold with 


a 
LIFETIME 
GUARANTEE 


caulking materials—handles light oils. © Posi- 
tive ratchet drive. © Threaded nozles—no 
bayonet joints to come loose. © Three popular 
sizes—6!/,", 10" and 15". List prices—$6.50, 


$7.50, $8.50. Write for discounts. 
WESTERN RESERVE MFG. CO. 
3718 E. 93rd St. 


Cleveland 5, Ohio 











Me funcily fool ipnfeat 


WEED CUTTERS — SOUTHERN MEADOW HOES—BOW 
RAKES — DISTRIBUTION THROUGH JOBBERS 


Ane 


 Oleodr since 1866 














NATIONALLY ADVERTISED JPQMES or SILENCE 


RUBBER CUSHIONED 


One set on a card. 
12 cards in a box. 
Sizes 112”, 1%”, 
1-1/16", 1”, %” 
52”. 


REGULAR 
One set in a box. 
12 boxes in a 
carton. Sizes — 
1%”, 1%”, %”, 
%" 54”, , Pe 
3”. 





Ask your jobber, if he is not supplied, write 


FURNITURE GLIDES 
PINTLE & SOCKET TYPE 
For furniture 


where casters 
have been used. 


Sizes: 
DS 292—1%”, DS 293—1%2” 





DOMES of SILENCE Division of ROBERT E. MILLER CO., INC., 35 Pearl St., New York 4, N. Y. 
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